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The Stanley Garage Door Holder 


GAINST the spring wind rushing ahead with powerful blasts, the garage door, when equipped 

with the Stanley Holder No. 1774, stands firm: completely 
trick of blowing doors open or shut with shattering crashes. 

If you are not now stocking the Stanley Garage Door Holder No. 1774, it will pay you to do 
so. It is but one item in the complete line of Stanley Garage Hardware, carefully described and 
illustrated in the Stanley Garage Hardware Book, which will be sent on request. 


spoiling Old Boreas’s favorite 


For description of an interesting book which we 
have published, entitled “The Man Behind the 
Counter,”” see page 99 of this issue. 


THE STANLEY WORKS, New Britain, Conn. 
New York: 100 Lafayette St. Chicago: 73 East Lake St. 
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In an emergency 


In traffic On hills 





If your brakes grab or slip— 


Learn how leading car-makers guard against it 


Y our life depends on the efficiency 
of your brake lining. Grabbing 
or slipping brakes menace your 
safety. 


In traffic, in an emergency, on 
hills, your brakes must work 
promptly and smoothly. 


Realizing the importance of good 
brake lining, leading car manu- 
facturers and leading axle makers 
select for their cars and axles the 
brake lining that won't grab or 
slip—Thermoid Brake Lining. 


These cars use Thermoid Brake Lining: 


Pierce Arrow Pathfinder Moon 
Peerless Cadillac Ames 
armon le Atlas 
Haynes Apperson Gersix Truck 
Studebaker Premier Republic 
Kissel Chalmers ruck 
Autocar White Fulton Truck 
Briscoe Auburn Columbia 
Lippard Stew- National Truck 
art Motor Bessemer Denby Truck 
Truck Truck Bethlehem 
Atlas Truck Sayers & Truck 
King Scovill Service Truck 
Stephens Pilot Metz 
Patterson Hudford Hudson 
Superior Unit Lexington 
Truck Sun Howard 
Davis Empire Denmo Truck 
Kline Kar Union Truck Rauch &Lang 
These axles use Thermoid Brake 
Lining: 
Timken-Detroit Sheldon Hess 
Columbia Torbensen Celfor 
Peru Russel American 
Empire 


Why experts selected Thermoid 
Brake Lining 


These car-makers and their en- 
gineers select Thermoid Brake 
Lining because they find, by scien- 
tific tests, that it gives consistently. 


efficient SERVICE. They find its 
“co-efficient of friction’’ is ideal 
for a brake lining. 


This means its surface is so made 
that brakcs equipped with Ther- 
moid Brake Lining cannot grab 
or slip. 


Three tests that prove Thermoid 
Brake Lining’s worth 


Thermoid Brake Lining proves its 
superiority in passing all three 
drastic tests by which brake lining 
efficiency is determined. 


Co-efficient of friction test 
Absorption test 
Durability test 


Scientific construction of 
Thermoid Brake Lining 


The reason Thermoid Brake Lin- 
ing has the ideal co-efficient of 
friction, is impervious to moisture, 
and is durable, lies in its scientific 
construction. In its process of 
manufacture, it has three exclu- 
sive features: 


1. Ithas 40°(, more material by actual 
weight than any woven brake lining 


This means longer service—better 
service. Thermoid is 40% heavier 
than any woven brake lining on 
the market. That is why it is bet- 
ter fitted to stand the responsibili- 
ties placed on it. 


2. It is Grapnalized 
Thermoid brake lining is impreg- 


nated throughout with Grapnal. 
This exclusive process makes it 
impervious to gasoline, oil, water, 
dust, etc. No other brake lining 
is Grapnalized or can be. That 
is why ordinary brake lining goes 
to pieces rapidly. 


3. It is hydraulic compressed 


Powerful hydraulic presses com- 
press Thermoid into a solid mass. 
This makes it far tougher and 
stronger than woven lining. It 
makes the surface ideal for brake 
lining; it can't grab and it can't 
slip. The ‘co-efficient of friction’’ 
is just right. 


National Advertising 


This advertisement is being run in 
the Saturday Evening Post, Col- 
lier's Weekly, Literary Digest, 
Life, Christian Herald, and Coun- 
try Gentleman—circulation total- 
ing more than 4,000,000. We 
propose to increase your brake 
lining business by educating car 
owners to ask for Thermoid when 
they buy brake lining. 


Our guarantee 
Thermoid will make good or WE WILL 


Thermoid Rubber Co. 


Factory and Main Offices TRENTON, N. J. 
Branches: New York, Chicago, San Francisco, 

Indianapolis, Detroit, Los Angeles, Philadelphia, 

Pittsburgh, Boston, London, Berlin, Paris. 
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Are You “Sold” On 
Your Stock? 


Do you believe that the various 


lines you carry are the best you can buy, or do you 
feel that some of it may be second rate stuff? 


Your success as a merchandiser 


and developer of permanent trade, depends largely 
upon the enthusiasm you are able to show in the 
merits of your goods. Good goods beget confidence. 


Your complete confidence in 
your stock, inspires a similar feeling in your cus- 
tomer and the sale is more easily completed. 


Confidence in Winchester pro- 


ducts has been earned by rigid adherence to the 
high standards established by Governor Winchester 
when he founded the business half a century ago. 


After fifty years of insistence 


upon turning out products, good enough to bear the 
name that is now used universally as a synonym for 
all guns, it is easy to understand why retailers and 
consumers appreciate the full significance of the 
internationally famous trade mark 


WINCHESTER 
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The Genuine Walworth Stillson Wrench 


The Walworth Parmelee Wrench 
The Walco Adjustable Hex Wrench 


HAVE MADE AND ARE MAKING HISTORY 


NEW YORK BOSTON CHICAGO 


1842 1917 


vopyright, 
Walworth Mfg. Os 





Greeting 


O Those customers who have given us their loyal 
support through these seventy-five years of service, 
we express our deep appreciation. To those who 
have joined the ranks from year to year and have 
stood stanchly by us, we extend our grateful thanks. 


To them all we make our pledge of continued 
effort to give fair play and sound product. We 
assure them of our sincere desire to stand for all 


that is best in industrial life. 


As an evidence of our purpose we are dedicating 
to them in this our seventy-fifth year The Wal- 
worth Craftsman. His cleanness, strength and 
earnestness embody the ideals for which we are 
striving. 

WALWORTH MFG. CO. 
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Picking It To Pieces 


If you take a Coes Wrench apart and 
examine it piece by piece you will see the 
reason for the 5% higher cost and the 30% 
higher efficiency. 

The Coes Wrench is not built merely to sell. It 
is built to perform well and to wear. That is just 
why it does sell. 

Order early from your jobber. The name 
“Coes” in your early displays will be a fine busi- 
ness tonic for your whole merchandising—it is so 
dependable. 


‘Coes Wrench Company 


WORCESTER, MASS. 


J.C. McCARTY & CO. J. H. GRAHAM & CO. 
29 Murray Street, New York 113 Chamber Street, New York 
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A Very Practical Outtit 


for the car owner and garage 











Stewart Handy Worker 





It includes: 


A powerful steel-faced vise opening to 44 inches. 
A steel pipe vise up to 14-inch pipe. 

A good sturdy anvil. 

A cutting hardie. 

A corundum grinding wheel. 


A two-speed drill press. 
Weighs, boxed, 90 pounds. List, $12.50. 


A good seller with a substantial profit to you on every 
sale. From your jobber or direct. Liberal supply of 
show cards with your shipment. 


CHICAGO FLEXIBLE SHAFT CO. - 
606 N. La Salle St. - - - CHICAGO 


NEW YORK BRANCH: 





16 and 18 Reade Street 
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“‘A Satisfied Customer is Not Only Your Best Advertisement— 
He’s Your Best Customer’’ 


Selling 
“Satisfaction” 











Satisfaction 


J according to Webster is 
“the gratification of desire.” 
To the modern dealer it is not so 


easily defined. That he must satisfy 
his customers, he knows. How to in- 









sure satisfaction is his problem 






because big business is built on 






the sound foundation of 






customer-satisfaction. 





supplying the machinists 
in your vicinity with tools, 
you can be sure of cus- 
tomer-satisfaction by selling them 
the line that has satisfied three 
generations of mechanics— 


Brown & Sharpe Tools 





Get acquainted with this line 
through Catalog No. 27. Your 
copy is ready. A stock of our 
tools is carried at our Chicago 
office and store, 626-630 Wash- 
ington Boulevard, Chicago, 
Illinois. 





Brown & Sharpe Mfg. Company 


PROVIDENCE, R. L, U. S. A. 
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by the paint and varnish 


manufacturers last year. 
The Christian Herald was one of 
the three leading weekly maga- 
zines for promoting paint and 
varnish sales for hardware mer- 
chants—a very strong indication 
of advertising values. 
















The Christian Herald is in this enviable 
position today because for 40 years its 
thousands and thousands of substantial 
readers have come to depend upon the 
authoritative information contained in its 


pages. 


(CHRISTIAN 
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ACME QUAL/TY 





Partial list of paint and varnish advertising appearing in The Christian Herald last year: 


Berry Brothers 
Channel Chemical Co. 


Acme White Lead & Color Works 


Boston Varnish Co. Carpenter-Morton Co. 
S. C. Johnson & Son Keystone Varnish Co. John Lucas & Co., Inc. 
National Lead Co. Sherwin-Williams Three-in-One Oil Co. 
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or invitation 
“EMBER OF 


PRESTIGE 


; 'S built up only by the most 


careful attention to every 
detail that will insure the highest 
quality. 
Over fifty years of extreme care in 
each manufacturing operation has 
established for Nicholson Files a 
prestige that is world-wide. 


Their absolute uniformity in shape 
and cut and the quality and tem- 
per of steel are factors that have 
made Nicholson Files pre-eminent. 
Our catalog and booklet “File 
Filosophy”’ will interest you. They 
can be had for the asking. 


NICHOLSON FILE CO. 


PROVIDENCE, R. L, U.S. A. 


March 29, 1917 
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Extensive National 


Advertising 
for 


Disston Saws and Tools 
_to begin March 17th 


In addition to the work we have done for years in sup- 
porting the trade by advertising of various kinds, we take 
pleasure in announcing that beginning with a 


Full Page in the 


Saturday Evening Post 
March 17th 


large space will be persistently used in the. leading publications of 
national circulation, and also the most important national agricultural 
papers. Millions will see Disston advertising regularly. 

This Disston advertising is going to make new customers for 
Disston products because it is going to increase vastly the number 
of buyers who know the name of Disston and what it stands for. 


Henry Disston & Sons, Inc. 
Philadelphia, U.S. A. 
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WHEN ORDERING 


STILLSON WRENCHES 


Demand TRIMO With the 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO is 
the Best 








Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


$5-71 Amory Street Roxbury (Boston), Mass. 
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FOR YOUR SALESMEN 


The Atkins line contains Perfect Saws for Every Purpose. Each 
one of them is backed by the Guarantee of Satisfaction—to run 
easier, cut faster and hold its edge longer than any other Saw in 
the world, or your Money Back. 

“POINTERS” is a little booklet that will fill every salesman with 
accurate information about these “better saws.” It will arouse 
the enthusiasm that is necessary for larger saw sales. You can’t 
afford to be without it. 

Start to-day by ordering one for each one of your sales force. 


SPECIFY THE NUMBER DESIRED 


They will be sent, free of charge, as an important part of the Atkins 
Service of Sales Assistance to the dealer. How many do you need? 


E. C. Atkins & Co., Inc. 


ESTABLISHED 1857 
The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. Canadian Factory, Hamiiton, Ont 
Branches carrying complete stocks in all large distributing centers as follows: 
Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chicago New Orleans, San Francisco Sydney, N. 8. W. 

Memphis New York City Seattle Paris, France 
Messrs. John Shaw & Sons Wolverhampton, Ltd., Wolverhampton, England, Agents for 
Great Britain. 
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Keep Your Eye on 
This Trade Mark 


You know what the famous old 
marks—‘‘Little Giant,” “Lightning,” 


“Green River’’ and ““Smart’’ mean to 
users of screw cutting tools. 

The GTD mark means all of this 
and more—it means that the organi- 
zation back of these trade names 
(Wells Brothers Company, Wiley & 
Russell Mfg. Co. and A. J. Smart 
Mfg. Co.), now work as one unit to 

perpetuate and if possible 

to improve the high stand- 
ard of quality of their 
taps, dies, screw plates, 
reamers, gages and 
threading machines. 


A 
Daring 
Publicity 

Program 


Not only are we using increased adver- 
tising space in the important trade pub- 
lications, but we are making a big, broad, 
general appeal in several national publi- 
cations, such as 


Saturday Evening Post 
Popular Mechanics 
Scientific American 
Literary Digest 


What This Means to the Dealer 


This means a tremendous publicity for 
our GTD trademark and a prestige for 
our tools that must result in increased 
sales over the hardware counter. 


Watch for our advertisements REQ. U. 8. PAT. OFF. 
in Leading Magazines 


We still have a few copies of a pamphlet 
issued to our salesmen and representatives 
announcing our advertising and selling 
plans. They are not secret. If you would 
like a copy, say “Send me GTD Plans.” 








No. 37 Catalog shows the complete G. T. D. line of Taps, Dies, Screw Plates, 
Reamers, Gauges, and Threading Machines. Send for your copy—now. 


Greenfield Vapardie Corporation ; tore 


13 So. Clinton St 


Gages Ta ps Dies nO 


Wells Brothers Co., 


Greenfield,Massachusetts USA. “seu: 
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(2) Marion (Ohio) Works—Rail Carbon Steel Bars and Shapes 


FOR WIRE AND WIRE PRODUCTS 
ADDRESS 


Interstate Iron and Steel Company 


Grand Crossing Works 
Grand Crossing, Illinois 
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Interstate 
Expansion 


Our purchase of the 
plants and business of the 
Grand Crossing Tack Com- 
pany has materially widened 
the scope of our usefulness 
to our old patrons, as well as 
to the patrons of the Grand 
Crossing firm. 


The four modern plants here 
illustrated have a combined 
annual production of about 


300,000 tons of the follow- 


ing products: 


Refined lIror Bars and Shapes 
Soft Steel Bars and Shapes 
Rail Steel Bars and Shapes 
Concrete Reinforcing Bars 
Railroad Tie-Plates 


Agricultural Shapes in Refined 
Iron, Open Hearth Steel and 
Rail Steel 


«Nails, Rods 
Wire (plain, fence, barbed) 
Rivets, Tacks 


FOR ALL OTHER PRODUCTS 


Interstate Iron and Steel Company 


ae, Cee i tein sae a 


ADDRESS 


First National Bank Building 


Chicago, Illinois 
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Plymouth Rope Window Displays 








are now still easier to plan and install. Our recently pub- 
lished window display booklet, shown below, is the reason. 


This booklet describes the successful window display 
ideas, plans and experiences of Plymouth dealers of every 
sort. It makes clear the varied possibilities of Plymouth 
Rope for display purposes, and classifies all this informa- 
tion under such heads as “Displays Showing Uses of 
Rope,” “Displays of Knots and 
Splices,” “Fantastic Rope Dis- 
plays,” etc. 





The booklet is finely illustrated ; 
and most conveniently arranged 
for ready reference. 


If you sell Plymouth Rope and 
have not received this new booklet 
you should write for a copy now. 
It will help you to increase your 
spring rope sales. 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Mass. Welland, Can. 
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| MR. JOBBER—Are You in Touch with 
| “HEADQUARTERS on FLOUR SIFTERS '? 
Fully 50% of the total sales of this Staple Household 


Article are made in our plant. 
























Eagle Brand 
(Side Crank) 


Diamond E Brand 
(Crank in Handle) 


Fairy One Cup Style 


| The “EAGLE MAKE?” Sifter is now in more homes than any other 
make on the market. 


It has an AGITATOR that works smoother than any other make. 
This Agitator is made of substantial heavy tinned metal and is OVAL 


SHAPED, with rolled edges. This oval design Agitator positively 


breaks up all lumpy meal and sifts it through the wire sieve more 
thoroughly and quickly than any other make can possibly do. 


The bodies are made of heavy retinned metal. 
WRITE FOR FREE SAMPLE, CATALOG, CIRCULARS AND PRICES—“WE WILL HELP YOU SELL” 


sane GLASS “MANUFACTURING CO. wewssuss wa 


ESTABLISHED 1894—INCORPORATED 1897 
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Make full preparation for summer 
business by stocking the Sargent 
Noiseless Screen Door Closer 











Here is an article—the Sargent Screen Door Closer No. 20—which meets 
a real want and can be sold to many of the people in your vicinity. This Screen 
Door Closer is made on the same principle as our Liquid Door Checks, which 
have been in successful use for many years, but it is smaller in size and made 
to suit the particular requirements of light screen doors. 


The possibilities for the sale of this Screen Door Closer are almost limitless, 
as every home has at least one screen door and some have two or more which 
heretofore have been an annoyance because they have either been left open 
or have closed with a bang. The No. 20 closes screen doors quickly and 
without any noise. 


As this Closer is a new article it is advisable for the dealer to display it 
and refer to it in his advertising. An effective method of selling it is to send 
out a canvasser who can demonstrate the advantages of the Closer and who 
can apply it after he has made the sale. The Closer will sell readily for $2.25, 
to which should be added the cost of applying if it is put up by the canvasser. 
At the price for which it can be purchased from the jobber this selling price 
will afford the dealer a good profit. 


Order a stock now so that you will have the goods ready for the opening 
of the screen season and can start the sale early. It is its own best advertise- 
ment and a few in use will sell others. 


Sargent & Company 


MANUFACTURERS 


New Haven, Conn. New York’ Boston Chicago 


























March 29, 1917 HARDWARE AGE 19 











WIRE SCREEN CLOTH 


Heavy Zinc Coated 
AFTER WEAVING 
12 Mesh—14 Mesh-—16 Mesh-13 Mesh Extra Heavy 


There are much wider varia- 
tions of quality in the class of 
| Galvanized - After - Weaving 

HOGG wire screen cloth than in any’ ‘es 
oa WIRE other grade. nwt WIRE : 
25 Cott. | | 3 cot | 
mii rest For many years OPAL has { 
been the standard by which 


all others are judged. 








ORDER THROUGH YOUR JOBBER 


New York Wire Cloth Co. 


233 BROADWAY, NEW YORK WORKS—YORK, PA. 


























HARDWARE AGE _ March 29, 1917 








- o 
OCT ime, PEEL IOS 

men 26 BLACK! 

Ntwea t 


Va nM 
G AWARD 
: ra Ae 


Wickwire Cortland 
Brothers New York 


Inc. 


There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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All day pounding by sand and gravel or coal is about the toughest 

test wire fabric can be put to. The way our Martin Straight 
* Bar Sand Screens and our Royal Worcester 

Coal Screens stand the test proves their 

quality and strength. 



















The methods used by us in the manu- 
facture of these screens insure max- 
imum durability. 


The Wright Wire Quality is as 


evident in them as in our 
other wire products. 
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WRIGHT WIRE COMPANY 


WORCESTER, MASS. 


NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 
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The cream of the 
cream separator 
trade goes to the 


De Laval Agents 


THE DE LAVAL SEPARATOR CO. 


29 E. Madison Street 1 Drumm Street 
em prccrend CHICAGO ive FRANCISCO 
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What Do YOU Know About 
April 5th 


—EVEREADY Big Drive Climax Day. 


Millions are looking forward to April 5th, 
in high anticipation. For on this day 
EVEREADY will announce through their 
dealers exclusively, the winner of the $3,000 
contest for a better name than “flashlight.” 


Thousands will flock to EVEREADY 
Dealers’ stores to get the returns. They 
must go inside—the news won’t even be in 
the window. 


Avril sth is the opening day of 
EVEREADY “Announcement Week.” 
From then until April 12th will be a week 
of white hot sales promotion, a week when 
countless thousands will enter EVEREADY 
Dealers’ stores to inquire—to look—to pur- 


chase. It will be another “Week of a Million 
Sales.” 


Here is a fitting climax to the campaign 
that has already made millions of dollars in 
extra profits for EVEREADY Dealers. It 
gives you the same sales opportunity that 
the “Contest Blanks” gave you last fall. 


It’s worth a good window display to be 
known as an EVEREADY Dealer from 
April 5th to April 12th. Get ready! The 
Award Poster will reach you the day before 
April 5th. . 

We have opened wide the opportunity. 
Once more it’s up to you! 


American Ever Ready Works 


of National Carbon Company 


Long Island City 


New York 


Canadian National Carbon Company, Limited 


Toronto, Ontario 
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The Product that has outgrown its name FLASHLIGHT 
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This is the Walnut Display 
Stand mentioned below. 


AN you say Pock- 
@ et Ben, or see that 

brown covered 
box, with the white cor- 
ner edge and orange 
lettering without think- 
ing Big Ben? 

Is it any wonder 
Pocket Ben has profited 
by Big Ben’s six years 
of national advertising? 

Is it any wonder that 
Pocket Ben has more busi- 


ness than he can handle 
comfortably? 


He’s on the job every 
minute making up every bit 
of material he can get his 
hands on, doing his best to 
supply his loyal friends. 


Pocket Ben is well de- 


signed and finely finished. 
The case is nicely rounded 
and well-proportioned; the 
dial, clear and distinct. 


He has the same style, 
light running, reliable move- 
ment that makes Westclox so 
successful. 

Edch dozen is packed in 
a carton with two display 
cards and a novel display 
stand for your window or 
show case. 

With an order for three dozen, 
at your request, we send a hand- 


some walnut display rack shown 
above, a very attractive fixture. 


There’s a good margin of profit 
in Pocket Ben. The box and 
selling helps create a good de- 
mand. 


Is it any wonder they sell faster than 
we can make them? 


Furnished in nickel or gunmetal. 


Western Clock Co. 


La Salle, Ill., U. S. A. 





Makers of Westclox 
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We wish every hardware merchant 
who is not already acquainted with 
“Universal” Slides to write for this 
attractive little sample card showing 
the four sizes of “Universal” Slides. 
It is a convenience in ordering and dis- 
playing to your customers. 








The location of the prongs of *‘Universal”’ 
Slides is an exclusive patented feature 
and can readily be applied to the furni- 
ture leg. 





“Universal” Slides glide, don’t 
scratch, keep bright and won’t fall 
off; 4 sizes. 





Write us for interesting prices and 
sample card H. A. 











Bottom View 


Universal Caster & Foundry Co. 


574 FERRY STREET, NEWARK, N. J. 





i 
: 
i 





HARDWARE AGE 





March 29, 1917 


The new N.C. R. Credit File completes the chain of 
protection started by the up-to-date cash register 





All mistakes and losses occurring in 
transactions between customers and 
clerks are due to the clerks’ forget- 
fulness, carelessness, or indifference. 


These mistakes are stopped by the 
up-to-date cash register, which forces 
an accurate record of every trans- 
action just as it is made. 


In addition to register protection 
against loss, the new N.C. R. Credit 
File provides a convenient and safe 
place to file sales-slips. 


That is how the N.C. R. Credit 
File completes the chain of protection 
started by the register. The register 


forces the record and the credit file 
protects the sales-slip which itemizes 
the transaction. 





The National Cash Register Company, Dayton, Ohio 


This new file is quick to check, 
simple and convenient to operate, and 
is complete and safe. 


in one. Clerks 
balances through 


It is two files 
read customers’ 


the plate glass over the protected 
file, and file the slips in the daily 
file. 





The proprietor, at the close of the 
business day, checks the daily charges 
and files the slips in the proper 
compartments in the protected file. 
This protects the slips until paid. 


It will pay you to see this new 
store help at the nearest N. C. R. 
office, or to write us direct for com- 
plete information. 
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Every Inventory is 


a Judgment 








WHEN you take stock of 
your goods, you also 
take stock of your business 
ability. 


The more “dead” stock you 
have, the less well can you 
think of yourself as a mer- 
chant. 


If, for instance, you have too 


_much lawn hose left over, 


you either did not sell well 
or did not buy wisely. 


And generally it is the latter. 


The natural tendency is to 
buy a little of this kind, and 
a little of that, and a little 
more of a third. 


But thousands of dealers 
have been taught by their 
inventories to buy only one 
kind—Goodyear Wingfoot 
Lawn Hose. 


Goodyear Wingfoot does 
not crack. It does not kink. 


It is guaranteed to last at 
least two seasons. 


It is the only lawn hose on 
the market for which large 
numbers of people ask by 
name. 


It moves. 


And its excellence gives you 
that word of mouth adver- 
tising, that “My neighbor- 
told-me-he-got-it-here,” 
which builds business. 


For a satisfied customer is 
not only a steady customer, 
but a steady customer- 
maker. 


And it is his satisfaction, 
coupled with your buying 
judgment, which determines 
the amount of your “dead” 
stock—which changes your 
inventory from an accusa- 
tion into an endorsement. 


The Goodyear Tire & Rubber Company, Akron, Ohio 
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Help Wanted 


> ey letters of reference should 
not inclosed with replies to 
advértisements appearing in these 
columns, as they are frequently mis. 
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Steel Fishing Rods 


Samson Brand 














eS az _ 
teen - Bherattcers Sina CR ce 
Fly Rod 























Casting Rod—Agate Guides 











The merits of our “Samson” Brand of rods are so 
well known that any further mention is unnecessary. 
We invite your attention, however, to other brands 
of our manufacture. 


The “Sunnybrook” Brand is of very good quality 
and can be sold at popular prices. It is made in bait, 
fly and casting rods. 


The “Vim” Brand is low in price but serviceable. 
It is made in bait rods only. 


All of these brands deserve a place in your stock. 


Manufactured by 


UNION HARDWARE COMPANY 


NEW YORK OFFICE: 99 CHAMBERS ST. TORRINGTON, CONN. 
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WHO BUYS YOUR GREASE 
MUST HAVE A GUN! 


You Sell the a Is the Gun— 
—That Will Shoot 


Profit in Your Business 





Whether you are from Missouri 


or not, we want to SHOW YOU 


Satisfaction or Your Money Back 


We will send you a sample post paid, 
at the regular dealers’ price, for your 
personal inspection with the above 
guarantee. Write for a sample of this 








From the Barrel into the eas om ae som Big Seller today! Price $2.00 each. 
J. H. HANEY & CO., Hastings, Neb. 
MANUFACTURERS 


Rose Tire Pumps—Rose Grease Guns—Rose Fan Belts and Leather Specialties 
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CARD YOUR PRICES 


O Be ready for the next prospect—quote him 
BELLS on the spot from an adjacent Hardware Age 


Brass Bound 


Price Card 


and “‘close the sale.” 


An indestructible commodity in 9 sizes, made 
of tough, heavy cardboard, linen paper fac- 
ing on both sides, and an unobtrusive brass edging that does the trick. 





Retall 


TT TTT LALLA LLL 





No. 103 in use 


10 per cent. discount on orders for 2 dozen cards—circular and sample on request. 


Hardware Age Book Dept. “Niryaray See" 
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We Give You Exclusive Rights 


to the sale of the Ironton Bunsen Gas 
Heater. That means exclusive profits 
on the only scientifically built gas 
stove on the market. 


It saves half the gas, burns cleanly 
and without odor. It pays for itself 
with the gas it saves. 


The rapid circulation of air through 
the heater insures quick heating of the 
room. 





These are some of the reasons why 
you can sell models Nos. 5 and 7. Get 
the agency in your territory and push! 


Ironton Incandescent Light ©® Supply Co. 
IRONTON, OHIO 























One “Enterprise” Sells the Other 


Every man in your locality who raises hogs should have the two machines shown below ; together 
they form the outfit needed for lard and sausage making. There is a good profit for you in 


selling them, as well as satisfaction for the man buying them. 
“ENTERPRISE” T) 


Sausage Stuffer and Lard Press 


Perfectly constructed. Cylinder 
bored true, so plunger plate cannot 
jam or crack. Patented corrugated 
spout prevents air from entering cas- 
ing. Can be instantly changed into 
lard press. 

Made in 9 sizes and styles—z2 to 8 
quarts, japanned or tinned. 


Japanned 
4-qt. size, $7 ; 6-qt. size, $8 


“ENTERPRISE” 


The knife-and- 


Meat and Food Chopper plate machine 


The chopper that really cuts, retaining all 
the valuable juices of the meat. Works quickly. 
Useful and economical in the housewife’s 
kitchen every day in the year. 


Family size, $2; Large size, $3 

The “Enterprise” line can be 
depended on to meet all com- 
petition, and yield you a sub- 
stantial profit. 


The Enterprise Mfg. Co. of Pa., Philadelphia, U. S. A. 


29 Murray Street, New York 530 Golden Gate Avenue, San Francisco 
Send for Catalog, Giving Full Line of ‘‘ ENTERPRISE”’ Specialties 
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The Ludlow - Saylor 
Guarantee : 


When you sell Ludlow-Saylor Poultry Netting do you realize 
what is back of our guarantee? 


Do you realize that a tremendous plant, expensive machinery = 
and all our years of experience are combined to give you perfec- 
tion in every detail? 


So when we say that our “Perfect” wire netting is guaranteed 
full width, full length, full gauge and full weight, it means pro- 
tection to your customer and yourself. 







A satisfied customer is a store’s greatest asset. Hundreds of 
satisfied dealers are handling our product with satisfaction to 
themselves and their trade. Are you one of them? 


Ludlow-Saylor Wire Co. 


St. Louis, Mo. 






























BUILDERS CABINET 
HARDWARE 


DRAWER PULLS KNOBS 
ESCUTCHEONS 











THE MARK OF QUALITY 


BATH ROOM ACCESSORIES 
TUMBLER HOLDERS SOAP DISHES 





COLONIAL FURNITURE 
TRIMMINGS 


REPRODUCTIVE PERIOD 
DESIGNS 


— 


AMERICAN RING COMPANY 


Factories and General Offices 


WATERBURY, CONN. 





NEW YORK CHICAGO BOSTON SAN FRANCISCO 
2 Hudeon Strect 507 Heyworth Building 170 Summer Street 116 New Montgomery Street 


WRITE FOR CATALOGUE 
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Makes a Salesroom 
of Your Customer’s Laundry 


—by being right there where her neighbors can see 
it lightening her work—saving her time and money 
—causing her wash pieces to look better and last 
six times as long. Furthermore— 


jhe 





Electric Washing and Wringing Machine 

is convincingly simple to demonstrate; compact, con- 
veniently table-topped, handsomely enameled and 
finished—a particularly good washer to show, pos- 
sessed of so many exclusive patented features that 
we couldn't begin to jam a description of them into 
this space. A ready-selling, satisfying, big success, 
backed by national advertising. 


Write for detailed information about the Eden products and 
special Eden agency proposition. 


The live, reliable dealer is the one 
we want—not necessarily the largest 


Brokaw-Eden Mfg. Co. Dept.X, Alton, Ill. 
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For Hardware Dealers 


To boost their business in the housefurnishings lines there is no 
more profitable effort possible than in the sale of Guernsey- 
ware. 

Porcelain and Earthen of every possible shape and use, 

beautiful in color and outline, durable, acid proof, 

non-crazing, non-absorbent and kiln fired 2600 

degrees temperature Fahrenheit. It is the 

most inclusive line of its kind in the world. 

A trial order will satisfy you of its value 

in your business. 












ver SEAVE IN THE Yel 


ON THE ern OVEN ON wv are ~ 
THE GUERNSEY EARTHENWARE CO., Cambridge, Ohio, U. S. A. 
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Get your order in quickly for the 


Flexible Flyer 


—the world’s fastest, strongest, easi- 
est-steering sled. 


Its chrome-nickel steel construction 
and non-skid grooved runners make it 
the sensation of the sled-world, and 
the winner of popular favor every 
time. 


To be sure of supplying the demand 
the coming season, get your order in 
now! Write us today for prices. 





Unless it bears this trademark it is 
not a genuine Flexible Flyer 





S. L. ALLEN & CO. Box1104A Philadelphia 


Patentees and Sole Manufacturers 





If you want a good low-priced steering sled ask for prices on our Fire Fly Coasters 








“BRIGHTEST LIGHT 
LONGEST LIFE”? 





FLASHLIGHTS 
Bullseye No. 3 
ETERIORATION.—If Flashlight Batteries 
didn’t deteriorate—but that’s another story. 


In Novo Batteries objectionable deterioration has 
been reduced to a negligible minimum. The same 


newly-discovered process that enables us to post- 
tively guarantee Novo Batteries against leakage or 
corrosion, also greatly reduces Deterioration. 


Write Now for Catalogue—Right Now 
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MYERS PUMPS FOR EVERY PURPOSE 
A quick sale—a good profit—a satisfied customer, and the deal is DOUBLE ACTING 
closed with a Myers Pump of some kind. FORCE AND LIFT, 
Could we say more in fewer words? Yet, this is the experience HAND, WIND-MILL, 
of Myers Dealers today and has been for many years past. POWER, HYDRAULIC, 


TANK AND HYDRO- 
PNEUMATIC PUMPS, 
BUCKET, BARREL 
AND POWER SPRAY 


Hewing to the line, keeping at it continually, designing and manu- 
facturing water lifters, maintaining a high standard of quality at all 
times, adding new styles and 


MYERS BULLDOZER meeting the ever changing con- PUMPS. HAND ND 
POWER PUMPS ditions with advance ideas and Pe WER SPR, Y ANI 
new features in pump building FITS. CYI st D es 4 

Many Styles and—using plenty of printer's PIPE. HOSE AND FIX. 






ink all the while has kept Myers 





and Sizes TURES 
Pumps on the market for over 45 ae 

Capacities ears and given them an en- 

160 to 7200 viable vont, reputation for re- Hay Unloading Tools 
liability and serviceability which HAY UNLOADERS, 
today reverts to the benefits of HAY FORKS, STEEL 
Myers Dealers now numbering TRACKS, PULLEYS, 

& upward of 35,000. Are you one SLINGS, HAY RACK 
E of them? CLAMPS. 
If not, write us! Barn Door Hangers 
baz Ample manufacturing and ex- Gate Hangers, Store Ladders 
cellent shipping facilities and Bicycle Stands, Etc. 





branch and distributing agencies 


Myers No. 505 in principal trade centers insure 


the best of service. 























hoe 


Cedar Rapids 
Harrisburg 






F.E. MYERS & BRO. *".. 
ASHLAND, OHIO St. Louis 
ASHLAND PUMP AND HAY TOOL WORKS Albany 























atime “PHILADELPHIA” #& 


VANADIUM CRUCIBLE STEEL BLADES 
THE MASTER ALLOY AND TOUGHEST STEEL KNOWN 
ORIGINATORS OF THE FIRST SIDE WHEEL LAWN MOWER IN 1869 
NEARLY A HALF CENTURY DOING ONE THING WELL 

BEARINGS BORED WITH RIFLE BARREL ACCURACY 
THE STANDARD BY WHICH OTHER MAKES ARE MEASURED 


STYLES 
“*GRAHAM” All Steel 10” Wheels 4 Blades 
y) “_ ee “ 10” ” 4 * 

=J ys , ee ‘ f **E** Removable Box Caps 10” Wheels 4 
S 4 Wh Se ~ LO w.),! *“K”"’ Plain or Roller Bearing 10” Wheels 5 
=y im I} Bi TSS j *“*ALL DAY” 10” Wheels 4 
= uf A ph “UNIVERSITY” 9” “ 4 
2 ——_ * “INDEPENDENCE” 9” “ Roller Bearing 4 

/ we “OVERBROOK” 3” “ “= “4 


**EAGLE” Flexible Frame Horse Mower 


The HIGHEST GRADE, most efficient, durable and 
Styles ‘“‘Graham’’ and ‘‘A” all steel. dependable Lawn Mowers manufactured. 
Practically indestructible. 


22 STYLES HAND MOWERS 





Style “E'’ Removable Box Caps. 
6 STYLES HORSE MOWERS 3 STYLES MOTOR MOWERS 





Send for 1917 Catalog 





Case and cage of Roller Bear- 





Style ‘‘K’’—5 Blades—Plain, or Roller ings made of Case-Hardened 
Philedeipht ake ae ona used on styles ‘‘K," 
adelphia lier Bearings possess many “INDEPENDENCE,” “OVER “INDEPENDENCE” Roll Reart 
advantages over old style ball bearings. BROOK.” 4 Blades—9-inch = Ae a a 


NOTICE—The public is advised that notwithstanding the disturbance in m y 
advanced our Niet Prices on lawn mowers or extra parts. Se See Ie awe ae 


The PHILADELPHIA LAWN MOWER CO. 


' 31st and Chestnut Streets, Philadelphia, Pa., U. S. A. 
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Pumps for Farm, Garden 
and House Water Supply 


CLTEMMIN: 





Our new 360-page General Catalogue (for dealers only) 
contains complete details of more than a thousand styles 
and sizes of Deming hand and power pumps, and complete 
hydro-pneumatic water systems. 





Deming Pumps fulfill all the pumping requirements of the 
mine, mill factory and farm. Send for new Catalogue to-day. 


THE DEMING CO., SALEM, OHIO 


GENERAL DISTRIBUTING AGENCIES 
Chicago, Henion & Hubbell Pittsburgh, Harris Pump & Supply Co. 
Buffalo, Root, Neal & Co. New York, Ralph B. Carter Co. 
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Agencies in Principal Cities 





One of our many hydro. of water —_. 
Made in capacities s from 2 ga allons sper t ho jour 1000.00 alone 8 per Fig. 290 
Fig. 450 * Peerless Teake vasy from 50 gallons to 20,000 ¢ oly Merine “ws 





described in No. 25 Ye nao Ke Force Pump 
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OSSDHE Circulation of Hard- 


ware Age'is over 17,000 
copies weekly, a circula- 
tion which represents in 
one grouping the largest number of 
intelligent, discriminating, wide- 
awake hardware retailers, whole- 
salers and salesmen enjoyed by any 
publication in the hardware field. 
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AMERICAN 
ScREW 
CompPaNy 





Largest Greatest 
Stock Assortment 
WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 


STOVE BOLTS 
PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 

















SCREWS 


Weare manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and discounts. 


Bridgeport Screw Company 


IDGEPORT, CONN. 
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: Protective Mi E i} L AN Effective 
| Seed Metal Shingle appearance 


FIRE—WATER—LIGHTNING PROOF 





Send 
for 
Samples 





THE LAST WORD IN METAL SHINGLES 
Especially adapted for Residences, Churches, Bungalows, Schools 


MILWAUKEE CORRUGATING COMPANY 


Branch at Kansas City, Mo. MILWAUKEE, WISCONSIN 








SSINLAND::: CF es: 


Just a Sheet of Steel! 


“A sheet of steel” is just a sheet of steel—as it lies in the jobber’s stock—and 
you don’t expect much from it. 

And when you order Sheets you may get Bessemer instead of Open Hearth, 
because it costs the jobber a little less than Open Hearth. 

But a time comes when you want steel for a particular use, with a particular 
finish or color, and possessing particular physical or chemical properties. 

Unless you tell the jobber the quality you want, or the use to which you wish 
to put it, you will get “just sheets.” 

Then, when the steel fails to stand up under the work, you may forget to blame 
yourself, and throw all the blame on the steel. 

Many of the unkind things that have been said against sheet steel have had 
exactly that origin. 

If “just sheets” will do, Bessemer may serve you well enough; but if you want 
a sheet to stand fabrication, and to resist weather, Open Hearth is worth the small 
extra mill-price usually asked. 

By specifying INLAND OPEN HEARTH on your order to your jobber, you 
will avoid the trouble of trying to make a Bessemer Sheet do what it never was 
intended to do. 


INLAND STEEL COMPANY 


First National Bank Bldg., CHICAGO 
Works—lIndiana Harbor, Ind., and Chicago Heights, Ill. 
Branch Offices—St. Louis, St. Paul, Milwaukee, Denver, Dallas. 
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Bishop’s “Greyhound” 
oy Cor Lopes Easily to the Front 


poy | 

When you look over 
the different makes of 
saws in order to choose 
a winner, one brand runs 
easily ahead of all the 
rest — Bishop’s “Grey- 
hound.” 


Strong, swift and easy 
cutting, the perfect steel, 
the hang and the balance 
carry it ahead of the field 
and into the stores of the 
most progressive hard- 
ware dealers 





Geo. H. Bishop & Co. SPEED &EASE 


Lawrenceburg, Ind. 





“TRADE MARE 
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Place It Where It Can Be Seen: 


Place this cabinet with its array of 
Forstner Auger Bits where your carpen- 
ter and woodworking customers can see 
it, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a 
center level to guide them. They cut 
from the outer rim, the entire surface is 
at work all the time; no jagged ends. 
You can use them as gouges or chisels; 
you can do scalloping, fancy scroll twist 
columns, newels, rib- 
bon moulding, etc. 

Let us send you de- 
tails on this free display 
cabinet. 
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The Progressive Manufacturing Co. | 
Torrington, Conn., U. S. A. 
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When Time Counts 


The thoroughness of our 
organization together with 
the size and facilities of our 
plant assure prompt deliv- 


ery of SAE Standard Cap 
Screws, SAE Semi-Finished 
Nuts, SAE Castellated Nuts, 


as well as 





Automatic Screw 
Machine Products 


When time is an important fac- 
tor with you it would be well to 
remember this fact. 


Remember! When placing an 
order with the Corbin Screw Cor- 


‘ poration you are placing it with 


an organization qualified both by 
experience and capacity to fill or- 
ders in the shortest possible time 
with products of the highest qual- 
ity. 

We shall be glad to submit quo- 
tations and advice on delivery upon 
receipt of blue prints and specifica- 
tions. 


We also manufacture Cap and 
Set Screws US threads, Machine 
Screw standard ASME, Machine 
Screw Nuts, Wood Screws, Stove 
Bolts, Tire Bolts, Thumb Screws, 
Thumb Nuts, etc. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 
BRANCHES: NewYork Chicago Philadelphia 


Corbin Brown Speedometer; also makers of Corbin 
Duplex Coaster Brakes for Bicycles 





























For Your 


Convenience [n 


Over 4,000 Stores 


HE wrench board 

here illustrated is for 
the convenience of the 
purchaser as well as the 
dealer. 


The buyer no longer has 
to wait, the dealer no 
longer to search endless 
drawers and boxes. The 
wrench needed is there 
before you, quickly and 
easily located. And the 
triangle trademark 
found on each wrench is 
your assurance of a per- 
fect article. 


HE dropforged tools 

and parts manufac- 
tured by the Billings and 
Spencer Company have 
this highest warranty; 
they are made by the 
pioneers in the drop- 
forging industry—a con- 
cern that for more than 
half a century has de- 
voted its energies to 
raising the standard of 
its production. 


VERY wrench 

stamped with the 
Billings & Spencer Tri- 
angle trademark 
is un A condition- 
ally guaranteed. 


LG BILLINGS 
& SPENCER CO. 


HART FORD.CONN. U.S.A. 
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Display 


Many a line in your store is urged 
on you because of display cards and 
helps in selling. But isn’t it better if 
an article has attraction of its own to 
show the actual product? 





REAL SOLID 
ALUMINUM WARE 


is a “classy,” distinctive, eye-compelling 
line to get into your show windows. The 
beautiful finish catches the glance, the 
obvious utility of each article holds the 
attention and a word from you as to 
superior quality sells the goods. 

That word from you can be based on 
actual facts—the heavier construction— 
the one-piece design found in every ar- 
ticle and the very purity of the metal 
itself (99% pure) are talking points you 
can use to advantage. 

Our many utensils are described in our 
handsome catalog. Where shall we mail 
it? 


The Buckeye Aluminum Co. 


Wooster, Ohio 
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Ankyra Bolts Afford 
Unlimited Sales 
Possibilities 
A typical bathroom or kitchen 
graphically illustrates the extensive sales 


possibilities of internationally advertised 
Ankyra Ankor Bolts. 


From a city with a population 
of 105,764 one new salesman has sold to 
consumers 14,900 Ankyra Ankor Bolts in 
7 days! He writes: “The work is pro- 
gressing very favorably, the bolts practi- 
cally selling themselves.” 


Ankyra Bolts are used to hold 
roofs; they are used on grounds, and for 
all kinds of fixtures and in all kinds of 
walls, in thousands of buildings in the 
United States and Canada. 


They satisfy because they are 
easy to install. Once inserted they hold 
permanently. Studdings and other rein- 
forcements are unnecessary for support. 
Each No. 8 Ankyra Bolt, for instance, can 
withstand a direct 400 pound pull. 


The free Ankyra booklet and 


sample bolts will convince you of these 
facts. Write today. They will go by 
return mail—and they involve no obliga- 
tion. 


Ankyra Manufacturing Co. 


150 Berkley St., 
WAYNE JUNCTION, PHILADELPHIA 



























































Mr. HOUSEHOLDER 


Amateur Carpenter 


He calls for a saw—you 
show him a SI-MONDS—he 
takes home a “silent booster” 
for you. He'll want more 
home tools—same grade as 
Si-monds. He'll get them at 
The Store That Sells 


A sharp, edge-holding saw— 
that’s the Si-monds. A fast 
cutting, smooth-running saw 
—that'’s the Si-monds. An 
easy-to-use, muscle-saving saw 
—that’s the Si-monds. Sell 
Mr. Householder a Si-monds 
saw, and you'll sell one house- 
hold on one store's advan- 
tages. 

What starts the ball rolling is 
Si-monds National Advertising, 
linked with Si-monds shoulder- 
to-shoulder work with the 
Dealer. 

Drop us a line— 

Get a line on this Service. 


Simonds Manufacturing Co. 
“The Saw Makers’’ 


Fitchburg, Mass. 


Five Factories Eleven Branches 
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The Purpose 
of 


Hardware 
Age 


is to Serve 


The one idea back of all its editorial work 
is to present in an attractive, understand- 
able way, the news, comments, helps and 
suggestions that will assist you to make 
your business more profitable. 


The foundation of our work is service. 


We want to serve you, not only by telling 
what others are doing, but in a real per- 
sonal sense. 


Should it happen that the articles, broad 
in their scope as they are, do not meet 
your particular need, write us. 


If you want information regarding where 
to get certain lines, write us. 


If, you want suggestions on merchandising 
your stocks, write us. 


Don't hesitate because you think the re- 
quest too small to bother us about. We 
want to serve you in both the big and lit- 
tle things. 


And if there is any subject you think 
would be of interest, not alone to you 
personally, but to the trade in general, 
suggest it to us. 

This is your paper, published in your in- 
terests and edited with the idea of giving 
you the things you want to know. 


Hardware Age 


239 West 39th Street 
New York 





March 29, 1917 
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6 Colors 
Full Half-Pints Full Half-Pints 





This 
change. 
four years. This Assortment has started hundreds of Hard- 
ware retailers on the road to popular-price sales and profits. 
It gives you a complete “Little Paint Department.” - There’s 
an average of only a dozen cans of a color—a moderate 
quantity for any Hardware Store. This Assortment will 
make a fine display on your counters, tables, shelves, or in the 
store window. With the goods you get Enameloid Display 
Color Chart 9” x 12”, with easel and brass chain hanger; 
outdoor metal signs, show cards and a set of eight window 
posters 



















Color List 


PREPARED PAINT Flat White, Gloss White, Pea Green 
Dark Green, Red, Brown, Olive Green, Colonial Yellow, 
Gray, Sky Blue, Gloss Black (11 Colors). 

VARNISH STAIN, Dark Oak, Light Oak, Cherry Red, Wal- 
nut. Mahogany, Rosewood (6 Colors). 

SCREEN ENAMEL, Black, Green (2 Colors). 

STOVEPIPE ENAMEL, Iron Black. 

FURNITURE VARNISH 

(Above in Full HALF-PINT Cans 21 Colors.) 

ENAMEL PAINT, White, Bright Red, Light Green, Light 

Blue, Dark Green, Dull Black, Jet Black (7 Colors). 
(Full QUARTER-PINT Cans) 
GOLD PA 


AINT. 
ALUMINUM PAINT. 
(Full EIGHTH-PINT Cans.) 











Mail Your Order NOW 


150-170 Second Avenue 
BROOKLYN—NEW YORK 


SOLD BY JOBBING TRADE 








Western Dealers Supplied By 
TOWNLEY METAL & HARDWARE CO. 
Kansas City, Mo. 
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Full Quarter-Pints Full Eighth-Pints Full Eighth-Pints 
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STOVEPIPE ENAMEL 
Black, Green Full Half-Pints Full Half-Pints 


Dealers’ Spring Assortment 








Booklet ‘““The Five and Ten Trade in 
about the profitable popular priced trade. 


- ‘n> > > Full Size 
S  RDI-MeEL-iNE} 
~ ly pt Be Full 
Bap FURNITURE |S Measure 
o-*., ex x x 
= BLVARNISH Ff U. S. 
2 a Ee ee oe Be 












PAINTS 








<——} +*10.80 


Per Gross 
All Colors 


‘ 
‘ 
‘ 
‘ 
‘ 





wv. 


tase 
a 
vr 


u 


coseeee 
‘ 
‘ 
‘ 


eeeeeeevee 
, 
, 
‘ 
‘ 


seeeee 

















Standard Cans 


30 Dozen—360 Cans. 29 Colors. 


the original DI-MEL-INE Assortment without a 
It has made good with the Hardware trade for over 


Packed in two cases; shipping weight 275 Ib 


Costs You $25.21 Complete 


(Net Cash Price F. O. B. N. Y.) 


A HARDWARE MERCHANT’S EXPERIENCE 
“We put in a stock of DI-MEL-INE in a full assort- 
ment of colors about 10 months ago. /t has been the 
best selling paint specialty we ever had. Our stock is 
clean; we accumulate no old, dead or undesirable 
stock and they have no unsalable numbers. We have 
opened a can and tried the quality, and, from the 
best of our knowledge, we cannot see.wany difference 
between it and higher priced paint. We are sure 
that if you will put it in that you will like the line 
and that it will prove to be a ready selling line with 
you, and we believe you will turn your stock quicker 
than with any other line of small paint you might 
put in.” (Name on request.) 





Hardware” contains many points 
It’s free to you. Use the coupon 
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Montauk Paint Mfg. Co., Brooklyn-New York 
Ship Dealers’ Assortment DI-MEL-INE, $25.21 


Ship........Gross DI-MEL-INE Scree 
ee. FE 4k ceccca ME ea ceend 

Send DI-MEL-INE Color Card, Booklet and de- 
seriptive matter 
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Stanley Doweling Jig 


A tool that will enable the 
user to bore dowel holes in 
the edge, end or surface of 
work with the greatest ease 
and with absolute accuracy. 


A tool that will immediately 
commend itself to Carpen- 
ters, Cabinet Makers, Pat- 
tern Makers—in fact to every 
artisan or amateur who has 
occasion to do any kind of 
doweling. 


A special circular describing 
same in detail is ready for 
distribution. May we send 
you some with your imprint? 
They will interest your 
wood-working customers 
and bring you business. 


STANLEY Rute & Lever Co. 
New Britain, Conn. U.S.A. 







Announcement 


HE Whitaker-Glessner 
Company, Wheeling, W. 
Va., who for a number of 
years have owned all of the 
capital stock of the Wheeling 
Corrugating Company, have 
assumed the liabilities and 
assets of that Company. 


Except as to the name, no 
change has been made, and 
the business of the Wheeling 
Corrugating Company is 
now conducted by the pres- 
ent organization under the 
name of Whitaker-Glessner 
Company, Wheeling Corru- 
gating Department. The 
branch offices and ware- 
houses will be continued as 
now located. 


This opportunity is taken 
to thank you for your patron- 
age, and to express the hope 
that the pleasant relationship 
of the past will be continued 
in the future. 


Whitaker-Glessner Company 
Wheeling Corrugating Dept. 


March 29, 1917 
















New York Philadelphia 
Kansas City Richmond, Va. 
Chicago St. Louis 
Chattanooga Minneapolis 
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Because — And theSameReason 
Applies tolinoleum and Stoves 


ee upon a time harness was sold in harness 
shops—but that was in the day when cobblers 
sold shoes. Modern selling methods have revolution- 
ized the order of things. Teamsters, farmers and horse- 
men now buy harness of the hardware merchant, who 
also sells them wagons and buggies. These are known 
as “related lines,” 1. e., being closely related in use, 
the sale of one suggests the other. 


Circle A 


Armstrong’s (A) Linoleum 


Reg. U.S. Pat. Off 


is “related” to such hardware lines as stoves, kitchen utensils and bathroom 
fixtures. Many hardware merchants sell a floor of linoleum with almost 
every kitchen stove, just by reminding the customer that this is an oppor- 
tune time to lay a new floor covering. 


Graniteware, cutlery, crockery, stoves—these draw many prospective 
linoleum customers to your store every day. 


And don’t forget that every merchant selling Armstrong’s Linoleum is 
entitled to free selling helps—window displays, newspaper cuts, hangers, 
street car cards, etc. 


The coupon brings full information. 


ARMSTRONG CORK CO: 


Linoleum Department Lancaster, Pa. 
Geo-B: Swayne, pce tent 


r 
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A : Linoleum; also free book describing selling helps. 

212 Fifth Ave.Newlork worth cago. | 
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Armstrong Cork Co., 
Linoleum Dept., No. 93, 
Lancaster, Pa. 


Also manufacturers of corks, table mats, bath mats, 
gaskets, Korxole (the flexible innersole for shoes), cold 
storage insulation, hot and cold pipe covering, heat in- 


' 

' 

! 

A 

Please send prices and samples of Armstrong's 4 
' 

' 
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sulating brick, cork floor tiling, cork paving brick, etc. j 
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\ stra REVOLVER 
“ A NEW Note In 


Revolver Advertising 


“The Trusty Iver Johnson.” sales. Have you a complete assort- 
“The Friendly Iver Johnson.” ment of regular, “Perfect” Rubber 
and “Western” Walnut grips? 
Better order right away if your 
stock is low. 


“Complete protection for the 
home. Protection that  supple- 
ments the protection of the insur 
ance policy and bank account.” We make the celebrated Iver 

ic sas teciaiet tll cer Mae Johnson truss frame bicycles and 

I « : , alls Ss : 

ay motorcycles. 
our advertising message in the : 
National magazines is carrying into Have you these books? Indicate 
a million homes. which you want: A—“Arms”; 


It is bound to increase revolver B—“Bicycles”; C—“Motorcycles.” 


IVER JOHNSON’S 
ARMS & CYCLE WORKS 
332 River Street - - Fitchburg, Mass. 


99 Chambers Street, New York 
717 Market Street, San Francisco 
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“Real-for-Sure ” 
Bicycle to Retail 


for 
only 










PRING is the ideal selling season 

for the Little Hummer Juvenile 
bicycle, the first and only real bicycle 
ever offered that you can retail for less 
than $10.00—and still make a good 
profit. 


Parents want their children out doors in the $$$ / WQ\ £4 
Springtime. The Little Hummer will take them 
outside and keep them there. It 
will develop health, grace, and self- 
reliance. And that means sales for 
you. 


The Little Hummer is a real bicycle 
—with beautiful maroon or blue 
frame, nickel-plated handlebars, and 
auto-black enamel trimmings. Chil- 
dren simply can’t resist it, nor can 
parents when they learn the low 
price for which it sells. 


Write for 
Dealers’ Price 


Write today for profitable dealers’ 


4 to 8 Years Old 
price and terms. We'll send you 
complete information at once, so that you can SPECIFICATIONS 


. . c P ‘ 
‘aan — - 7 ” big 7 ” om HEIGHT—-Saddle to ground, highest adjustment, 27 inches 
HEIGHT OF FRAME—14 inches. 

WHEEL BASE—30 inches. 


; a FRAMB—‘%-inch tubing connections electrically welded forks 
fective Advertisin elps me elias anon: oles 
WHEELS—Steel, ball-bearing, 16 inch, 20 spokes 
SADDLE—Leather top, full spring, cushioned, adjustable 
TIRES—%-inch solid rubber. 


We have ready for your use many valuable sales helps CHAIN—Regular bicycle type, 3/16 x 1-inch tempered steel; ad 
¢ . te , s nt. 
Among them are four-color posters, two-color folders, FINISH- Frame choice of maroon or blue Wheels bright 
. —— o. . . s Sprockets, cranks and handlebar extension high bake 
electrotypes, newspaper ad copy, and a stimulating leaf eee Fedsis end cont trhmminge beight 
let on “How to Sell the Litthe Hummer.” CASTINGS—Malleable iron throughout 


Laycock-Brosnan Mfg. Co. “'#=ys22="" 


Successors to T. B. Laycock, Son & Co. 
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The Hardware Merchants’ 


Card Index Record 














VERY retailer and wholesaler owes it to himself 
to conserve his energy and time, and this com- 
plet2 system has been prepared to enable him 

to do it. A glance at the illustration above will show 
what a big help it is. There is a division for everything; 
buying and selling prices, special quotations, reminders 


for future advertisements, window displays, special sales, 
follow-ups, stock wanted, etc. With this complete yet simple system 
at your elbow you can plan your work for a whole year and then 
give your entire time to carrying it out on time and reap the harvest. 


Complete Record in Quartered Oak Case 
14 inches long, 6 inches wide—$6.00 


Hardware Age Book Dept.,”" "Nw vatGu 
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~DOLLARS FOR DEALERS — 


In Selling 











MAKE OLD CARS LOOK LIKE NEW 


Mees of cans of Peerless products will be sold this year—thousands 
are being sold daily, bringing BIG NET PROFITS to the dealer. Will 
you sell your share? Will you get your share of the profits, actual profit from 
selling PEERLESS Automobile Specialties? 


Whirlwind Sellers 


EERLESS products are well advertised :—nothing sells more easily and quickly. Auto- 

mobile owners, all over the country, have recognized the quality of these products, and 
buy them quickly, freely from their hardware dealer. This recognition was brought about 
by consistent advertising—advertisements that mention the fact that they can be bought 
from YOU. 


Here is the list of tried and tested PEERLESS SPE- 
CIALTIES—STOCK THEM ALL. 


Peerless Mohair Top Dressing Peerless Mirroroid 

Peerless Leather Top Dressing Peerless Extra Fine Black Japan 
Peerless Cushion Dressing Peerless Shellac 

Peerless Lamp Enamel—Gloss Peerless Acid-Proof Battery Box Black 
Peerless Lamp Enamel—Dull Peerless Tire Paint 

Peerless Jet Black Fender Japan Peerless Auto Body Polish 

Peerless Ford Top Dressing Peerless Anti-Rust Rim Paint 

Peerless Cylinder Enamel—Black Peerless Liquid Wax 

Peerless Cylinder Enamel—Gray Peerless Lining Dye 


A GOLDEN OPPORTUNITY 
FOR YOU MR. DEALER 


Order NOW—while the time is ripe—when thousands of autos need cleaning and bright- 
ening up for Spring service. Peerless: Specialties are profitable repeaters for hardware dealers 


all over the country. 
Sold by leading JOBBERS, DEALERS, GARAGES AND HARDWARE 
STORES. 


BE SURE TO GET PEERLESS 





DEALERS—Push Peerless Tried and Tested Products. 
‘ This will be another big Peerless season. 


The COLUMBUS VARNISH COMPANY 
COLUMBUS, OHIO 
Makers of Quality Varnish for 25 Years 
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U no doubt have often thought of add- 
ing automobile supplies to your hard- 
ware line, but for the lack of Knowledge 
no doubt you have felt a hesitancy in doing so. 


Here is your opportunity to learn the business from 
A to Z, and with just a little time devoted to the 
perusal of 


Dyke’s New Automobile Encyclopedia 


during your spare time, you will become thoroughly 
conversant with the business. 


The fact that the book is used by fifty-six of the leading 
automobile schools and over one hundred thousand 
books have been sold and not one returned ought be 
sufficient proof that it will be worth many times its 
cost to you. 


Blacksmith Supply Houses use Dyke’s book to teach 
the blacksmith the business so he can add automobile 
repairs to his business. Electrical Supply Houses use 
Dyke’s book to teach the electrical dealer the ignition 
system so he can add automobile ignition supplies to 
his business. 


Just so with the Hardware Dealer. Do you, Mr. Hard- 
ware Dealer, realize what this book will mean to you 
in time to come ? 


In order to give the reader an idea how complete this 
book really is we will mention the number of pages 
and illustrations devoted to some of the subjects: 


Repairs and Adjustments, . 99 pages, 534 figures 
ignition and Electrical Subjects, 350 pages, 976 figures 
Delco Electric Systems, . 34 pages, 75 figures 
Engines, Parts, Valve Timing, 84 pages, 239 figures 
Carburetion, . . « « 44 pages, 97 figures 
Digest of Troubles, . 21 pages 


There are 50 instructions in all with additional supple- 
ments treating on the Ford, Packard and King, part 
of which is printed in two colors. 


DAVID WILLIAMS COMPANY 


231-249 WEST 39th STREET NEW YORK CITY 


Post Yourself So You Get Your 
Share of the Auto SupplyBusiness 




















GNO G 

TROUBLE- ALL ELECTRIC 

SYSTEMS SIMPLIFIED 

Wil | CARBURETION, IGNITION 
' ETC. 




















5th EDITION 
824 Page 7 x 10 Inches 
2370 Figures Cloth Bound 
Price $3.00, Delivered 








WHAT NOTED MOTOR 
AUTHORITIES SAY: 


Elwood Haynes: “| regard this as 
just the kind of instructor needed, 
in order to show not only the mech- 
anism, but to show it in actual 
operation.” 


Chas. Duryea: “I did not think it 
possible to get so much real infor- 
mation into such an instruction and 
yet keep it so concise and simple.” 


Barney Oldfield: “Ifa person can’t 
learn from this he can’t learn at all.” 


Elbert Hubbard (deceased ), said: 
“Your proposition seems to me the 
most reasonable and direct method 
of teaching a beginner.” 
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Good Bicycle Tires That 
Yield You a Good Profit 


ITH bicycling becoming more and 
more popular every day the 
handling of bicycle tires presents a 
splendid source of profit to the hardware 
dealer. And Kokomo Bicycle Tires offer 
every advantage that can be desired by 
dealer and customer alike. 
Kokomo Bicycle Tires are good tires—the best we know 
how to build after over twenty long years of experience. 


Kokomo Tires are nationally advertised. Our 1917 
campaign is now under full way in The Saturday Evening 
Post, The Literary Digest and other nationally-read pub- 
lications, including the leading boys’ magazines. 


2 


of 
the 
7 


Everlaster, each. . $5.00 
Kokomo Kord, ea. 5.00 
No. 13 Special, ea. 4.25 
Stick Tight, each. 3.75 
Defender, each... 3.25 
Oxford, each.... 2.50 


Pioneer, each.... 2.25 


Kokomo Tires offer a wide range in style and price. 
There are seven splendid tires included in the Kokomo 
line. From Everlaster retailing at $5 and holding the 
“top notch” position in quality and price, on down to 
Pioneer retailing at $2.25, there is a Kokomo Tire to suit 
the needs, tastes and pocketbook of every customer. And = 
regardless of which tire the customer chooses, you can =] 
sell it with full assurance that he will get a generous 
return for his money. 








Kokomo Tires are supplied to dealers through distri- 
butors, exclusively. In communities where we may not 
now have dealer representation, there is a splendid op- 
portunity for the building of a profitable, enjoyable and 
permanent business on these good tires. 





RAI SN 


BICYCLE TIRES 


Valuable and attractive selling helps are furnished free. Write today for inter- 
esting details of the Kokomo agency offer in your community. 


KOKOMO RUBBER COMPANY, KOKOMO, INDIANA 


A Leader for More Than Twenty Years 
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It May be Truly Said 


that if your stove business is not profitable—you are not 


selling GLOBE STOVES. ° 
For GLOBE STOVES are profit makers. 


THE GLOBE STOVE & RANGE Co. 


KOKOMO - INDIANA 


hws 


m 


Master Stove Builders 


H] 
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THE OSCILLATOR 


Vacuum Washer 





* “ake on 
a ee 


‘*Ask the Woman Who Uses One”’ 


THE EFFICIENCY WASHER 


The great objective in every washing machine 
built today is more efficiency. And efficiency merely 
means making one motion do what it took two to do 
before—making one hour yield up results that two 
gave you before. The “Oscillator” gives this service 
to its users. Wouldn't this efficiency please your 
trade? Let us tell you how to sell ten washers 
where you now sell one. 


We make Hand, Electric and Engine Power Washers 
Write for Prices and Our Exclusive Agency Proposition 


Kiel Manufacturing Co. 


Albert Lea, Minnesota 


>>. 


poringéd dpe 


Here's one of the far-famed One-Minute 
Washers, guaranteed unconditionally and with- 
out fail. Peg Dolly type—equipped with electric 
motor—has long bench with castered legs—fold- 
ing rack—all the earmarks a" a reliable ma- 
chine. Ask for details on No. 


One Minute Manufacturing Co. 


NEWTON - - IOWA 























“Keep Out the Dirt and Slush” 
Order Promptly Cary’s “Everlasting” 
Flexible Steel Door Mats 


The best quality steel Mat on the market. Made in 12 
stock sizes, also in rolls as illustrated. 


ry’s ‘Everlasting’ Flexible Steel Mats are made from 
the heaviest and best quality galvanized steel. Each Mat 
is equipped with our new solid end pieces. 


Guaranteed not to curl up at the corners—can be used on 
both sides—fold up like a rug. 


The United States Government has warded us the 
SEVENTH consecutive contract for our steel Mats. 


A MIGHTY STRONG INDORSEMENT 


Send for prices and catalogue. 


CARY MANUFACTURING CO. 
126-132 Nassau Street Brooklyn, N. Y. 
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BROOKLYN. NEW-YORK 





WASHERS 
117 FRANKLIN AVENUE 
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Manufacturers 


BILLETS, SLABS 
SHEET BARS, 
BLUE ANNEALED 
SHEETS, BLACK 
and GALVANIZED 
SHEETS AND 
FORMED ROOF- 
INGS. 


Highest Quality 


REASONABLE PRICES 


MAKES 


SATISFIED CUSTOMERS 


AND 


PROFITABLE SALES 





Successors to 


Union Caliper Co. 
Bates Mfg. Co. 
Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS OF 


CALIPERS, DIVIDERS TAP WRENCHES, 
NAIL SE CENTER PUNCHE 
TEMPERED STEEL RULES 
COMBINATION SQUARES, 
HACK SAW FRAMES. KEY SEAT RULE LOCKS, 
THREAD GAUGES, THICKNESS GAUGES 


PORTSMOUTH PORTSMOUTH 


Complete Line of Tool Holders for 


POO 
PUTO COCO ECO OOOLOOOs 


KS: OHIO Turning, Planing, Boring, Shaping, Slotting, Cutting-Off, Side 
WOR . Cutting, Threading, mee ey Seatin ng. oan Dogs, Drill Holde ers, 
Machine Vises and Scr Mac’ hin ects. 
Selling ore ples Du & 4-76 Murray S8t., 
TTT N. City ; 34.N. Clinton St.,  Cinte aon Til. 

















“YANKEE” VISE No. 1993 


with Detachable SWIVEL BASE 


Quickly detached from swivel base by the turn of a set screw, and bein 
accurately machined all over can be used in any position as a jig for specia 





work on drill press, shaper, etc. 


Holds work rigid on any 
angle with use of the special 
grooved block. 





The swivel base is easily and firmly locked and released in any position by 
a short movement of lever at the side. 


An entirely new feature in vises quickly appreciated by Tool Makers, 
Machinists, Electricians, Amateurs, and all users of high grade labor-saving 
tools. Your jobber will supply you. 


NORTH BROS. MFG. CO., PHILADELPHIA, PA. 
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Cobbler Sets 


This is the time to con- 
sider Cobbler Sets, Shoe 


Shoe LastsandStands [asts and Stands and 
Heel Plates. 





We happen to have The 
Best in the country. 
All good sellers that 
bring repeat orders. 


Comparison is the only 
proof, and all we ask. 





One shipment will 
insure more of the 
same kind. Try it. 





Empire 


Heel Plates Ask for 
Catalog 15 


eS m Star Heel 
IWAN Plate Co. 


— Y LOUIS SACKS, Prop. 
Newark, N. J., 
3. A. 

















Horse-Shoe Brand 
Clothes Wringers 


Superior in Quality 
Superior in Workmanship 
Superior in Every Detail 


All wringers manufactured by us are 
furnished with a warranty tag, which bears 
the time of warranty. We stand back of 
every warranty. 








Have you received a copy of our latest 
catalogand pricelist? If not drop usa line. 


The American Wringer Co. 


99 Chambers Street, a me 


Makes Gaal Display 











Put up in sets of four in neat boxes, they 
look well in your show cases. 

All built of steel. 

Smallest “Steel Gem” Caster carries 1000 
pounds. 

Roller bearing, they revolve at a touch. 

Write for catalog and prices. 


M. B. SCHENCK CO. 


MERIDEN, CONNECTICUT 
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Both the TURN-OVER and- 
-the BIG MARGIN of Profit 


Hundreds of dealers sold $2,000 to $5,000 
worth of Hoovers last year. 100 sold over 
$8,000 worth. 20 sold over $10,000 worth. 

Turned their money 4 to 8 times. Made around 
150% to 300% goss profit! 

The best known dealers in the country now sell 
the Hoover. More “‘live ones’’ wanted. Big na- 
tional advertising campaign: Sat. Eve. Post, Ladies 
Home ‘-r- etc., carrying 7,000,000 Hoover ads 
a month, Sales and advertising suggestions sent 
Hoover dealers each month. 


Write for our ‘‘Money Maker’” proposition. 
The Hoover Suction Sweeper Co. 
Box 602, New Berlin, Ohio 
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HOOVER has this 
fast-revolving soft-hair 
brush. It is driven by a 
belt attached to the high- 
grade motor. : 
exclusive 
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Rubber 


Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 


We make a large variety of rub- 











ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 








BRIGHT WIRE AND 
BRASS WIRE GOODS 


SCREW EYES 
SCREW HOOKS 
GATE HOOKS AND EYES 








2% INCH. 











Bright Wire 


GATE HOOKS AND EYES 


MADE IN U.S.A. 
MORGAN SPRING COMPANY 


WORCESTER. MASS. 














A COMPLETE LINE. 
PROMPT SHIPMENTS. 
WRITE FOR PRICES. 








“IDEAL” 
Lawnmower Grinder 


BIG MONEY-MAKER. 
Many of our customers 
make $300 in one season 
You can do as well. 
Patented 


Dec. 29, 1908 
Mar. 1, 1910 









‘You Grind 
f it as you Find it 
Grinds all makes of Mowers perfectly in 15 minutes 
without removing wheels, ratchets or reel-knife, 
BETTER, QUICKER and EASIER than it can be done 
by hand. Has perfect Skate Sharpener Attachment. 
Run by hand or power. Nearly 10,000 in use. Also 
makers of the “Peerless’’ Horsemower Grinder. 


WRITE TODAY for catalog and full information. 
The Root-Heath Mfg. Co., Plymouth, 0. 















eo ete ta it ai 


ne Se ee ee ee ee 


PC RIC EAE ROE ES TA 
































HARDWARE AGE 





HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., im 
the United States. 


Send for Catalog No. 24. 





DISPLAY ALWAYS IN SIGHT 


W. C. HELLER & CO., Montpelier, Ohio 

















It Pays For Itself In Just What 
The Sales It Makes He Wants— 


and The Time It Saves An Ash Can Truck that removes the one 


en feature of Hubby’s every-day 
uty. 


Two hooks hold the bottom of the can 
R while a malleable iron handle grips the top 
of the can—no muss, fuss or delay. 
A 


splendid opportunity 
for progressive merchants. 


Ball Bearing oe Write for Bul- 
Tool Rack Of 


« my - All malleable iron 
% and steel. Guaranteed 
against breakage. Re- 


i 


(||; \ i loaded. Holds 15% 


doz. agricultural tools 


volves easily when fully 


-steady on its feet. 
Mere description can- 
not do it justice. Put 
one on the job. 


The F. A. Herrick Co. 


1361 W. Bancroft Street, Toledo, Ohio 























Increase Your Sales Voltage 


There’s a break in the circuit if you do not stock these 


Toler (“Nase”) Compasses 


Our advertising is lining up the outdoor people. Can you fit out their kits 
when they ask for a Toler Compass? Here is your customer—the automobilist, 
traveler, tourist, motor-boater, fisherman, hunter, pedestrian, cyclist, boy scout, 
camper, sailor, woodsman, guide. Sell them Tplor Quality Compasses. 


ORDER A SAMPLE ASSORTMENT 


of eight different Compasses:- Leedawl, $1.00; Magnapole, $1.50; Flodial, $1.50; Litenite, $2.00; 
G iydawl, $2.00; Aurapole, ” go 2.50; Meradial, 
$2.50; Ceebynite, $3. ry fitted in velvet lined, 


easel-back tray, 8” 7%” for show case, Tayi lor Instrument Companies 


counter or window Gales. 
Write for trade discounts ROCHESTER, N. Y. 
Makers of Scientific Instruments of Superiority. 
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heavy material. 


play box. 


A Miniature Sewing Machine 


Packed % dozen in attractive counter dis- 


Show cards and circulars in 4 languages. 
Foreign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 
420 Herman St., Worcester, Mass., U.S.A. 


The Neverip Stitcher 


’ The greatest invention with which the un- 
skilled man can repair leather goods or any 





A TIME AND MONEY SAVER 











Have You Sold 
“Cleveland Grindstones” 
To Your Farming Trade? 


On the farm a good grindstone is a necessity 
in use every day. 


Benefit the farmer 
and yourself by han- 
dling these superior 


goods. 


Progressive farm- 
ers who keep their 
machinery in order 
need a “Cleveland 
Grindstone.” They 
really sharpen—that’s 
the secret of their 
popularity. 


There are good 
profits as well. 





THE CLEVELAND STONE COMPANY 
Leader-News Bldg. 


CLEVELAND, O. 











STOP YOUR 
CUSTOMERS 
From losin 

chicks wit 

cheap incubat- 
ors. A Queen | | 
costs but little | 
more, and the ’ 
extra chicks 
that live and 
grow soon pay 
the difference. 














Full line from 2000-egg down to 65- 
egg. Retail prices $180 to $8. If you 
want a line that will never hurt your repu- 


tation, ask about the Queen. 


Queen Incubator Co. 


1081 North 14th St., 
LINCOLN, 


Zz 


EB. 

















Adjanale Cent Coston, etc., insure satisfied 
Ask for our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street | General Office and Factories, HOBOKEN, N. J. 


CHICAGO ST. LOUIS 
516-20 S. Dearbern St. 817 Locust Se. 


grovent Wevose cad cave time. The foot numbers are in the most convenient position, 


pom po a and vertical measuring. 
ivé features, such as KECO finish (to guard against rusting), Patent 


customers for the py handling K & & 


SAN FRANCISCO MONTREAL 
48-50 Secend St. 5 Netre Dame St. W. 


Drawing Materials, Mathematica! and Surveying Instruments, Measuring Tapes 











TITIAN 
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7 re didn't loves you 


' carried thrs in your store 
eh tee 


NDER the old system of hardware mer- 
chandising most of the stock is out of 
sight. The hardware merchant and his 
clerks often waste much valuable time 

looking for something asked for by the custom- 
ers and much trade is lost because customers 
do not know what the hardware merchant has 

\ in stock. Warren’s STANDARD Fixtures dis- 

play hardware so attractively that they call to 

mind many forgotten needs. 





Write today for catalog and full information, address 


| J. D. Warren Mfg. Company~ 
Chicago, Illinois 


Masonic Temple 


‘ MAYBE gasoline cuts into new 
buggy sales, but it makes more 
repair jobs. They're fixing up the old 


ones todo for 
Fern ald 


i another season. 





That’s just one 
more lively out- 
let for Fernald 
Quick-Shifts — 
the device that 
stops the rattle 
of noisy shafts. 






Your cash reg- 
ister bell can't 
keep a still tongue in its head with Fernalds 
in the store. 
There's a Place for Fernalds on 
Every Jobber’s Order Blank 


er MFG. CO., ~—_ East, Pa. 





Lightning Change from Shaft to Pole. 
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Aluminum Solder 


SOLDER ALUMINUM and 
GUARANTEE. the WORK 
with 
White Star 
Aluminum Solder Kit 





This Kit contains | lb. Solder, 
scraper, slick, written guarantee, and 
instructions. 


Used with an ordinary blow-torch. 
Solder melts at 350 deg. F. 
Flows freely. 

Makes perfect joint. 

Net price, $2.50 per Kit. 

Extra Solder $1.50 per lb. 


The Ideal Bronze Company 
Cleveland, Ohio 

















Making Business Good 


consists of getting sea- 
sonable goods while the 
getting is good so that 
you can push sales when 
the selling is good. Buy 


HAMMOCK-=«PORCHSWING CHAINS 


now—the -kind that 
sell. Popular chain 
patterns. Weath- 
er proof finishes. 
Prices that 
mean _ profits. 
Prompt de- 
liveries. 




























Get prices 
at once 






CLEVELAND OHIO u.s.a. 
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( Patented) 


THE CHAMPION 
Double . 
acne Floor Hinge 


This handsome hinge of few parts has 
the “‘call,” and deserves it. 


The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 








Noahs Pitch 


for Concrete Roofs 


What one user writes: 


Deland, Florida. 
The Philip Carey Company. 
Dear Sirs: 

Hurrah! Great is- Noahs Pitch. Most 
perfectly it cured my cracked cement roof, 
and relieved me from an embarrassing situa- 
tion 5 

Respectfully yours, 


(Signed) BERLIN H. WRIGHT. 


Equally good for repairing metal, composition, 
and shingle roofs. 


Six-ounce can sent to any dealer free on 
request. 


THE PHILIP CAREY CoO. 


222 Wayne Ave. Cincinnati, Ohio 
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# INVISIBLE 
seIINGES 


\ 
Mr. Dealer 
TAKE A SURE ROAD TO 


BIGGER PROFITS 


via 66 99 of Invis- 
the SOSS LINE ible Hinges 
They have all the good qualities of the old- 
fashioned hinge. 
Will carry any door up to 1000 Ibs. — 
Can be used in all manner of openings from 
jewel case covers to bronze entrance doors. 
Carpenters or anyone who can bore a hole can 
install Soss Invisible Hinges. 
Samples, Specifications and Prices upon request 
Write for Catalog H 


THE SOSS MFG. COMPANY 


435 Atlantic Avenue, Brooklyn, N. Y. 
BRANCH OFFICES 

CHICAGO, 160 North sth Avenne 
LOS ANGELES, 224 Central ae 

SAN FRANCISCO, 164 Hansford Bldg 
MINNEAPOLIS, 3416 ad Avenue, South 

DETROIT, 922 David Whitney Buidilng 
CANADIAN REPRESENTATIVES 
J. E. Beauchamp & Company 
Montreal, Canada 
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Bargain Clothes 


Line Sells to the 
Average Class 


We mean just this: 99% of your 
business comes from the “common 
people,” so called. They demand 
low-in-price articles. 

As far as good material and careful 
workmanship are concerned you'll 
not find a better article than our 


Zargain Clothes Line. Best of 
all, it gets hot on the trail of com- 
petition. 


Early orders get early trade. Lay 
in your supply at once. 


ES L253 MILLS 


FALL RIVER - - MASS. 




















Guaranteed < 
Capacity 






Mik Cans 


sell better because they are built 
better for the better class trade. 
Write for Catalog 18 


Soldby LEERICHARDSON &CO. 


Agricultural Implements, 
Hardware, Tinware, etc. 


114 S. Washington Street 
‘ icksburg, Miss. 





Brass Bound 


PRICE 
CARDS 


Time Savers — Energy 
Savers— Money Savers 





There are nine styles, all with 
heavy cardboard body, linen bond 
facing and brass edging for pro- 
tection. 10 per cent. discount on 
orders for 2 doz. cards—Send for 
descriptive circular showing rul- 
ing and use of cards. 








Hardware Age Book Dept. 
239 W. Thirty-ninth Street, New York 
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Advertising 


“Advertising is the educa- 


tion of the public as to who 
you are, where you are, and 
what you have to offer in 
the way of skill, talent or 
commodity. The only man 
who should not advertise is 
the man who has nothing 
to offer the world in the 
way of commodity or serv- 
ice.”—Elbert Hubbard. 



























oftener. 











bility. 










Made a little 
a little better than others, 


cost no more, sell easier and 


a long line of profit makers 
—pumps of special design 
construction and 


Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 





difterent— 


Our catalog shows 


adapta- 





HAYES PUMP & PLANTER CO. 






GALWAE , ILL. 
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American Brand 
QUALITY SERVICE 


Screen Wire Cloth 





Lasts Longer — Looks Better 
also 
American Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 
All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, Ill. 


FACTORIES : 
Clinton, Iowa Mt. Wolf, Pa. Niles, Mich. 








Eneourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 


found in youngsters. 


This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged 
man able to lift many of the burdens 


you now carry. 


Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally, by giv- 
ing him a personal subscription to the 
Hardware Age. 


In many cases a Hardware Age sub- 
scription has been an important factor 
in bringing boys from the ranks. 
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Pleasing the 
Contractor 
and Farmer 


The PITTSBURGH Trolley 
Hanger makes the casual cus- 
tomer a permanent customer be- 
cause it satisfies—because it 
gives real service under the 
most trying conditions—be- 
cause it is readily adaptable to 
many different door conditions. 
Scores of progressive har«lware 
dealers are rendering invaluable 
service to farmers, dairymen, 
garage builders and contractors 

supplying them with The 
PITTSBURGH Trolley Hanger 
and Track. 

There’s not a better time to 
get started than right now. Or- 
der a stock to-day. 


PITTSBURGH 
No. 50 


McKINNEY MFG. CO. 


Pittsburgh, Pennsylvania 
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has 


rectly 
disease-carrying fly. 
Therefore the health 
authorities are bend- 


uteegnaniniitt 


A Case of Typhoid 


Many a case of ty- 
phoid, 
or infantile paralysis 
been traced di- 


scarlet fever, 


to the deadly 








ing every effort to kill 
and exterminate flies. 
The most effective 
method yet devised is 
the St. Louis Fly Trap. 
At the same time it 
is a new opportunity 
for hardware dealers 
to not only help a 
good cause, but in- 
crease their sales and 
profits in the doing of 
it. 

Being effective and 
economical, these traps 
soon build up business 
for the dealer on re- 
peat sales If you 
want a share of this 
business write for our 
plan It worked for 
hundreds of dealers 
last vear It will work 
for you 


Ludlow-Saylor Wire Co. 


ST. LOUIS 


MO. 
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Simpson Quick-Acting 
Swivel Base Vise 


Speed in adjusting and general convenience are the strong 
features of this vise. By simply raising the front jaw the 
adjusting screw and nut are disengaged. Thus the jaw can 
be quickly adjusted to the work. Dropping the jaw and turn- 
ing the screw ONCE gives the required grip. 

There is no intricate mechanism involved. All parts subject 
to strain and wear are greatly strengthened and reinforced. 
Like other “Simpson” vises, it is fully guaranteed against 
defects in workmanship and material and breakage under 
ordinary conditions. 

Catalog No. 31 contains full particulars. Get it. 


Athol Machine Co., Athol, Mass. 

















Just the Way to 
Sell Them 


This is the free 
board that boosts 
sales by putting the 
wrenches where they 



















can be seen. It's an- Out Latest 

h idence of No. 17 
other wi and 
our desire and in- 
tention to aid the : 
dealer in every pos- Full of Valuable Information 
sible way. 

on Tools 


Ask your jobber 
about “Mossberg” Sent You Gratis on Request 


Wrenches and the 

Is your name on our distrib- 
free fixtures we of- utors’ list for Inquiries in 
fer with assortrnents. your territory? If not send 


2 itin. It may mean consider- 
Or write for our cat- able to you. 



















alog. 
“Y” Display Board 
MATHIAS KLEIN & SONS 
Frank Mossberg Company Tool Manufacturers 
Attleboro Mass. Canal Sta. 21 Chicago 





























| Parker’ s Double Swivel Vise 


appeals to Tool Makers instantly. Operator is saved the usual 
bother of removing the work from the vise jaws. It can be 
swiveled on base or turned in barrel, without even touching the 
Vise Screw or Lever, and is held in position by a turn of the 
tightening studs. 

Made with Parker’s Solid Steel Bar Slide Strengthener—a 
Patented Feature found on no other vise. The Tool Steel Jaw 
Faces are removable and renewable. 








PATENTED JAN. 2, 1906 Always a big seller. Send for No. 5 Vise Catalog. 


The Charlies Parker Company %.%. Siro, 22 Were &. 


Factories - Meriden, Conn. 
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ESTABLISHED 1863 
Twelve Medals of 
Award at 
INTERNATIONAL 





Expositions 


BLACK DIAMOND FILE WORKS 


«ee 





Copy of Catalogue will be sent free to any interested File User upon application 


G. & H. BARNETT COMPANY 


Owned and Operated by Nicholson File Co. 


Wary 
INCORPORATED 1895 
Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 


Philadelphia, Pa. 











We don't side-step our obligation to 
advertise effectively to the consumers 
who need your stocks. It’s not the 
easiest way nor does it produce the 
quickest or largest returns for the money 
expended, but it is the only effective 
way of bringing customers to your store 
and the only sure way of affording you 


the opportunity of rapid turnover. 


By doing this and by maintaining an 
unequalled distribution within your 
reach we assure your satisfaction in 
handling Williams’ “‘Grand Prize” Tools 
and minimize your expense of selling 


and your investment in stocks. 


No competing tools afford you this 


opportunity in so great a measure. 
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THE FINISH 


on Wells Pipe Wrenches is not a 
matter of merely taking off the 
rust and scale of the steel. All 
parts are polished on five emery 
wheels, giving a high polish and 
excellent finish, just such as you 
would be proud to hand over your 


counter. 


F. E. WELLS & SON CO. 
Greenfield, Mass., U.S. A. 









= WE MAKE THEM ALL 










PREMAX 





N 
ae ALL STEEL HAME CHAINS PATENTED  [0U" suts.r0 cuoose rmom 
ALY MOST POPULAR, HANDSOMEST, MOST CONVENIENT AND BEST SELLING HAME CHAINS ON THE MARKET 





DODSON 


Simple : Stronger 
mp Work Easily. Can be hitched and - every Simple and rapid in 
Practical Never Yield, and unhitched in way supe- operation, the sim- 
Slip or Break. much less time rior to any plest and most con- 
Durable Always Reli- than a leather leather } ersnen lever hame 
able. hame strap. hame strap. astener made. 






NIAGARA FALLS MET . STAMPING WORKS Meru ©, ecturers of NIAGARA FALLS, N.Y., U.S.A. 


FOUR STYLES TO CHOOSE FROM 








ZENITH 








LOOPLEVER 







8-129 
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Price Books—Made on 
Lines Suggested by Rep- 
resentative Merchants 


In order to meet all ideas on price books, we 
handle all kinds and sizes, loose-leaf or perma- 
nent binding, with brief cost records or minute 
detailed ruling. These books were made after 
a careful study of the needs of the large or 
small Merchant, the Jobber and the Retailer. 
The Binders of the Loose-Leaf Editions were 
selected after testing all the well-known makes, 
and for durability, workmanship and smooth 
operation cannot be excelled. 

The Permanent Leaf Editions represent the 
best in binding, paper and rulings. Bound in 
black grain, seal leather, reinforced with linen 
strips, printed on linen ledger paper. 


LOOSE LEAF 


Price Book E 2, 10:4x1034 inches. 
Multiple Index, 630 Pages 


Price Book 1, 10x10 inches. 
Leather Cover, 500 Pages, A-Z Index 


Price Book K, 414x7 inches. Flexible 
Leather Cover. Pocket Size, A-Z In- 

dex. Record parallel to hinge 2.00 
Price Book L, 414x7 inches. Very com- 

pact. Convenient as pocket price book 2.00 
Price Book M, 6x84 inches. For those 

who like a ring price book, but find 

K and L too small 3.00 
Price Book G, 3x6 inches. For Vest 
Pocket. Headings across two pages’ 1.25 
Price Book H, 3x6 inches. Less de- 

tailed record than Book G. Complete 

on one page 


PERMANENT LEAF EDITIONS 
Price Book A, 4x7 inches. Goes into 


considerable detail. Arranged in ac- 
cordance with views of many experi- 
enced hardware men 

Price Book B, 4x7 inches. 


tailed than A. Provides for clear and 
concise record of prices 


Price Book D, 514x8 inches. For desk 
or store use and salesmen on the road 
Price Book E, 7x10 inches. Multiple 
Index, 350 pages, each page large 
enough for complete detailed record. 
Price Book F, 81x11 inches. Mul- 


tiple Index, 500 pages. Largest and 
most complete of our permanent leaf 








HARDWARE AGE BOOK DEPT. 
239 WEST 39th STREET, NEW YORK CITY 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 
PACKED TO MEET DEMANDS 
100 500 and 1000 to bex. 


to box. 
And in bulk 

















STANLEY’ WORKS 


NEW BR CONNECTICUTL 





No. 2 oo 





100 few Ab oy Street 73 E. ns 








a 





~ SEPURCATED RIVeTs TUBULAR RIVETS 
Established ape =‘ Tighteon Eighty-four 
Main Office and Factery 
JUDSON L. THOMSON MFG. CO. DR 
Waltham, Massachusetts 
BGiharcated and Tubular Rivets, Meta! Specialties and Rivet Setting Machines. 
ORNAMENTAL SPOTS Write for Catalog and Prices OUTSIDE PRONG RIVETS 











NEW “Semco” PUNCH 


MANUFACTURED BY 


ee Smith & Egge Mfg. Co. 


EROS BRIDGEPORT, CONN., U. S. A. 





Send for This SIX TUBE REVOLVING DRIVE PUNCH will perforate a hole 
° through paper or leather, nearly the full length of the tube, at any point on the 
Puts the prices material you desire to cut, which is a feat that cannot be executed with the ordi- 


nary punch. 
Hole where te “SEMCO” is made of Cold Rolled Steel, nicely nickeled, the tubes from 


i Special Drawn Carbon Steel Rod, and each one finely tempered. 
row want it . Packed in individual paper boxes and one dozen in a container- box. 


“SEMCO”’ signifies QUALITY, BEING THE ABBREVIATION FOR THE SMITH & EGGE MFG. CO. 











When You Need Men 


consult the Opportunity Exchange of the Hardware Age 
—men—the right kind—are always open for opportuni- 
ties to advance themselves. Do you want the ambitious 
kind—the kind that can do things? 


50 words at one dollar per insertion will put you in touch 
with such men. 


Opportunity THE HARDWARE AGE 
Exchange Dept. 239 West 39th Street :: New York 
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W. L. Brodeur 
at Heald Mach. Co. 
Worcester, Mass. 
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Maintaining Accuracy 
on Inside Measurements 


When grinding inside diameters, the progress ‘of the work 
can be checked up properly only if fine measuring instru- 
ments of great accuracy are used. 


To insure the necessary degree 
of accuracy on internal grind- 
ing, practical machinists use the 
Starrett Inside Micrometer. 
This serviceable tool assures 
accuracy from 2 to 32 inches 
depending upon the various 
lengths of rods used. Standard 
gages or rings are furnished to 
slip under the collars to further 
extend the rods. 


Contact surfaces are hardened 
and provisions made to adjust 
for wear. The auxiliary handle 
is very handy in taking measure- 
ments in deep holes and other 
places where this micrometer 
could not otherwise be used. It 
accompanies sets only when 
ordered. 


Study the Starrett Catalog No. 21A and become 
familiar with the uses for this micrometer and other 
tools which are not familiar to you. Complete 
knowledge of the Starrett line of 2100 styles and 
sizes of fine tools will help you in making sales. 


Write for a copy today. 


The L:S-Starrett CoAthol Mass: 
“World's Greatest “Toolmakers ae 
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D STORM DOOR SET 


Gata th Sens Keds Seg rr 


Check No. 90 For An Order 


It’s Our Screen and Storm Door Set 


Any hardware dealer can profit on the most dur- 
able and practical line of hinges, springs, and fix- 
tures for screen and storm doors on the market. 


That is our No. 90. 


We help every dealer ordering these goods from us with 
a display board like the one in the cut above. This service is 
free of charge. 


These goods are sold by the set and they are packed twelve 
sets to the box, twelve boxes to the case. 


We won't stop here for dimension. You can see what the 
set looks like from the cut. You know the National Line now. 
This set is illustrated and fully described on page 58 of our 
1917 catalog. Check that page for an order. 


National Mfg. Company 
STERLING, ILLINOIS 
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Your Fire 


Insurance 


How Much Do You 
Know About It? 


By FRANK FARRINGTON 


HEN you stand looking over the pile of black- 
ened junk that represents your store and 
stock, in the cold gray dawn of the morning 

after the fire, will you have the somewhat comfort- 
able feeling which goes with a knowledge that the 
insurance will cover the bulk of the loss, and things 
will not be so bad after all, or will you be shaking 
in your shoes for fear some clause in that policy 
has not been complied with on your part? 

I am not writing this to remind you of the ad- 
vantage of keeping your property insured. No busi- 
ness man needs to be told the value of fire insurance. 
What I want to do is to help you to make sure of 
getting the insurance you think is to be yours in 
case of fire loss. 

There is, as you know,-a standard form of fire 
policy, and the laws in most States call for the 
general use of this form. But don’t assume that 
because you have an approved standard form of 
policy that there is nothing more you need to do 
about your policies, that nothing is incumbent upon 
you except to pay the premiums. 

Your fire insurance policy is a contract between 
you and the company. It is not a contract between 
you and the agent. Nothing that the agent has 
told you that is not incorporated in the policy will 
have any effect on the terms of settlement of the 
losses. You cannot change your policy after the 
fire starts. Then you have to take what it provides 
for paying you under the existing conditions. 

The first thing to do, of course, is to read the 
policy before you even accept it. In no other busi- 
ness transaction involving anything like so much 
money would you think of accepting an unread con- 
tract. If you did not read your policies when you 
accepted them, read them now. 

Then see that they are made to fit your case. 
Of course, you cannot change that standard form 
of contract as far as its main conditions are con- 
cerned, but you can secure the insertion of clauses, 
pasted in on little slips of paper, that will make 
the policy cover your individual case more effec- 
tively. You ought to get suitable protection by 
the use of special permits, even though it increases 
your premium rate somewhat. A policy that does 
not cover your property is of no value, no matter 
what the rate. It is better to pay enough to get 
the protection you want. A fire insurance that al- 
most covers your property, that almost insures you 
against loss, is about as good as an egg that is al- 
most good. That is, it is no good at all. 
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Not the time to wonder if your insurance is all right 


If your store and stock are so situated that there 
is little likelihood of a total loss, and if you have 
considerable outside resources, you may feel that 
insurance amounting only to about 50 per cent of 
the value of the property is sufficient. If your whole 
capital is invested in your stock, which may be 
totally destroyed by an ordinary fire, then you need 
all the insurance you can get. You cannot afford to 
take the chances of being financially destroyed by 
an event that has more than a fair chance of taking 
place. 


Old Line Companies and Hardware Mutuals 


What are known as the “old line companies” are 
properly regarded as the safest sources of insurance, 
but there are many mutual companies which save 
the policyholders considerable money and which are 
safe because of the wide distribution of their losses. 
The hardware mutuals are easily the best insurance 
companies for the hardware merchants of this coun- 
try. They will accept only a certain amount of in- 
surance in one block. The agents are able to pro- 
vide applicants with sufficient insurance in these 
mutual companies only by placing a part of it in 
each of several companies. The secret of a fire 
insurance company’s soundness lies in the distribu- 
tion of its risks. A company with a capital of two 
million dollars may not be as safe as one with fifty 
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When there is nothing left of your business but salvage, who will pay the bill? You or the insurance company? 


thousand dollars. Avoid insuring in companies, 
no matter how large, which take unlimited risks 
in congested areas in the same city. 

In making application for insurance, tell your 
whole story. Don’t leave untold any fact which you 
think might be damaging to your chance of getting 
insurance or that might increase your rate. The 
suppression of the truth in such a case is just as 
fatal as the statement of false conditions. As one 
authority has put it: “The reasonable grounds of 
apprehension of loss, and actual facts known to the 
insured denoting impending dangers, must be stated 
to the insurance company, otherwise the policy is 


When your 





store looks like this will you be facing bankruptcy? 


void, even though there was no intent to defraud.” 
Standard Chimney Warranty 


Any statements made with reference to the se- 
curing of the insurance, and which are regarded 
as a basis of the warranty, and being referred to 
in the policy as a warranty, are regarded as positive 
warranty. For example, there is the “Standard 
Chimney Warranty.” Are the chimneys in your 
buildings so constructed as to comply with this 
warranty? If not, have you arranged for a special 
permit that makes your policy good in spite of non- 
compliance with the standard warranty? 
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Have you put up a tile chimney since getting 
the insurance? Have you a short chimney built 
from the attic up? Have you a chimney that is 
enclosed where it cannot be reached for examina- 
tion? Insurance companies are greatly interested 
in chimneys and chimney flues. 

Are you storing in your building, or is some 
other tenant storing, a quantity of chloroform, ether, 
benzin, benzole, gasoline, naphtha, nitroglycerine, 
guncotton, or other explosives, in excess of the 
amount specifically permitted by the terms of your 
policy? The standard policy is vitiated unless you 
adhere to the specified terms in this regard. 


Standard Electricity Permit 


Have you a lightning clause attached to your 
policy? Is there a clause allowing you to take 
other concurrent insurance without notice to the 
company? Does your policy permit the use of 
electricity in all the ways in which you want to use 
it? The “Standard Electricity Permit” is worthy 
of careful reading. 
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of the notification clause, and the sixty days lapsed 
without proofs of loss being submitted. The com- 
panies, five of them, all refused to settle, and suit 
in court failed to secure any redress. The loss 
was total. 

Is there a shed or annex to your building that is 
a part of the insured building but is in tumbledown 
condition? Note the clause possibly existent in 
your policy, which says: “If a building or any part 
thereof fall, except as a result of fire, all insurance 
on such building or its contents shall immediately 
cease.” 

We have all heard more or less about insurance 
companies crawling out of loopholes in their poli- 
cies and refusing to settle. It may as well be ad- 
mitted that insurance policies are settled in rather 
technical fashion, and as long as this is true it 
certainly behooves the policyholder to see that he 
lives up to his part of the contract. 

Don’t assign your fire insurance policy without 
consent of the company. You will find, probably, an 
assignment and a consent blank on its policy. 
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The only way to look with fortitude on a scene like this, if it represents your property,,is through the medium 
of a policy that protects you in every way 


If you wish to store an automobile in your build- 
ing, see that you have in the policy, or attached, the 
proper automobile clause. Don’t just run in the 
car and think it will be all right, or allow some 
neighbor to store a car with you temporarily as 
an accommodation, invalidating your insurance in 
the meantime. If this clause permits the storing 
of one automobile, don’t put in two without pro- 
viding for the other. You can get an automobile 
clause that provides for the storage of automo- 
biles of “guests” for a short time. 

Patronize a reliable agent as well as a reliable 
company. You know there is a clause which says 
that no one not authorized in writing shall be con- 
sidered an agent of the company. And when you 
have a loss don’t depend on the agent, authorized 
or otherwise, to notify the company of loss. Re- 
member your policy releases the company from any 
obligation in the matter unless you submit within 
sixty days of the fire a sworn notice of the loss. 
One merchant lost by fire his complete stock, which 
was insured for $5,000. He did not know or think 


If there is a chart or map or diagram of any sort 
used in connection with your policy, bear in mind 
that its accuracy is part of the warranty of the 
insured. In other words, it is up to you to see 
that it is correct if you accept the policy with it 
attached. 

There are thousands of men in business who have 
only their fire insurance standing between them 
and bankruptcy in case of a disastrous fire. And a 
large percentage of these men have never even read 
their policies. 

Read your policy! Read it from beginning to 
end, and take time to read it intelligently and un- 
derstandingly. If there is anything about it that 
you fail to understand, get the agent of the com- 
pany to make it clear. Don’t remain in doubt, and 
don’t take anything for granted that is not explicitly 
stated in the policy. 

And finally, remember that your policy expires 
on the stroke of the clock. A fire a minute after 
the policy expires will no more be covered by that 
policy than a fire in somebody else’s property. 
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FiguresShow W hat the Hardware Trade 
Has Been Doing for Three Years 






Special Committee of the Associated Advertising Clubs of 
the World Compiles Statistics 


N Associated Advertising, the official publication 

of the Associated Advertising Clubs of the 

World, is published in the January issue the 
result of a merchandising research investigation 
that was undertaken three years ago and from 
which we reproduce charts and quote freely on mat- 
ters of great interest to the hardware trade. 


The Method of Procedure 


In the pursuit of this investigation only trained 
men were employed and all the information was ob- 
tained through personal interviews. Every inves- 
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As this chart shows, sales, advertising, stocks carried 
and net profits earned, increased in all the lines investi- 
gated, the chart showing general averages for the whole 
territory covered. It will be noted that the jeweler en- 
joyed the biggest increase in sales, but the clothier made 
the biggest increase in net profits, though no line showed 
an increase in profits equal to the sales volume gain 


tigator received the same instruction. Every dealer 
was asked the same question. The merchants gave 
these records from their books after being assured 
no individual names would be mentioned. The in- 
vestigators were all men of integrity, either mem- 
bers of the National Research Committee of the 
Associated Advertising Clubs, or secretaries of local 
commercial bodies. In their daily business they all 
have access to the heads of large organizations and 
realize the necessity for absolute accuracy in figures 
of this kind. 

The investigation was not conducted for profit. 
Not one investigator or member of the committee 
receives pay, though every member has not only 
given time, but has gone to considerable personal 
expense. 

In some cities information was not available. It 
was found that the leading dealers usually gave 
facts willingly, that there were some merchants who 
could not or would not furnish data, and when a 
sufficiently representative number of records was 
not available, the city or individual line of business 
in that city was omitted. The committee realized 
the necessity for having large enough representa- 
tion to eliminate all chances of mistakes through 
errors that individual retailers might make. 

Sales, advertising, stocks, net profits and collec- 
tions are the five principal lines on which the in- 
vestigation was based. No allowance has been made 
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for rise in prices, or for increase or decrease in 
population, or for the number of new competitors 
with whom the dealers had to share business. 

November has been taken as an index month in 
all three investigations. November, 1916, contained 
four Saturdays and four Sundays. November, 1915, 
had the same number of Saturdays and Sundays, 
but Nov. 7, 1916, was Election Day, and the readers 
may draw their own conclusions as to the effect 
this had upon the business for the month. 

The five questions asked the dealers were: 

1. What is the per cent of increase or de- 
crease in your total volume of SALES for 
November, 1916, as compared with November, 
1915? 

2. What is the per cent of increase or de- 
crease in your ADVERTISING expenditure for 
November, 1916, as compared with November, 
1915? 

3. What is the per cent of increase or de- 
crease in your volume of STOCK on hand in 
November, 1916, as compared with November, 
1915? 

4. What is the per cent of increase or de- 
crease in your net PROFIT for November, 1916, 
as compared with November, 1915? 

5. What per cent of all MONEY IN AC- 
COUNTS on your books Oct. 31, 1916, was col- 
lected during November? 

In November, 1914, retail sales showed a decrease 
of 2.3 per cent over November, 1913, in November, 
1915, an increase of 15.9 per cent over 1914. 

That November, 1916, shows an increase even 
greater than that of the year previous is telling 
testimony of present prosperity and should cause 
every manufacturer to view favorably the prospects 
for the successful distribution of his products dur- 
ing 1917. 

The figures in the report are given by the retail- 
ers in the six principal lines of distribution, gro- 
cery department, drug, hardware, men’s clothing 
and jewelry stores. 

Retailers by comparing the figures shown in this 
report with their own figures can tell whether their 
business has been as satisfactory as the average for 
their cities and districts. 


Hardware Stock 


The average American hardware dealer was 
carrying 13.7 per cent more stock during the index 
month of November, 1916, than he had during the 
same month of 1915, this percentage being based 
upon the value of the stocks. 

While there have been increases in the price of 
some of the articles the hardware dealer handles, 
this cannot probably be credited with all the in- 
crease in stock values. In addition to the fact that 
some things he handles have not advanced in price 
and that many others have not gone up as much as 
the increase in the value of stocks, is the further 
fact that many hardware dealers had in stock 
many articles which had been bought at former 
prices and which were carried in the inventory at 
cost price. It would seem safe, therefore, to be- 
lieve that the hardware dealer, finding his sales 
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While increasing 
their sales and 
their profits, the 
hardware dealers 
of the country, as 
this map shows, 
increased __ their 
stocks also on the 
avera Ibe The 
eleven black spots 
indicate stock de- 
creases. The 
white circles show 
increases. The 
figures indicate 

e percentage of 
gain or loss in 

stocks 
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This map, based 
on hardware 
ee in Novem- 
er, 1916, com- 
pared with No- 
vember, 1915, 
shows there was 
a decrease in 
profits in nineteen 
cities (indicated 
by me black 
spots) in spite of 
the fact hardware 
sales increased in 
most sections. 
The white circles 
describe in- 
creases, the fig- 
ures in both cases 
showing gains or 
losses in profits 
and percentages 





As this map in- 
dicates, only two 
cities showed de- 
creases in hard- 
ware sales in the 
index month of 
November, 1916, 
as compared with 
the same period 
of 1915. The black 
dots indicate de- 
creases and white 
circles, increases, 
the figures show- 
ing the percent- 
age of gain or 
loss as compared 
with the previous 
period. 
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increasing and his profits going up, has undertaken 
to supply his stock with a better assortment of what 
his customers may desire. 

It is interesting to note that the Dallas district, 
with the biggest hardware sales, was slow to stock 
in proportion, so these dealers enjoyed a more rapid 
turnover, and the Dallas district also led in increase 
in profits. 

lt will be noted that only eleven cities showed 
hardware stock decreases. 

While the Cleveland federal reserve district shows 
an increase of only 14.6 per cent, very near the 
average for the whole country, the city of Cleveland 
increased its hardware stocks 33 per cent. The 
increase in New York was 14 per cent; Boston, 18 
per cent; Philadelphia, 8 per cent; Chicago, 17 per 
cent, and St. Louis, only 5 per cent. 


Hardware Sales 


As an index to building operations and to gen- 
eral prosperity, hardware sales reports are of great 
importance, and the gain for the whole country in 
hardware sales, 21.5 per cent, is an accurate gage 
in answering the question, ““How is business?” 

Some of the increase in sales volume is due, of 
course, to higher prices, as is the case in a more or 
less marked degree with all lines reported upon, but 
this influence was not likely as great in the hard- 
ware line as in groceries and some others covered 
by this investigation. 

The increase of 21.5 in hardware sales in 1916 
as compared with 1915, comes on top of an increase 
of 18.3 in 1915 over 1914. Hardware sales dropped 
off 5.2 in 1914, as compared with 1913, as was di- 
vulged in the first report of the committee. Tak- 
ing 1913 as a basis, and computing the net gain 
from that time shows the hardware dealer has made 
large advances and his business must have been 
prospering. 

It is interesting to note that the hardware dealer 
made the biggest gain of any in advertising in 1916. 

It will be noticed that the Dallas and Cleveland 
federal reserve districfs were leaders in hardware 
sales, with Dallas in top place. The Philadelphia 
district, on the other hand, was only a little above 
the average in this particular line. 

It is especially interesting to note that even the 
sections of the country showing the smallest in- 
creases, the Chicago and San Francisco districts, 
are not much below the average, indicating the gen- 
eral character of prosperity in 1916. 


Hardware Profits 


While the grocers of the country increased their 
sales 18.8 per cent and their profits only 5.9 per cent, 
the hardware dealers stuck somewhat more stead- 
fastly by their usual mark-ups, and while increas- 
ing their sales 21.5 per cent, increased their profits 
8.4 per cent. In other words, the hardware mer- 
chant made a greater gain in profits in proportion 
to his sales than the grocer. 

It must be remembered that the. increase of 8.4 
per cent was an increase during the index month of 
November, 1916, over the net profits of the same 
month the year before, and that the hardware dealer 
was not making his usual profit plus 8.4 per cent of 
his gross sales. The figure means that if a dealer’s 
profit in a certain period was $100 in 1915, it was 
$108.40 in 1916. 

It will be noted that nineteen cities report de- 
creased hardware profits. Thirteen of these are de- 
creases of 3 per cent or less. The other decreases 
range from 4 to 14 per cent. 

With big sales and low stocks, the hardware stores 
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in the Dallas federal reserve district led all others 
in the increase in net profits. 


A Three-Year Summary 


Summarized briefly, the reports for three years 
have given the following information. The figure 
preceded by a minus sign indicates a decrease. All 
others indicate increases, in percentages, as com- 
pared with the previous year, except the figures as 
to collections, which describe percentage of accounts 
outstanding on the books of retailers at the end of 
October which were collected during November: 


1916 §=1915 1914 
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It will be noted that every item shows improve- 
ment in 1916 except collections. Sales show a re- 
markable increase when one considers that in 1915, 
sales increased 15.9 per cent over 1914. 


Prices Cut a Figure 


Bradstreet’s index of commodity prices, which in- 
cludes ninety-six of the main articles of consump- 
tion, such as steel, wheat, sugar, cotton, wool, etc., 
shows an increase of producers’ prices of 23 per 
cent for November, 1916, over November, 1915. The 
amount of gold in this country in our index month 
shows a similar increase. This would lead to the 
conclusion that the actual consumption of com- 
modities is not exceptionally higher than it was a 
year ago. 

Retailers have not increased their advertising in 
proportion to their increased sales, advertising mak- 
ing the lowest increase on the list. 


Explanation of Gains 


One must remember that an increase of 5.4 per 
cent in advertising does not mean that the average 
retailer is spending 5.4 per cent more of his gross 
sales for advertising. For example, if a retailer in- 
vested $10,000 in 1915 and made the average in- 
crease of 5.4 per cent, he would have employed $10,- 
540 in 1916. The comparatively small increase in 
advertising ought to offer séme suggestions to sell- 
ers of space in local mediums. 


Stocks Are Still Low 


Retail stocks have increased 13.2 per cent in 1916, 
yet stocks did not keep pace with sales. This would 
seem to indicate that stocks are still comparatively 
low. There is not, however, the great difference 
between stocks and profits which was shown in 1915, 
when stocks were at an extremely low ebb. 

The question of net profits was introduced for the 
first time this year, so there are no records with 
which to compare. 

It will be noted that retailers did not increase 
their profits in proportion to their increase in sales. 
It is not the particular business of this report to 
deal with the cost of living, but it is interesting to 
note, in this connection, that the retailer is appar- 
ently not responsible for much of the increase. In 
no line did net profits grow as much as sales, while 
under ordinary conditions profits ought to be dis- 
proportionately greater as the volume grows, be- 
cause there comes a time, as business increases, 
when most of the mark-up ought to be net profit. 
Most of the profit is made, in other words, on the 
final 10 per cent or 20 per cent of the sales and with- 
out these, there would often be no net profit. 
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In many cases, the increase in the profits of the 
retailer was hardly sufficient to cover the increased 
living expenses of his own household. 


Credit Probably Extended 


The figures on collections do not of necessity mean 
that the retailer extended a bigger line of credit. 
They mean, simply, that he was not pushing as hard 
on collections. 

However, there is an indication in these figures 
that the average retailer was more liberal in open- 
ing new credit accounts. Since he was more liberal 
with those already having accounts, he would natu- 
rally be more liberal in the other direction, too. 

The variation in collections in the several federal 
reserve districts is partially due to local crop move- 
ments. For example, investigators in the Dallas dis- 
trict explained that the unusually good collections 
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there (53 per cent of Oct. 31 accounts were paid by 
the close of November) were due to crop money 
which came in at this season. 

It was found that there is comparatively little 
difference between fat times and lean times in the 
consumption of groceries. The people must have 
food. In 1914, when sales fell off in other lines, the 
grocery business showed an increase of 2 per cent, 
just about enough to cover the increase in popula- 
tion. This year, grocery sales increased less than 
those of any other line, except drugs, and the higher 
prices of foodstuffs in all sections had a great deal 
to do with the increase of 18.8 per cent. 

On the other hand, the jeweler enjoyed the big- 
gest increase in sales (22.4 per cent) on top of an 
increase in 1915. He suffered a loss in sales in 1914, 
when people were less able to buy. They could do 
without jewelry. 
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Hitching posts, the only ones left in Lansing, Mich., together with the big signs, draw the farmers’ trade to Van, 
The Tool Man 


Big Signs Draw Trade 


YAN, The Tool Man, Lansing, Mich., has proved 
; to his entire satisfaction that the big signs 
along the side of the store shown in the accompany- 
ing illustrations have been of great value in secur- 
ing the farmers’ trade. The row of hitching posts 
which runs the entire length of the store is also 
greatly appreciated by this class of customers. 
These hitching posts are the only ones left in Lans- 
ing and a constant fight has been necessary to keep 
them there. As a result a farmer who drives his 
team into town heads straight for this store. 


Changes in Banner Gas Range 
Organization 


"THE Banner gas-range business of the Baxter 

Stove Company of Mansfield, Ohio, has been 
taken over by the Banner Gas Range Works of 
South Bend, Ind. Harry A. Engman, Jr., president 
of the Engman-Matthews Range Company, is presi- 


dent of the Banner Gas Range Works, and Lewis 
C. Matthews, vice-president of the Engman-Mat- 
thews Range Company, also is vice-president of 
the Banner Gas Range Works. 

The plant for the manufacture of the Banner 
gas range has been established in the same group 
of buildings with the Engman-Matthews Range 
Company, and the Banner line will be sold by the 
advertising and sales organization of the Engman- 
Matthews Range Company. 

John C. Van Riper, Jr., general manager of the 
Banner Gas Range Works, says five thousand ranges 
will be manufactured this year. He hopes to treble 
the production in 1918. 

Most of the machinery, tools and supplies of the 
Baxter Stove Company were moved to South Bend 
and installed in the new plant there. 

L. A. Pritschau, connected with the Baxter or- 
ganization as factory superintendent for many 
years, will hold the same position with the Banner 
Gas Range Works. 

The Banner Stove Company was in business 
for more than fifty years. It established the Ban- 
ner gas-range line twenty-three years ago. 
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The Work Ahead for Congress—Co-Operation with the Presi- 
dent—Appropriation Bills to be Passed and 
Necessary Legislation to be Enacted 


By W. L. CROUNSE 


WASHINGTON, March 26, 1917. 


NE week from to-day at noon the House and 

Senate will be back on the job, hastily sum- 

moned by President Wilson to aid in meeting 
the greatest crisis faced by the nation in half a 
century. Members of the House will have had a 
brief breathing spell of but four weeks since the 
adjournment of the Sixty-fourth Congress, while 
the recess of the Senate following the short special 
session devoted to executive business will have been 
but a fortnight. 


Big Job Ahead of Congress 


Congress returns for three specific purposes: first, 
to co-operate with the President in meeting the war 
situation; second, to pass the appropriation bills 
which failed in the last Congress, and third, to push 
through some necessary legislation which could not 
be enacted during the past winter for lack of time. 
Each of these categories is important and the com- 
bination will undoubtedly keep the two houses busy 
until July 1 and possibly later, the length of the 
session depending chiefly upon developments in the 
relations between the United States and Germany. 

Incidentally, the House leaders will have another 
stunt before them, namely, the reorganization of 
that body under the most extraordinary conditions 
ever confronted since the signing of the Declaration 
of Independence. The unprecedented character of 
these conditions may be gathered from the simple 
statement that with the new session but a week in 
the future no living human being can make a re- 
liable prediction as to whether the Republicans or 
the Democrats will control the House or whether a 
bi-partisan coalition may be effected under which 
the speakership will go to one of the old-line parties 
and the floor leadership to another, while the big 
committee chairmanships will be alternately dis- 
tributed to the prominent men in the two parties— 
with, of course, a few choice plums reserved for the 
five so-called Independents who, in reality, hold the 
balance of power. 


Make-Up Of the New House 


There will be 435 Members in the New House. At 
this writing 214 Democrats and an equal number of 
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Republicans hold certificates of. election, 5 unat- 
tached members, including one Independent, one 
Socialist, one Prohibitionist, one Progressive and 
one Progressive Protectionist are similarly equip- 
ped, while there is a Democratic vacancy caused by 
the death of Representative Conry of New York, 
and a Republican vacancy due to the recent demise 
of Representative Sulloway of New Hampshire. 
Neither of these vacancies can be filled before Con- 
gress meets next Monday. 

The leaders of both of the old-line parties claim 
that they will have the support of a sufficient num- 
ber of the Independents to give them a majority, 
the Democrats claiming Representative London of 
New York, Socialist, Representative Randall of 
California, Prohibitionist, Representative Schall of 
Minnesota, Progressive and Representative Martin 
of Louisiana, Progressive Protectionist. The Re- 
publicans, on the other hand, assert they will be able’ 
to command the votes of Representative Fuller of 
Massaehusetts, Independent, and Representative 
Schall and Martin and Representative elect Kelly of 
Pennsylvania, heretofore rated as a Democrat. 


Poker Players On Both Sides 


It only takes half an eye to see that both sides 
are bluffing and that nobody knows what the out- 
come will be. Whoever wins—if either side scores 
a victory and a compromise is not the outcome— 
it will be by so narrow a margin that it will be a 
bootless triumph for no amount of party discipline 
would enable either organization to maintain an 
advantage upon the narrow margin of one or two 
votes. In fact, the organization of the House may 
depend upon so slight a hazard as the illness of 
members, three or four of whom on each side are 
now confined to their homes, one Democrat and one 
Republican at least in such a condition as to make 
it extremely doubtful that he will be on hand when 
the Clerk of the House calls that body to order at 
noon on April 2. 

The possibility of a compromise in the form of a 
coalition between the two old-line parties opens up 
a wide and extremely interesting field of specula- 
tion. Such an outcome would doubtless mean the 
re-election of Speaker Clark, as he is exceedingly 
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popular on the Republican side and can command 
the entire Democratic vote. The Republican leader, 
“Jim” Mann of Illinois, can poll 90 per cent of the 
Republican members, but he will encounter the 
stubborn opposition of at least a score who are 
actively organizing a campaign for Representative 
Lenroot of Wisconsin, a Progressive and a man of 
much force and influence. 


Coalition a Legislative Experiment. 


Coalition as a solution of the House deadlock 
would produce an extraordinary situation in the 
committees. The plan, so far as it has been 
sketched, would involve the selection of a Republi- 
can to preside over the Ways and Means Committee, 
a Democrat at the head of the Committee on Appro- 
priations, a Republican as Chairman of the Com- 
mittee on Interstate and Foreign Commerce, a 
Democrat to lead the Committee on Foreign Affairs, 
and so on down the list. 

Heretofore the dominant party has been given a 
large majority in the make-up of each committee, 
Ways and Means, for example, standing 14 Demo- 
crats to 8 Republicans, although the Democratic 
majority in the last Congress was but 20 in the en- 
tire house. Under coalition each party would be 
given 11 members. 

The interesting question arises here as to how 
such a committee would be able to do business. A 
protective tariff measure, for example, framed by 
the chairman and his party associates would die 
a’borning because on a motion to report it favor- 
ably the vote would be a tie. 

Similarly, with regard to the business of other 
committees, if a question should be of sufficient 
importance to engage the serious attention of the 
chairman and to command his support, it would be 
a ten-to-one shot that the committee would split 
down the middle and discussion would develop into 
a Kilkenny cat scrap. Harmony would be as rare as 
a sunburned snowball. 


May Be No Contest 


The latest tip among the politicians here is that 
the Republicans, for reasons of political expediency, 
will permit the Democrats to organize the House. 
As strategy, there is something to be said in favor 
of this plan. 

Without the Presidency or the Senate the Re- 
publicans in control of the House could inaugurate 
no legislative reforms with any prospect of getting 
them across. Leader Mann and his colleagues 
would simply be loaded with a large measure of re- 
sponsibility, but would have no power to carry 
through their policies and no chance to receive 
.credit for accomplishments. 

As the Democrats will have the last say and will 
always control the veto power, let them hold the 
bag, say the Republicans who are opposing a vigor- 
ous campaign to organize the House. 

Probably someone will suggest that the two par- 
ties might forget partisanship in a great crisis like 
this and go to work for the welfare of the country 
with a determination to retrieve some of the pres- 
tige we have lost because of our peculiar attitude 
since the beginning of the European war. That, 
however, would be statesmanship and we were talk- 
ing about the plans of politicians. There’s a 
difference. 


Undecided On War Plans 


No one but President Wilson knows exactly what 
he will ask Congress to do to meet the war situation. 
Whether he will urge a declaration of war against 
Germany is an open question, but there is no doubt 
that he will confidently request the passage of a 
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measure clothing the Executive with full power to 
carry on operations for the protection of American 
lives and property tantamount to war, and providing 
a fund of half a billion dollars for the mobilization 
of our military and naval forces. 

We started by breaking off diplomatic relations 
with Germany. Our next step was the adoption of 
armed neutrality. The third will be the recognition 
of actual hostilities and there will then be nothing 
left but a declaration of war. Congress will finally 
be forced to call a spade a spade. 

Nobody here believes that the United States will 
send an expeditionary force to the continent of 
Europe to aid the allies as has been suggested. An 
army will be mobilized for defensive purposes. The 
navy with a big fleet of “hornets’—the latest name 
for the little submarine chasers, of which no less 
than 2000 are to be procured—will patrol our coasts 
and aid in keeping the steamship lanes open. 

American ports will welcome the warships of the 
allies to which heretofore they have been closed. 
American capitalists will be encouraged to make 
giant loans to England, France and Russia. Our 
munition factories will be still further speeded up. 
Altogether we may have a large part in the war 
without participation in the land operations di- 
rected against the German forces. 


Must Rush Appropriation Bills 


An early duty of Congress will be the passage of 
the appropriation bills which failed at the recent 
session. These include the army, military academy, 
sundry civil, general deficiency and urgent de- 
ficiency bills. Two other measures, the river and 
harbor and public buildings appropriation bills, are 
not essential to the support of the Government and 
will not be considered until the others are out of 
the way. 

The sundry civil bill carries the bulk of the ap- 
propriations for running the Government outside 
the salary list, which has already been provided for 
in the passage of the legislative, executive and ju- 
diciary appropriation bill. The deficiency bills are 
emergency measures of vital importance to the 
smooth running of the Government, and as the re- 
sult of their failure nearly every one of the execu- 
tive departments is operating certain of its func- 
tions “on tick.” 

Shutdowns for lack of coal or gas or ice or ink 
or clean towels, or some other necessary have been 
daily threatened and Uncle Sam has been obliged 
to rely on the good nature of long-suffering con- 
tractors to keep him going. Both these bills will be 
rushed through as soon as the House is organized. 

But how about the general legislative pro- 
gramme? How about the Webb-bill, the railroad 
legislation desired by the President, the Stevens 
Price Maintenance bill and the long list of meas- 
ures of more or less importance lost in the big fili- 
buster with which the recent session ended? 


Webb Bill Will Be Urged 


It is my guess that few of these bills will be 
enacted during the special session. The Webb bill 
will be urged by the President and it may be put 
through in view of the practical agreement reached 
in the last Congress concerning its provisions as 
amended by the Senate Committee on Interstate 
Commerce. 

I am informed that the President will again in- 
sist upon the passage of this measure as most nec- 
essary for the protection of American business in- 
terests after the war. It is a certainty that our 
exporters will meet competition keener than any- 
thing they have heretofore experienced and with- 
out the power to combine they will be helpless. 
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With the possibility, if not the probability, that the 
war will end before.the new Congress will assemble 
in regular session next December, it will be highly 
important to put the Webb bill on the statute books 
at the special session. 

I do not look for final action on the Stevens bill 
at the special session. It will probably receive 
some consideration in the House Committee, but I 
believe its promoters will do well to confine their 
efforts to missionary work among the new members 
before an attempt is made to force the issue. It’s 
a big proposition and nothing will be lost through 
the employment of conservative, thorough methods. 


Railroad Legislation a Big Issue 

Railroad legislation looms large on the horizon. 
But there’s so much dynamite in the situation that 
no one here ventures a prediction as to whether 
anything will be accomplished at the special session. 

The Supreme Court, by a vote of 5 to 4, has de- 
clared the Adamson railroad labor law, misnamed 
an “eight-hour law,” to be constitutional. The an- 
nouncement of this decision was hailed by the lead- 
ers of organized labor as a great victory and as a 
far-reaching triumph over the railroads. There was 
much blowing of trumpets and throwing up of hats 
and the brotherhood generals were showered with 
congratulations. 

The next day the text of the Court’s decision was 
published and now Samuel Gompers, President of 
the American Federation of Labor, is out in a vio- 
lent attack upon Chief Justice White and his asso- 
ciates, declaring that the doctrine of their decision 
is “sheer despotism.” 

Curious, isn’t it? One day the Chief Justice was 
a second Daniel come to judgment. The next, he 
was a mere tool of the greedy corporations. 


Congress Can Prevent Railroad Strikes 


But what has the Supreme Court really done? 
It has merely said that the Adamson law, regu- 
lating the hours and wages of labor employed by 
interstate common carriers, is constitutional only 
because, in order to exercise its undisputed power 
to regulate interstate commerce, Congress must pos- 
sess the right to legislate not only as to wages and 
hours of labor, but as to all other conditions of em- 
ployment, for the purpose of maintaining the unin- 
of the country, without which there can be no com- 
terrupted operation of the transportation facilities 
merce worthy of the name. 

This means, of course, that Congress can pass 
an Adamson act and it can also pass an act for- 
bidding the paralysis of the railroad systems of the 
country by a preconcerted strike. The Court makes 
this so plain that he who runs may read. 

When Messrs. Gompers, Lee, Garrettson, Stone, 
et al. held up the Congress of the United States 
and with fingers pointing to the clock demanded the 
passage of a so-called eight-hour bill before mid- 
night of a certain Saturday night, they builded bet- 
ter than they knew. Cowardly Congressmen yielded 
promptly, Senators tumbled over each other in their 
haste to put the bill through and the passage of the 
Adamson act was hailed from the Atlantic to the 
Pacific as a victory for organized labor. 


Cannot Bulldoze the Supreme Court 


But neither organized labor nor capital, nor so- 
cialism, nor any other form of propaganda can 
buffalo the United States Supreme Court. That au- 
gust tribunal has upheld the Adamson act, but it 
has also declared that Congress has the power to 
forbid a strike on an interstate railroad and to 
punish those conspirators who seek to bring it 
about. 
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Small wonder that Gompers indulges in the fa- 
vorite pastime of disappointed litigants who im- 
potently “cuss the Court” which has frustrated 
their designs. Let us reproduce here for the sake 
of a record an official statement given out at the 
headquarters of the American Federation of Labor 
“with the approval of Mr. Gompers” soon after the 
full text of the Supreme Court’s decision became 
known: 

“The president and secretary of the American 
Federation of Labor, Samuel Gompers and Frank 
Morrison, to-day presented to Attorney-General 
Gregory in his office a protest in the name of the 
workers of this country against the opinion rend- 
ered by the United States Supreme Court in going 
out of its way upon matters not before the court, 
and dragging in compulsory arbitration. 

“The Supreme Court, by interpolating into the 
law and argument before it for consideration a 
foreign matter, namely, denial to workers of the 
right to quit work in furtherance of their just and 
necessary rights, pointed out the way to those who 
wish to tie workers to their work in order to pro- 
tect the supposed convenience of the public. 


Prefers Mexico and Russia to United States 


“Mr. Gompers called attention to the splendid, 
progressive declaration in both Mexico and Russia, 
countries which are passing through a -period of 
danger and national stress, assuring to the work- 
ers of those countries ‘the right to strike.’ 

“The opinion of the United States Supreme Court 
in connection with the Adamson law decision be- 
longs to the old reactionary despotism of Russia 
and Mexico, and is out of harmony with the free 
institutions of this republic.” 

Nevertheless and notwithstanding, the people of 
the United States—the people, not the railroad 
managers nor their employees—will rejoice that 
they live neither in Russia nor in Mexico, but in a 
country the laws of which are construed by a tri- 
bunal that recognizes no faction and knows no fear. 





New Britain Merchants Enter- 
tain Editor 


HE retail hardware merchants of New Britain, 
Conn., held a get-together meeting on the even- 
ing of March 22. Roy F. Soule, editor of HARp- 
WARE AGE, was the guest of honor, and the hard- 
ware dealers of several neighboring cities were in- 
vited to hear his address on retail merchandising. 
The meeting was held in the Chamber of Com- 
merce rooms in the City Hall, and the complete sell- 
ing forces of about twenty hardware stores were 
present. Mr. Soule, in his address, explained the 
ideal relationship which should exist between em- 
ployer and employee, and in many practical illus- 
trations demonstrated how retail clerks can either 
grow to a good environment or lift themselves out 
of an environment in which they cannot progress. 
His address was an inspiration to many of the 
younger men in the audience, and the meeting was 
voted to be most constructive. 

N. B. Richards, president of the Connecticut Re- 
tail Hardware Association, delivered a brief ad- 
dress, after which Albert Zimmermann, sales man- 
ager of the Stanley Works, spoke briefly. 

Get-together meetings of this nature are becom- 
ing more popular and are an evidence of the friendly 
co-operative spirit which prevails among competi- 
tors in the hardware field. 






























Some Selling Plans for the 


Hardware Store 






By CHARLES A. GODDARD 








Helps for hardware selling plans 


T has been said that “hindsight is good, but fore- 
sight is a darned sight better.” This is appre- 
ciated by the retailer who sees his competitors, 

both local and mail order, come out with advertising 
at just the right time. 

He says to himself, “Why in thunder couldn’t I 
have thought of pushing that?” Pushing at the 
right time means that you have easy access to your 
customers’ buying disposition. People meet half 
way the man who advertises what they need when 
they need it. 

How do the big merchants always manage to 
come out at the right time? How do they plan their 
campaigns that they always seem to have on tap a 
timely selling plan that is effective? 

If you wish to know of a plan used by many re- 
tailers, one that is quite easily carried out, here it is: 

Get a diary with large pages; one with a page 
for each day in the year. Letter up a bunch of 
large envelopes, “Window Display,” “Newspaper 
Ads,” “Stunts,” “Sale Plans,” “Mailing Campaigns,” 
etc. Suppose this month you hear of some good 
plan for Christmas selling. Make notes of it or 
clip out the details, if you read of it, and put the 
material in the “Sales Plans” envelope. Turn to 
the “December 1” page in your diary and make a 
note there, “Refer to Christmas Sale Plan.” When 


Dec. 1 comes you will, according to your daily prac- 
tice of referring to the diary, get out the material. 
This plan assures you that you will not forget the 
many good ideas that come to you. 


The diary en- 
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ables you to “serve them warm,” as one retailer 
expresses it. 


Hocking Up With Mail Order Advertising 


Part of the patronage-secured by the mail order 
houses through their effective advertising cam- 
paigns comes from your town. | Did it ever occur to 
you that you can use their campaigns to stir up 
interest in articles that you wish to sell? 

An Iowa retailer makes it his business to get on 
the mailing list of large mail order houses. In this 
way he knows right away along what lines his people 
will be solicited. He knows that thé mail order 
houses not only go after the business at the right 
time, but that they use the right sort of literature 
to start the sale. If such were not the case the mail 
order houses would “go broke” after paying a year’s 
advertising bills. Just as soon as this retailer sees 
some literature going to his people on an article or 
line that he is selling he gets busy. Suppose in the 
early fall he sees that his people are getting circu- 
lars telling of stoves. In very quick time he has 
an advertisement in his paper and circulars going to 
his mailing lists, especially the folks in the country, 
reminding them that stove-buying time is at hand. 
He asks them to come in and see the stoves. In this 
way he gets the benefit of all the interest aroused 
by the forceful mail order campaigns. 

“It is a thousand times easier to close a sale per- 
sonally than by mail,” said one man who “comes in 
on the chorus” of the mail order advertising. “I 
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never refer to mail-order houses unless the prospec- 
tive customer starts it. But I do keep in mind the 
kind of goods they are pushing and their selling talk. 
I work right along the roadway they have paved. 
This has meant sales of some sizeable bills.” 


Plan That Boosted Refrigerator Sales 


So much has been said of the sales force of well- 
planned windows that it might be well to mention 
what a northern Indiana retailer did for his re- 
frigerator sales by making judicious use of his win- 
dow. 

“The year before last,” said this retailer, “gave 
us a rainy summer. It appeared that most of the 
refrigerators we had in our warehouse would stay 
there. I know of dealers who did carry over from 
one-third to one-half their initial purchases. Our 
store sold out clean. 

“Fortunately, we hit upon a selling scheme that 
sold more refrigerators for us, that year, than we 
had ever sold before in the same length of time. 

“This is an illustration of what a thorough cam- 
paign will do against a make-shift. Now that I 
have made such a broad statement,” said the retailer, 
“probably I had better tell you what we did to in- 
crease our business, when our fellow merchants had 
a bad season on the same line of merchandise. 

“To begin with, we prepared an attractive window 
trim that was different from any that had ever been 
used before in our city. We used a lithograph of 
Polar bears, pasted on heavy wall board and cut 
out; had a winter scene painted for a background 
of our windows; the floor was painted to represent 
cakes of ice, while blue paper was put over our 
lights to give a cold effect. So much for the window. 

“Each Tuesday evening, commencing in April, we 
had a salesman’s meeting, and we specialized on re- 
frigerators. One salesman would sell another; every 
point was thoroughly covered; each man knew what 
he was talking about, and was convinced that he 
had the best refrigerator represented in the city. 


Getting Prospective Customers’ Names 


“Then we went to the men who read the gas 
meters, and offered them a compensation to keep 
their eyes open and to give us the names of the peo- 
ple who were going to buy, or needed, a refrigerator 
that spring. 

“From these men we received hundreds of possible 
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prospects. To these prospects we sent literature, 
personal letters, and follow-ups; but here was our 
trump card— 

“We told the head of the largest ice company in 
our city that we wanted to furnish his ice cards 
to him, and that we would pay all costs and give 
him a card that was neat and attractive, and that 
no woman would hesitate to put up in her front 
window; a card that did not look like the usual {for 
rent’ or ‘for sale’ card. 

“These cards were made of heavy card-board, 11 x 
14 in., on which an illustration of one of our best 
refrigerators appeared, taking up all the space of 
the card, except 2 in. at the top, which was used 
for our name, and 2 in. at the bottom, which was 
used for the name of the ice company. The top 
doors of the refrigerator were shown thrown open; 
here a square hole was cut, through which large 
figures appeared, telling the number of pounds of 
ice wanted. 

“The cards were attractive and very different, 
so the ice man had no trouble in getting his cus- 
tomers to use them. Over 2000 of these cards were 
put out. 

“You could scarcely go on any street but that 
you would see an illustration of our refrigerator 
and our name hung in the front windows of the vari- 
ous houses—space that could not be bought for 
advertising purposes at any price; yet there they 
hung from about the first of April to the first of 
September. It became the talk of the town. 


Cashing in on an Impression 


“Many people thought that because they saw our 
name and the illustration of our refrigerator in the 
front window of a house that we had sold a re- 
frigerator there; and naturally, when they saw so 
many of them, they were led to believe that surely 
we must have the superior refrigerator, because 
of the enormous quantities that we were selling. 

“We estimate that the psychological effect of this 
ice card upon the minds of the buying public sold 
for us more refrigerators than any one thing we 
did.” 

This will give you some idea of what a new, differ- 
ent, and thorough campaign on a certain line of mer- 
chandise will accomplish even in adverse circum- 
stances. 





Electric washing machines are the principal features of this display of things 
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Edward B. Mears, Jr., 52 Years 
with Tryon Company 


EK, PWARD B. MEARS, JR., vice-president of the 

Edw. K. Tryon Company, Philadelphia, Pa., re- 
signed his position as vice-president Feb. 1. Mr. 
Mears had just completed the fifty-second year of 
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his association with the Tryon company. He was 
born in Philadelphia a little over 76 years ago, 
educated in the schools of Philadelphia, and upon 
the breaking out of the Civil War enlisted in the 
Fifteenth Pennsylvania Cavalry. At the close of the 
war early in 1864 Mr. Mears, who had been a 
boyhood friend of Edward K. Tryon, Jr., entered the 
employ of the Tryon firm, then trading under the 
firm name of Tryon & Brother. 

Upon the readjustment of the partnership in 1866 
Mr. Mears became a member of the new firm of 
Tryon Brothers & Co., and also of its successor, 
Edw. K. Tryon, Jr., & Co., a copartnership which 
was formed in 1868. Mr. Mears remained a mem- 
ber of this firm until the business was incorporated 
January, 1905, when he became a director of the 
Edw. K. Tryon Company and was elected vice-presi- 
dent of the corporation. He will remain a director 
of the company, but will retire from active manage- 
ment of the concern. 


Washing Machine Manufac- 
turers Meet in Chicago 


THE American Washing Machine Manufacturers’ 

Association held its quarterly meeting in Chi- 
cago, at the La Salle Hotel, March 21-22. The at- 
tendance was very good, over 80 per cent of the 
membership being in attendance, and the meetings 
were very interesting and instructive. Sam T. 
White, Davenport, Iowa, is president of the asso- 
ciation, and Raymond D. Marsh, 10 South La Salle 
Street, Chicago, is secretary, and both were on the 
job with a hearty welcome for all. 

One of the principal subjects that came up for 
discussion was “Efficiency in the Operation of 
Plants,” the manufacturers present showing consid- 
erable interest in plans to increase the quality as 
well as the quantity of their product. Marketing 
features were also discussed, and much attention 
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was given to proposed plans concerning advertising. 
A preliminary report was made by the committee 
on advertising, and this report was very carefully 
considered. A final report recommending a co- 
operative advertising campaign is expected to be 
offered by the committee at the meeting to be held 
at Bar Harbor, Mich., June 28, 29 and 30. 

The quarterly meeting was one of the most con- 
structive in the history of the association, and the 
attendance at Bar Harbor is expected to break all 
records. 


Hill Clothes Dryer Company 
Formed 


THE Hill Clothes Dryer Company, 340-350 Park 

Avenue, Worcester, Mass., has been formed to 
take over the machinery, stock and process, unfilled 
orders, contracts and good-will of the Hill Dryer 
Company, manufacturer of Hill’s clothes dryers and 
Hill’s “Hustler” ash sifters. 


Personal 


WILLIAM D. LEwis has been appointed manager 
of the Chicago branch of the Yale & Towne Manu- 
facturing Company to succeed Walter A. Lockwood, 
whose resignation takes effect April first. Mr. 
Lewis has been associated with the company for 
thirteen years, first in the factory, then in the New 
York offices, and for the past five years as assistant 
to Mr. Lockwood in the Chicago branch. His 
merited promotion will prove pleasant news to his 
many friends in the hardware ranks. 

Mr. Lockwood, who has acted as manager of the 
Chicago branch since 1912, will join the Studebaker 
Corporation as an executive in the automobile sales 
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division, and will have his headquarters at Detroit, 
Mich. Mr. Lockwood is a past secretary of the 
Chicago Hardware Club and one of its first direc- 
tors. A few of his close personal friends tendered 
him a farewell banquet at the Hardware Club rooms 
on the evening of March 20, and took that occasion 
to wish him deserved success 1n his new position. 


ALBERT J. PFEIFFER, 824 Kinnaird Avenue, Fort 
Wayne, Ind., has been promoted to the position of 
sales manager for Indianapolis and surrounding 
territory for the Van Camp Hardware Company of 
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Indianapolis. Mr. Pfeiffer has had fourteen years’ 
experience selling hardware to the retail trade, and 
for the past two years and a half has represented 
the Van Camp Company in the territory contiguous 
to Fort Wayne. The promotion means an advance 
in both rank and salary, and is a deserved tribute 
to Mr. Pfeiffer’s ability and personality. The change 
is to take effect April 1. 


A NEW FACTORY MACHINE department has been 
created in the Westchester general offices of the 
Sharples Separator Company, West Chester, Pa. 
F. A. Doyle, for several years a salesman for the 
Sharples line in Pennsylvania, is the manager of the 
new department. He has been connected with the 
cream separator business for nearly twenty years, 
starting as an office boy in the De Laval Company 
in New York, working up through different office 
departments, and finally becoming sales supervisor 
in the field. He covered territory in western Can- 
ada and Eastern and Southern States. He was also 
an employee of the Beatrice Creamery Company of 
Chicago for some time before associating himself 
with the Sharples Company. 


W. S. Ruac, formerly district manager of the 
New York office of the Westinghouse Electric & Mfg. 
Company, East Pittsburgh, Pa., succeeds Charles 
S. Cook as manager of the railway department, with 
headquarters in East Pittsburgh. E. D. Kilburn, 
manager of the power department of the New York 
office of the company, has been appointed district 
manager of this office to succeed Mr. Rugg. E. P. 
Dillon, formerly assistant to the manager of the 
railway and lighting department, East Pittsburgh, 
has been appointed manager of the power division 
of the New York office. 


A. C. Penn, Incorporated, 


Makes Purchase 


A C. PENN, INC., recently purchased the com- 

* plete line of Ideal nail clippers and all ma- 
chinery used for making them from A. F. Meissel- 
bach & Bro., Newark, N. J. This concern has long 
been known as the largest manufacturer of nail 
clippers in the United States, if not in the world. 
The addition of this important product to the lines 
already carried by A. C. Penn, Inc., will broaden its 
field of activities. 

It is rumored that this concern is contemplating 
the purchase of other important factories manufac- 
turing kindred lines. 


Du Pont Buys Harrison 
Brothers & Co., Inc. 


At a recent meeting of the stockholders of Harri- 

son Brothers & Co., Inc., Philadelphia, Pa., the 
stockholders agreed to accept the offer of $5,700,000 
cash made by E. I. du Pont de Nemours & Co., Wil- 
mington, Del., and the paint firm became one of 
the du Pont subsidiaries. This offer was outlined 
in HARDWARE AGE, Jan. 20, together with a descrip- 
tion of the activities of Harrison Brothers & Co., 
Inc., and the du Pont Company. 


D. L. HERMAN has been appointed to represent the 
Goulds Mfg. Company, Seneca Falls, N. Y., in Wash- 
ington, Oregon and Idaho. He will be located in the 
Maritime Building, Seattle, Wash. 


Hardware Age 


Prominent Texas Dealers 
Visit Hardware Age 


EPWIN FLATO of the Corpus Christi Hardware 

Company, Corpus Christi, Tex., and Charles H. 
Flato, Jr., of the Kingsville Lumber & Hardware 
Company, Kingsville, Tex., are visiting in New York 
City. These enterprising merchants are extending 
their business very rapidly and taking on many new 
lines while in the East. 

The Corpus Christi concern started eleven years 
ago, with a capital of $10,000. It has expanded, un- 
til to-day its capital and stock in that city amount 
to $88,000. At the time the brothers started in 
business Corpus Christi had but 7000 population; 
to-day its population is 18,000. 

Their experience in Kingsville is even of a more 
pioneer nature. When Charles H. Flato, Jr., went 
into the town with his stock of hardware there 
were but 100 white inhabitants in the village. To- 
day it is a thriving town of over 6000, and their 
hardware stock at that point inventories about $65,- 
000. They also have a $28,000 stock at Robstown, 
Tex. They are traveling two salesmen, taking care 
of their wholesale business, and very thoroughly 
canvassing the territory adjacent to their retail 
stores for business. 

While in New York, Charles H. Flato will undergo 
an operation at the New York Polyclinic Hospital. 

The brothers expect to return to Texas in about 
three weeks. Edwin Flato is stopping at Room 
2140, McAlpin Hotel, and wishes to meet hardware 
manufacturers desiring good representation in the 
Lone Star State. 


Advances in Saw Prices 


A T. SIMONDS, president of the Simonds Mfg. 

°* Company, Fitchburg, Mass., in an article enti- 
tled “Fitness, from an Executive Standpoint,” pub- 
lished in the company’s house organ, The Buzz, in 
the March 10 issue, said in part: 

Saw prices, estimating the average advance on 
our entire line, have gone up approximately 35 per 
cent since before the war. 

Saw steel prices have gone up approximately 45 
per cent. 

Below is a list of price advances that have taken 
place during the same length of time in raw mate- 
rials that our steel mill is obliged to purchase: 


Advance, 
Old price New price per cent 
$3.00 $6.50 116 2/3 
3.65 10.00 174 
.024 .065 160 
Crucibles : 8.00 248 
American iron : 95.00 126 
Swedish iron , 225.00 
Scrap , 35.00 
Ferro tungsten i 4.00 
45 
51.00 
.052 
3.00 


The largest item in this list is, of course, Ameri- 
can iron. The most serious item is crucibles. On 
account of the absence of Clingenburg clay from 
Germany, and the war risk, and increase in demand 
for graphite from Ceylon, crucibles have gone up 
in price only 248 per cent, and the crucibles are 
only about half as good as they were before, so 
that it takes about twice as many for the same 
production. 
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Obituary 

JOSEPH F. McCoy, late president of the Joseph 
F. McCoy Company, New York, one of the grand 
old men of the hardware trade, died after a four 
days illness of pneumonia, March 12, in his 78th 
year. Mr. McCoy was born in the city of New York, 
May 2, 1839, and spent over a half century, continu- 
ously, in the hardware trade, chiefly import, in 
which he was always highly respected as a depend- 
able merchant. Mr. McCoy, early in life, entered 
the business which so long has borne his name, 
established originally in 1796, and of which his 
grandfather and father were for many years in turn 
at the head. This old established house, the busi- 
ness transactions of which have extended into three 
centuries, has for most of this period dealt in hard- 
ware made principally in Great Britain, France and 
Germany, with some of it from Scandinavian 
sources. The smaller tools have included pliers, 
rules, measuring tapes, etc., together with more 
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bulky articles such as chain hoists, winches, ratch- 
ets, rail benders, screw jacks and kindred goods. 
For a long time, however, the company has handled 
lines of hardware made in the U. S. A., more par- 
ticularly in the past score of years, and increasingly 
so since 1910. The business was established in 1796 
by William Irving, next it became Ebenezer Irving, 
then successively Irving Van Wart, Van Wart & 
McCoy, Van Wart, McCoy & Co., McCoy & Sanders 
and finally in 1891 it was incorporated as the Joseph 
F. McCoy Company. Mr. McCoy is survived by a 
widow and four sons, all of the latter using the 
Scotch style in spelling their surname. Two of the 
sons, F. J. MacCoy and M. P. MacCoy, are respec- 
tively vice-president and secretary of the Joseph F. 
McCoy Company, the others, Malcolm P. and Cecil 
A. MacCoy being otherwise engaged. 


PETER IGOE, SR., president of Igoe Bros., Inc., 
and a pioneer wire and nail manufacturer, died at 
his home in Brooklyn, N. Y., in his eighty-first year, 
following an operation. Mr. Igoe was born in 
County Longford, Ireland, Oct. 20, 1836, and came 
to this country as a lad, locating at Belleville, N. J. 
He was first employed as a wire worker in the wire 
mill of that town, then owned by Peter Cooper, 
long known as the DeWitt Wire Cloth Company. 
Subsequently he was employed in a similar capacity 
in western mills until 1887, when he became super- 
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intendent of a large wire and nail works at New 
Castle, Pa. He remained there until 1900, when, 
coming East on his way to revisit his native coun- 
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try, he became interested in the nail plant his sons 
had established in Brooklyn in 1896. This led him 
to give up the projected trip to Ireland and identify 
himself with his sons in the wire and nail industry 
they were conducting under the firm name of Igoe 
Bros. Mr. Igoe, Sr., immediately took an active 
interest in the undertaking and was elected presi- 
dent of the company, which position he held until 
his death. In 1904 the Igoe interests erected a wire 
and nail factory in Newark, N. J. Peter Igoe, Sr., 
was continuously engaged in the wire business for 
a full two-thirds of a century and has been spoken 
of as probably the oldest practical wire maker and 
worker in this country. 


T. G. BRYANT, vice-president of the Maytag Com- 
pany, Newton, Iowa, died recently. Mr. Bryant was 
one of the original incorporators of the Maytag 
Company, which succeeded to the business of the 
Parsons Band Cutter & Self-Feeder Company 
and the Parsons Hawkeye Mfg. Company in 1909, 
when he was made director and vice-president, hold- 
ing the position until his death. For twelve years 
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he served as director of the Newton Board of Edu- 
cation, and had been chosen president of the New- 
ton Commercial Association. 
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| &ditorial Comment 
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Government Ownership and 
Operation of Telephones 


’q\ HERE are persons who sincerely believe 

that government operation of public 
service utilities is preferable to private man- 
agement. Prospective office holders for per- 
sonal reasons sometimes favor public owner- 
ship because of new opportunities created for 
comfortable positions with comparatively 
good pay and light work. More generally 
enterprising individuals are convinced that, 
wherever possible, private undertakings are 
most efficient and economical. 

Naturally the necessity for profit and al- 
ways intense competitive rivalry compels 
constant endeavor for improvement and a 
corresponding reduction of unit cost because 
it pays best and is seldom practical where 
there is monopoly either private or public. 
When the government, whether municipal, 
county, State or national, is in charge, if 
there is loss it comes out of the public purse 
and usually but few protest, some even think- 
ing that government or a corporation are 
fair game. 

There are always certain functions which 
only public officials can best manage; for ex- 
ample, the postal service, re-forestation 
owing to the long period necessary to obtain 
results, a rigid control of wireless transmis- 
sion because of possible danger in war time, 
water supply and large irrigation projects 
where huge dams must be built and proper 
distribution of water made, lighthouse serv- 
ice, determination of standards, surveys on 
land and water, life-saving service, and so on 
through a rather limited list. But how many 
find any considerable number of government 
employees voluntarily speeding up their 
work barring always the honorable excep- 
tions. The average government employee 
prefers to perform minimum service for the 
most to be gotten out of it. 

One of the present attempts looking to 
government operation is for the United 
States Government to take over the telephone 
service. If the experience of other countries 
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under governmental control of telephone lines 
is any criterion, the service is not only in- 
ferior to that in this country but costs much 
more and frequently is not available for many 
hours of each day and still less so, sometimes 
not at all, during Sundays and holidays. 

The proposal to make a start in govern- 
ment ownership of the telephone in Washing- 
ton, D. C., has led to an analysis of the tele- 
phone service in both the U. S. A. and widely 
separated foreign countries. The United 
States has 10,000,000 telephones or over 65 
per cent of the world’s telephones, with but 
about 6 per cent of the earth’s population. 

In Washington, with a popylation of 360,- 
000, there are 60,000 telephones or 16.7 tele- 
phones per 100 of population, which is almost 
twice the telephone development of any one 
of the sixteen leading capitals of the world. 
On the basis of Washington’s facilities, Lon- 
don would have 1,200,000 instead of 259,000; 
Paris 450,000 instead of 95,000 and Welling- 
ton, New Zealand, 12,600 instead of 6100 tele- 
phones. According to F. H. Bethell, presi- 
dent of the Chesapeake & Potumac Telephone 
Company, operating in the District of Co- 
lumbia, and the company’s counsel, the sole 
exception in a foreign capital having a tele- 
phone development comparable with any 
Amerjcan city is Stockholm, Sweden, due to 
a privately owned telephone service. It is 
conducted in opposition to the State owned 
system, which is built upon and follows 
American methods, with over three times the 
number of telephones operated under the 
State system. 

There is, according to expert authority, an 
even greater superiority in rural telephone 
development in the United States over the 
rural telephone development abroad under 
government ownership. According to the 
United States census there are 8.9 telephones 
in the United States per 100 of rural popula- 
tion, or practically a telephone in every alter- 
nate farm house in the country, based on the 
size of an average family, which is a higher 
development than obtains anywhere in the 
largest foreign cities. 

In Sweden the rural development is 2.6; 
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New Zealand 4.4 and one of the richest agri- 
cultural districts in France, it was found, 
had a rural telephone development less than 
1/20 that of a county in the State of 
Nebraska. 

One reason for the great superiority in 
telephone facilities, both urban and rural, 
under private ownership in the United States 
over all the rest of the entire world, is that 
it is the telephone company’s business, and 
the company does what is required of it, to 
provide equipment, the plant and organiza- 
tion to carry the traffic when at its peak, the 
greatest amount of traffic that flows, so that, 
while during the summer months there is a 
tremendous amount of idle plant, it is a plant 
which cannot otherwise be employed. While 
there are people who are not employed all the 
time, they are people who are useful in the 
service; people who must be ready when de- 
mand comes. So that while the revenue fluc- 
tuates with the flow of traffic, expenses are 
fixed and the investment on capital and pay- 
roll and other charges are about as much in 
summer as through other months. This may 
be more true of Washington than some other 
cities. 

New Zealand is the favorite country men- 
tioned by advocates of government owner- 
ship, including Congressman Lewis in sup- 
port of his argument. Quoting from the 
“New Zealand Postal Telegraph Guide,” it 
appears that only 8.3 per cent of the total 
exchanges in that country give continuous 
telephone service; 17 per cent give from 13 
to 18 hr. service, but are not open earlier 
than 6. a. m. or later than midnight; 15.4 
per cent afford service only from 8 a. m. to 
8 p. m.; 8.7 per cent furnish day service, 
usually 9 a. m. to 5 p. m. and with from %4 
hr. to 2 hr. evening service; 50.6 per cent, 
or more than one-half the telephone ex- 
changes in New Zealand, give service only 
from 9 a. m. to 5 p.m. More than one-half 
of the telephone exchanges in New Zealand 
are open from 6 a. m. to midnight only, and 
that on week days. On Sundays 82.2 per 
cent and on holidays 81.8 per cent of the ex- 
changes are not open at all, while the hours 
of business of such exchanges that are open 
are generally shorter than on week days. 

As to cost, Congressman Lewis gave the 
unlimited service rate in London as $82 per 
year. With the purchasing power of money 
in London usually about twice what it is in 
the U. S. A., that makes $160 per year as the 
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equivalent in this country, but the average 
rate paid by subscribers for telephone serv- 
ice in Washington for 1916 was $34 per tele- 
phone. 

Private ownership of telephones suits us 
pretty well. There is a lot of politics in tele- 
phones now, but it is mostly “talk.” Let’s 
keep it that way. 


Making the Best of Mis- 
fortune 


ALES ideas can originate even in mis- 
bn” fortunes. 

Not long ago a merchant suffered a slight 
loss by a fire that threatened to destroy the 
entire building and stock. Luckily the fire 
was discovered before it had acquired a great 
deal of headway and was promptly checked 
by the efficient use of a small fire extin- 
guisher. Before the day was over a window 
display had been built featuring this fire 
extinguisher. In the background was a large 
show card that read, “We have had a fire. 
Our loss was $200. It would have been 
$25,000 if a fire extinguisher had not 
been handy.” Smaller supplementary cards 
told of the convenient size, the ease of oper- 
ation, and the other good points of that par- 
ticular extinguisher. At the same time letters 
were sent to a list of merchants, factories 
and house owners. The campaign resulted 
in a large sale of fire extinguishers and in a 
decided decrease in the fire risk of the town. 

This same idea can be used whenever a 
fire of any kind occurs. If the fire is checked 
by an extinguisher the moral is obvious. The 
need of fire protection is impressed even 
more strongly when the fire is a serious one 
that might have been killed easily before it 
gained sufficient headway to become really 
destructive. 

Another merchant who sells a line of small 
household and store safes makes a point of 
having a window display of them built and 
a newspaper advertisement run whenever a 
robbery occurs. 

There are plenty of instances of this kind. 
A collision between two automobiles, in 
which the damage might have been slight 
had both cars been equipped with bumpers; 
accidents caused by glaring headlights, by 
the lack of sufficient red lanterns at points 
dangerous to traffic—all of these and plenty 
of others can be made the source of a drive 
on bumpers, or special lenses or lanterns, as 
the case may be. 

These mishaps, while unfortunate in them- 
selves, can be taken advantage of with profit. 
Incidentally, the merchant who does work 
along this line will be decidedly instrumental 
in preventing the occurrence of such avoid- 
able accidents. 








The Diary of Dawson Black 


By HAROLD WHITEHEAD 






Instructor in Business Method at Boston University 


Section 35 


ONDAY, March 13 (Midnight). Thirteen is 
M supposed to be an unlucky number, yet with 

me it has always been lucky. Thirteen, or no 
thirteen, however, I have pledged myself to a profit- 
sharing plan with my small staff for the year begin- 
ning June 1. You know my fiscal year ends the 
last day of May. 

Think of it! By the end of May I will have fin- 
ished my first year in business. When I look back 
at some of our pages, little diary, I realize that I 
surely have learned a lot in this short time. 1 
learned more each month than I learned in all the 
time I was a clerk. The reason is, I suppose, be- 
cause I have to learn now, whereas while a clerk I 
had neither the inclination to learn nor the en- 
couragement. I think bosses make a mistake in not 
encouraging their people to study business. 

Now I want to tell you about my profit-sharing 
plan. For the last week or two I have spent nearly 
every night with Jock McTavish, the accountant, 
who has helped me out so much in the past. I told 
him what I wanted, and we worked out a plan be- 
tween us. Jock is Scotch, and old-fashioned. I 
call him glue fingers, because whenever he gets his 
hand on money it sticks to him. 

“Aw, weel, noo,” said Jock, “dinna fash yersel’, 
mon! Ye may talk aboot yer pheelantropy an’ yer 
wantin’ ta help yer fella creeters, but you maun ken 
that you canna be doin’ it unless ye firrst get the 
baubees.” 

That’s just about how Jock talks when he gets 
excited, and then I reminded him that he is in 
good old U. S. A. and not in the land of oatmeal. I 
won’t try to tell you what Jock said in his own 
language. My fountain pen would get cross-nibbed 
in the attempt. This, however, is the substance 
of what he said: “When you took over this busi- 
ness you planned to sell $30,000 worth of goods the 
first year, and on that sales quota you planned 
expenses to be 20 per cent.” I nodded agreement. 
’ “At the end of November,” he continued, “that is, 
at the end of the half year, you were $1,128 behind 
your quota.” 

“Yes,” I said, “but we have caught that up.” 

“You’ve done fine,” said Jock. ‘‘Now, from June 1 
of last year to the end of February you have done 
$22,640, or $140 above your quota.’ This means 
that the third quarter of your fiscal year showed 
an excess over its quota of $1,268, which, if you had 
kept up that same pace all the year, would have 
meant an excess over your quota of $5,072.” 

“Wait a minute, Jock,” I interrupted, ‘“you’re 
making my head go round with all these figures.” 
And I took out my pencil and worked the figures 
out as he gave them to me. If I ever show any one 
this diary I am going to tell them to take their 
pencils also and figure it out as they read. 

“Now,” continued Jock, “you planned your ex- 
pense:, to be 20 per cent on a $30,000 business, 
but ss a matter of fact it is costing you 2214 per 
cent. on that basis.” 

“Let me see,” I said, figuring vigorously, “20 per 
cent. of $30,000—that’s $6,000.” 

“Hm, hm!” said Jock. 

“But you figure that at the present rate expenses 
will approximate 2214 per cent. of $30,000—or 
$6,750.” 
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“Exactly,” said Jock. “In other words, you are 
losing $750 worth of profit which you would have 
had if you had conducted your business better.” 

“I guess I’ve——” 

“Hold on,” said Jock. “I’m not saying you haven’t 
done well. You’ve done splendidly, but you ought 
to be able to keep your expenses down to 20 per 
cent. As a matter of fact, when you do more busi- 
ness I think you will be able to keep your expenses 
at 20 per cent.” 

“Where has that 2'2 per cent extra expense gone 
to?” I asked. 

“T’ll tell you,” said Jock. “You planned bad debts 
to be 12 per cent, or $150, whereas they are about 
1 per cent, or $300.” 

“Yes,” I remarked ruefully, “I remember that we 
made a lot of bad debts when we first took over 
the business, but since I have put in that new 
system of keeping closer track of charge accounts 
we have had very little loss that way. We will be 
down to our 14 per cent next ygar,” I added cheer- 
fully. 

“Maybe you will,” said Jock, “and then again 
maybe you won’t. You will, if you can keep your 
feet on the ground, and that seems pretty difficult 
for you to do all the time, doesn’t it?” 

“Now, advertising,” he continued, “we planned 
should be about 1 per cent, or $300. As a matter 
of fact, you have already spent that, and will prob- 
ably spend $100 more before your fiscal year is up. 
Your advertising will be 1'2 per cent instead of 1 
per cent. There is another 1% per cent gone.” 

“Next year my advertising will be 112 per cent,” 
I said. 

“All right,” said Jock, “but remember that the 
extra 2 per cent means $150 cold cash.” 

“I’m quite willing to pay it,” I said, and here I 
felt on sure ground, for I am convinced that the 
advertising we have done has been responsible in 
no small degree for our success in doing as much 
business as we have. 

“Now, general expenses,” continued Jock, ignor- 
ing my comment. “General expenses we planned 
should be 11% per cent, or $450, but they will be 
2 per cent, or $600. 

“Your rent should have been 3 per cent, or $900. 
As a matter of fact, it is $1,000. Your depreciation 
was planned for 1% per cent, but it will exceed that, 
or so I gather from what you tell me, so that you 
might say that depreciation and rent accounts for 
another 1% per cent excess of your expense allow- 
ance.” 

“We will keep depreciation down to 14 per cent 
nicely next year,” I commented. “I will avoid some 
mistakes in buying that I made this year, and be- 
sides I will have cleaned out the remnants of the 
old stock which I bought from Jimmy Simpson.” 

“On the other hand,” continued Jock, ignoring 
altogether what I said, “you expected the delivery 
costs to be 114 per cent, or $150, whereas I don’t 
think they will exceed $100, so there is a wee bit 
saving. Now, salaries should have been 11 per cent, 
or $3,300, whereas they are rather more than 111 
per cent, or $4,200. That is where your 2'2 per 
cent has gone. I will summarize those excess ex- 
penses: 
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ne ee 14 per cent 
TOMEI is 5's ac otis ows ly per cent 
General expenses........... ly per cent 
Depreciation and rent...... ly per cent 
MI nidic Wek wesc de oe e ly per cent 


“Here’s the situation,” continued Jock. “The av- 
erage mark-up is 33 1/3 per cent on cost, or 25 per 
cent profit on sales price. Expenses were planned 
to be 20 per cent of sales, and had that been so 
you would have had 5 per cent profit after all ex- 
penses had been paid, for yourself.” 

I began to listen attentively here. Isn’t it strange 
how one sits up and takes notice when one’s own 
pocketbook is in discussion? 

“As it is,” said Jock, “expenses being 221% per 
cent, you make only 2'2 per cent profit, if you get 
your quota.” 

“Tf,” I said scornfully. “It’s a cinch we’ll do it.” 

“T hope you will, but don’t brag about it until you 
get it. You can’t build your house till you’ve got the 
bricks.” 

“Bricks!” I had almost forgotten when I felt 
that tendency to boast I should say to myself, 
“bricks,” as a reminder that there’s no use saying 
what one will do till one has the material with 
which to do it. 

“Listen, now,” said Jock. Jock began to remind 
me of an inexorable fate, he went along so quietly, 
impartially, just as if he was passing sentence on 
me. As a matter of fact, he was making me think 
of the finances of my business in a way that I had 
never thought before. However, I won’t tell you 
what I think, but what Jock said. 

“If you had made 5 per cent net profit on your 
$30,000 worth of business you would have added 
$1,500 a year to your income, whereas, now that 
you may make only 21% per cent on that amount, 
your income will be reduced $750. It is just those 
wee little half per cents that have taken $750 out of 
your pooch.” 

“If we increase our sales,” I said, “of course that 
is equal to increasing our rate of turnover, isn’t it?” 
Jock nodded. “Now, see if this is right: If we 
do make a little less profit on each turnover the 
actual dollars and cents profit at the end of the 
year may even be greater than it would be if we 
made a larger net profit on each sale but didn’t sell 
so much goods.” 

“You reason that out well, lad,” said Jock, and 
somehow I felt quite chesty to think I had done 
something which pleased the old heathen. 

“If you keep your expenses as at present, and 
increase your sales, all the profit on the excess 
business above your quota is velvet. You don’t 
have to pay any more for rent, taxes, heat, light, 
depreciation, advertising, or insurance. In other 
words, your operating expenses on all business over 
and above your sales quota are reduced by these 
items. This saving would reduce your operating 
expense 8 per cent, meaning that this excess busi- 
ness over your quota would only cost you 12 per 
cent to get, instead of 20 per cent. In fact, if you 
can get more business than your quota calls for, 
without increasing your salaries, that would wipe 
out all expenses except delivery and general ex- 
penses. Now, if you feel you must give away your 
‘harrd-earned money,’ here’s a proposition for you: 

“Plan to keep your salary expense at its present 
figure, which is based on $30,000 worth of sales 
annually. 

“You can afford to pay 11 cents for salaries out 
of every dollar you get. Give 11 cents on every 
dollar you take above $30,000 to your salespeople, 
and divide it among them according to their sala- 
ries. For instance, suppose next year you do $40,000 
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worth of business—and you ought to be able to do 
this because you are selling at a slightly better 
rate than $35,000 a year now. If you do, that is 
$10,000 above your sales quota. Eleven per cent of 
$10,000 is $1,100, which you could divide among 
your people.” 

I referred to my note book of expenses, and said: 
“Our salaries at present total $71 a week.” 

“Including yourself?” 

“Yes,” I answered. 

“Well,” continued Jock, “that bonus would add 
$22 weekly to that $71. That means for every dol- 
lar of salary now earned there would be added $3.14 
bonus.” 

“How would it work out in Larson’s case?” I 
asked. “He gets $20 a week.” 

“Well, his bonus would make it worth about $26 
a week to him. Another way of putting it is that 
every dollar of weekly salary secures a bonus of 
$16.12 a year. I would suggest you pay a bonus 
every quarter—if your quarter’s quota of sales is 
secured.” 

“Suppose we need extra help?” I said. 

“If you have to have extra help, the expense of 
it will have to come out of the $1,100 bonus, or 
whatever the amount may be. Unless you did this, 
you would be exceeding your original salary allow- 
ance. If your people know that the less people 
there are working the more money each of them 
makes, they will all of them work as hard as they 
can to accomplish the results without adding extra 
people to the payroll. There is one thing I must 
warn you of, and that is, tell all your people that this 
is only a plan to be tried for a year, and that each 
year you will decide upon the sales quota according 
to the growth of your business.” 

“T think I follow you,” I said thoughtfully. “The 
more business we do with less help, and therefore 
less payroll, the bigger will be the bonus to divide. 
But where do I come out in all this?” I asked. 
“Eleven hundred dollars seems a lot to give to those 
fellows.” 

“Here’s where you benefit,” said Jock. “You give 
yourself a salary at present of $25 a week, don’t 
you? That’s $1,300 a year. Now, then, if you sell 
$40,000 worth of goods next year, you will make a 
net profit of 5 per cent on $40,000, which is $2,000.” 

“That’s so,” I commented. 

“In addition to that,” he continued, “you make 
an extra 8 per cent on $10,000, the excess sales over 
quota,-on which you have no expense other than 
salaries; 8 per cent of that $10,000 is $800. Then, 
again, remember that your share in the bonus, for 
11 per cent for salaries includes your own, so you 
receive a bonus of $403 out of that $1,100. In’other 
words, if you have $40,000 worth of business the 
next fiscal year, and keep your expenses down to 20 
per cent on a sales quota of $30,000, your income 
would be $4,503.” 

“Can you beat it!” I said under my breath. “Four 
thousand five hundred and three dollars,” I con- 
tinued slowly, “$90 a week. Great Scott, that’s mak- 
ing money!” 

“Tt’s all a question of being able to get your people 
to speed up your sales to increase the turnover of 
your capital so as to make extra profit without extra 
salespeople,” said Jock. 

“That’s salesmanship,” I commented, for I re- 
membered my friend Rob Sirle—if I can call such 
a big man my friend—saying that “salesmanship 
is the creation of additional business without addi- 
tional cost.” “What we must exercise this next year 
is salesmanship. Why, I can afford to make small 
increases in salaries and still make a good thing 
for myself,” I added. 
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“Yes,” said Jock, “of course you can make in- 
creases in salaries, but remember you can only give 
people the money in one way or the other. If you 
increase salaries you must reduce bonuses in pro- 
portion.” 

Well, I told them about it at the meeting this 
evening, and if their heads are in a bigger whirl 
than mine I pity them. Jock was there, however, 
to explain it all to them, and finally I believe they all 
understood the plan. Larson, however, said dubi- 
ously: “It seems very complicated to me, Boss.” 

“All you’ve got to think of,” said Jock, in answer 
to him, “is that you get no bonus until the store 
has sold $30,000 worth of goods. After that, 11 
cents on every dollar is divided among you accord- 
ing to your salaries.” 

“When does this come into force?” then asked 
Larson. 

“We will start this on June 1—that is, three 
months hence,” I said. I noticed Larson’s face fell, 
as also did Jones’. “But,” I continued, and here 
they brightened up, “if we do exceed our $30,000 
this year I shall give a bonus, though only half what 
it will be next year.” 

“Why only half?” asked Larson. 

“Because,” said I, “our expenses have been $750 
too high as it is. If we do exceed our $30,000 for 
the year ending May 31 we will split up six cents on 
every dollar over that amount, in proportion to 


Coming Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel. F. D. 
Mitchell, secretary-treasurer, Woolworth Building, 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters, the Rice 
Hotel. John Donnan, secretary-treasurer, Rich- 
mond, Va. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Amarillo, Tex., April 23, 24, 25, 
1917. E. P. Thompson, secretary, Memphis, Tex. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hot Springs, May 3, 4, 5, 1917. Grover 
T. Owens, Secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Tampa, May 8, 9, 10, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, 
Atlanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Montgomery, May 22, 23, 
24, 1917. Walter Harlan, secretary, 44 Boulevard 
Circle, Atlanta, Ga. 

METAL BRANCH, NATIONAL HARDWARE ASSOCIA- 
TION OF THE UNITED STATES, SIXTH ANNUAL MEET- 
ING, William Penn Hotel, Pittsburgh, Pa., June 1, 
2, 1917. George A. Fernley, secretary, Philadel- 
phia, Pa. 

GEORGIA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Macon, June 5, 6, 7, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, 
Atlanta, Ga. 
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your salaries. How does that strike you?” I said, 
for every one was silent. 

Larson rose to his feet, coughed impressively, and 
said: “Mr. Black, on behalf of the other fellows 
here I want to tell you that we appreciate what you 
are doing for us. We don’t quite follow this per cent 
stuff, but you are a bigger business man than we 
are”—I could not help looking at Charlie Martin 
when he said this, for Charlie, with his thorough 
business training in the college of business adminis- 
tration, I knew to be a better business man, on the 
theory of business, at any rate, than all the rest of 
us—‘“and we know that if you have figured it out 
that way it will be fair to us; and I must say that 
it looks generous to me, and I know the wife will 
be tickled to pieces.” 

I smiled at the way Larson drifted from general 
congratulations to thoughts of his wife. 

Well, the meeting broke up pleasantly, and every 
one left with a firm determination to do his best to 
increase sales without the need of increasing our 
force. Jones and Larson and the boy Jimmy walked 
down the road together, and I heard Jones say: 
“We will work day and night. If we can only do 
the business without getting any more help——” 

And then I heard Jimmie’s voice: 

“Believe me, kid, the Boss sure said a mouthful 
to-night, didn’t he?” 

I really must try to cure Jimmy of his slang! 

(Té be continued) 


NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Mo., June 12, 13, 14, 1917. M. 
L. Corey, secretary, Argos, Ind. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Wrightsville Beach, N. C., June 19, 20, 21, 
1917. T. W. Dixon, secretary, Charlotte, N. C. 


Cincinnati Guild Has New 
Officers 


THE Cincinnati Hardware Guild, Cincinnati, Ohio, 

held its annual meeting at the Business Men’s 
Club on the evening of March 16. The only business 
that came before the guild was the election of of- 
ficergs, and the following were chosen to serve during 
the ensuing year: 

President, Charles Kobmann; vice-president, Ferd. 
Doepke; secretary, Carl Schott, and treasurer, 
Charles Zimmer. The new board of directors is 
composed of John J. Fischer, Charles Blum and 
George Gwaltney. John Weigel, former president, 
had the meeting in charge. 

It was decided to hold another business meeting 
at Schuler’s Restaurant at 6.30 p. m., March 30. 
All active members are urgently requested to be 
present, as business of importance will come be- 
for the guild. 


R. S. TAYLOR and H. G. Laidlaw of the George 
Taylor Hardware Company, Cobalt, Ontario, were 
HARDWARE AGE visitors this week. These gentle- 
men report an exceptionally fine business during 
the past year, due largely to the increased demand 
for the product of the gold and silver mines of 
their district. The dealers of Ontario are having 
the same trouble to secure goods in prompt and 
sufficient quantities as is common in the United 
States. They believe that present prices will pre- 


vail if not advance for fully a year, and are gaging 
their buying accordingly. 























_ Publicity for the Retailer 


Comprehensive Spring Announcement—Missouri Dealer 
Adopts “Column” Style of Newspaper Advertising— 
Featuring a Substitute for Wall Paper 


By BURT J. PARIS 


Asking the Housewife to Abandon Wall Paper 


No. 1 (2 cols. x 6 in.).—Kellogg & Mead, Ka- 
tonah, N. Y., sent us this ad and as an argument 
for tinted walls it fills the bill exactly. It is a ready- 
made ad, very neatly filled in. The layout is good: 
the name of the product is well displayed and the 
illustration gives the headline life and meaning. 
The argument touches on a condition that is present 
in every home, and so invitingly is the velour finish 
presented that the reader will be apt to give it a 
trial in one or two rooms at least. The paragraph 
on the artistic possibilities of the finish is excellent, 
for the reason that many people are prejudiced 
against tinted walls, thinking that no artistic possi- 
bilities lie in a paint finish. The positive guarantee 
closes a well thought out ad, and if you are inter- 


Can you wash 
your walls? 


You have often wished that you 
could remove spots and stains from 
your wall paper. Perhaps the paper 
was almest new. In that case the 









marks must remain an eye-sore, or 
you must. go to the. expense of 


We can save you all such annoy- 
ances. We recommend that you use 





THE CUARANTEED:. 6x 


| VELOUR FINISH 


in place ‘of this unsanitary wall 
paper. It is an oil-paint that gives 
to walls a beautiful, soft, water-color 
effect. If it becomes soiled, you 
can wash it with soap and water. 





Besides being a thoroughly ‘sanitary finish for. your walls 
and ceilings, Devoe Velour Finish also offers artistic possibili- 
ties that cannot be attained by wall paper. Also, it is more 
economical—lasts longer than wall paper. 

Devoe Velour Finish is not-an experiment. We guarantee 


every can of Devoe we sell. Our customers tell us it gives 
them perfect satisfaction and that it is very easy to apply. 


KELLOGG & MEAD, - KATONAH 


Headquarters for Paints, Oils and Varnishes 


No. 1—A good argument against wall paper 
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Grape Fruit Knives 39c 


The New Empire-Grape Fruit Knife hat a weep keen double edge. Round end of 
the knife prevents cutting the skin and losing the juice of the grapefruit or orange. 
With this knife you can properly prepare grapefruit. Our regular price is 50c. 


2 Stewart Phonographs 
$6.50 


Tust think of the jeyfal evenirgs 
you can have with the Stewart 
Phonograph It is @ practical ma- 
chive with a strong motor, With 
its Universal Reprodncer it plays 
records of any type. It bas a beav- 
tiful melodious tone of life-like ex- 
pression. Let us demonstrate it to 
you. The price is $6.50. 
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Electric Supplies for the Home 
Mazda Lights Sockets 


15 to 40 wnhtt......... ‘27¢ Brass Key Sockets... 
i oeaee, Saomesoasnesnas aes Push Button Sockets 
NITROGEN LIGHT FOR Cha cot) 75é 
READING LAMPS Porcelain Chain Sockets..§2 
Porceluin Key Sockets..45¢ 


-00 |} BENJAMIN Plug Clusters 
Extension Cord 89 | Wil! solve the probiew — 
of having a light acd : 


Consists of 8 A 
feet of twisted " & stove gril]. toaster, 
cord, brass key fron, or any appliance 
socket and at- ’ 4 Ag 


tachment plug. from one socket. 
Regularly priced at $1.10. 
Flashlights 79c 

Heavy fibre 
case With Maz 
da bulb and 
guaranteed 

battery. Priced regularly $1.20. 


WARNER ieee 


No. 2—Good combination ad 














o Sockets (like 















Two Way. 
Three Way ...81.30 
Fuse Plugs 


Six to 30 amp. Weber. Chicago and 
Bryant makes. Let us demonstrate the 
six in one plug, 



















ested in the sale of an article of this sort, you 
would do well to study this ad and pattern after it. 


Interesting Items Well Presented 


No. 2 (2 cols. x 61% in.).—The Warner Hardware 
Company, Minneapolis, Minn., sent us this ad, 
which is a most interesting potpourri of salable 
merchandise. The phonograph panel will gain at- 
tention at a glance and the copy presents it as a 
capable instrument at an extraordinarily low price. 
Grape fruit knives are in season just at present and 
many a home that has been doing without one will 
get busy and add this time and temper saver to the 
kitchen equipment. More than half of the ad is 








lt is tome to prune now We have 

” Toole ready The 

kind you want st reasonable prees 

Net the creap-cle kind but good 
sharp deel blade tools 


/ Pruning Shears 

Coed sever trecah mallecble handle 

cael blade, ancy crmtiag shears Wil 

et Heck lem Worth 

He Sypmial 3% 
Othet grades 


23c, 49c, 73¢. 


Pole Tree Pruners 
The long roach. easy operating growme Water's 
mabe Co recy Avord mnceceny A chiming 
tone or hedders 
B-ft 10-ft 124. 
79: 89 98 


Pruning Saws 
“Servurite” dovthe edge blade Easy wo 
ca large liens Pans tone, cate bow 


Garden Tools 


You can get bemer values here be- 
come we bought at low prance and 
can wave you mamey, “Note the di 
ference” These ase quality tools. 


green HARDWARE CO. KINSE Y’S NORWOOD HARDWARE CO queue 
Pruning Tools 
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BALL 
BEARING 


Trojan 

A low.prinad mower of 
weer! quelay. There ore 
cheaper mower bt wome that 
will equal the mache bor 
the pues. Leng wom ood 
runs cory Setidection gues 
ensaed ot your money beck 


$3.29 





Many years experience with ddlerent grades of mowers has enabled us to 
select those lund that wil @ve satdechon. Machines 
years A service. Every mower we sell s quaranteed, 


that wil gre many 


| Parneon | ances tooo 
Aa cacy rename len oe | mane toon 


eee, ondiym-yrced | eat Have 6 blades made 
wochioe Every pan | of cold called ercthe nel, ol 
wall made oA quod ma. | mew 
tonal. Hee 5 wolael lowes @ ante whee we. 
Wades Ball Bearing, | ‘niet 0 requeed to gre wom 


Hegh Wheel | pokey penne You rd 
| thew sary ents quake y 
$4.98 | "$11. 25 


Spading Forks 
The gerdener's mot uedel tol 
Eacalinnt (ot yuh ond comer work 
These grades ond on sncallent vabee 
thet we fer bot only 


73 


Children’s Sets 
‘The “Kuddies” Vike to get close to nature os 
well as the grown-ups ond we hove garden 
sets for them at 


10¢ 25¢ 48° 98 








cysolay 
Only 60¢ 
on” Tool Set 
— we outed Comame 
P Touls w arong he 
es 
ve 
Screw hireatiole 
Drivers, | fol Pier 
4m 10c poo ary 
\ 5in 13 See 
6-in 15¢ 35 
Hammers 


Geed andi Claw Hemee, will aa leer @ 
head Just right for the home tool 
ba 90s grade. Special 33¢ 


Hand Saws 


nl OO 
You will have use fur one of these fast cutting. 
cacy tanning Saws. Fine steel blade, she 
powed and wet eed well handied 


Valeo Special 8 5c 


Our Special Five Font Step 
Ledder, aly 
Feather 


Dusters 
A tne of hee 100.commt bull 
stock duaers Spin teothers 
a “Servurte” prem Exire 
value, special 100m well 
made duster, » bargue 


1% 








Cleaning Time Needs 


Water Pails 





19 | Move fret Grate 29: 


Cedar Oil Mops 
A good adjustable handle Oiled Mop 
| same as the $1.00 kind but smaller 
in size. The bottle of of that goes 
with the mop is alone worth the price. 
— -Mop, Bottle Ol 
aad Meaflew ss c2ccdccccee 19¢ 


Rakes 
Any bund you want 
Over wprcsal 12-100 
Steel Rakes (ct won) 


only 20: 


Garden Trowels 
An umesually good Trowel that will 
“Serverac” at only 
Boner Grades up to 76« 





Wheel Barrows 
We have a big variety and can ve 
you the kind you want. Wheel Bar- 








Lawn Seed 


Use ow “Central Park” Lawn 
Seed now and you will have « beau 
tiful luxuriant lawn this season. This 
is fine mixture of Blue Grass, Red 
Top and Clover. Grows permanent 
grasses and assures an early growth 

Fancy prices do not make grass seed 
better and we positively guarantee you 
that you can not buy grass seed at a less 
price that will “Servunte” or give hon- 
est satislachon 


A big full one-pound 
package, worth 20c, 1 4c 
for only 





POULTRY 

NETTING 

Market conditions 
have advanced cost of 
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4%, 9c, $1.23, $1 
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Garbage Pails | Wringers 


Heavy gauge galvanized Wit's 
and Laweo Pails with clow | 


The best qual. 
Let as “Sere ae ale te er " 
1) seve you — > ~ 


val Kengdord Wenger, Vulcan 


MB, $113) eS Be” "TS as 











you may eabject' these lampe will prove thi. 
‘You will have to admit that we certainly cas 
“Serverite” oo Electric Lamps. 

110 Volt Somge 
1sw 2sw cow 
ne P. 2c P. ser. CP. 
27c ~esnin 36c 


Lampe >. 


KINSEY’S 


NORWOOD HARDWARE CO. 


SERV U 


thd 


rows lor occasional use of constant ser- 
vice. Get our prices. 
A barrow wah meel wheel standard nee, well 


tmede snd jus the hind bor 
gurden wee. Special $2.39 





Your Garden Hose d its from “Kin 
sey's will “Servurite” Ask your 
neighbor and he will tell you that the 
Garden Hose from us gave hun per- 
fect satistaction. We can furnsh you 
with any grade hose you may deure 
Oun Servurite Hose is guaranteed from 
end to end. it will give you long ser- 
vice and satisaction. Seamless tube 


deat caren ZC 


Otber Lirades at 6c, 9c, Ile 








the ground after winter's frosts cracks 
and loosens the top soll and the lawn 
should be rolled to repack the ground 
and to protect the grass*roots. 

Gold Medal Lown Roller, ball bering easy 
te operate. Cam be Glled with water or sand 
Werghs flied wah water over 


200 Ibn. ‘Ow price aly. $8-98 














No. 3—Giving Spring buying a big push 


No, 4—A_ well-edited 


Hardware Age 


Oil stoves are very rapidly taking 
the place of cast and steel stoves 
the? have proven more economi 
cal, easy to clean, afid. the most 
ali, your k®chen is more comfort 
able in the hot summer days 

The Perfection Oil Stove you 
have all heard of it is the most 
simple stove made, therefore, less 
liable to trouble, and we are here 
to take care of any trouble you 
might have with the Perfection. We 
have several hundred of them in 
use and every lady using one is 
very much pleased with the service 
it renders. 





Now is the proper time to «et 
your incubator and get an carly 
start. We have the Favorite locu 
bator which has been giving our 
trade excellent satisfaction for the 
past five years. 

110 egg capacity... $10.75 
160 egg capacity... 1358 

220 egg capacity 16.00 

Poultry and eggs are bringing 
surh a wonderful price that profits 
denved from the use of an incubs- 
tor is well worth considering We 
have chick food, oyster shell and 
drinuing fountains. 

In view of the high food prices, 
every family that has any available 
ground space make some 
garden this spring When you go 
to look for your rake or hoe you 
will probably find that they are 
worn out or brokes. We have 2 
good assortment of too’s and will 
be glad to show you. 

CROCKERYWARE 

In the past few mOnrhs we have 
had hundreds of calls for Crockery- 
ware and we decided to add this 
line to our stock, and have just re 
ceived a large shipment. 

Jars—12 gallon to 20 gallons. 

Churns—2, 3 and 4 gallons. 


All the above 10c per gallon, ex 
cept 15 and 20 gallon jars 12ic per 
Galion. 

OUR 10c DEPARTMENT 

We take special interest in keep 
ing op our 10c¢ parument We 
now have a number of tables for 
this special purpose and you will 
at all times find real values in this 
deparement. For next week we 


TOOLS AND BUILDERS’ 
HARDWARE 
Good, serviceable tools aré a 


Edge and Tools are our 
brands and we stand back of every 
tool we 
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devoted to electrical supplies. Many items are listed 
and they are all items constantly in demand. Conse- 
quently in summing up the strength of this ad, we 


‘should say that it has a wide appeal and therefore, 


no doubt, proved more effective than were it an ad 
of items appealing to a limited number. Although 
in an ad of this type a specialty may be well intro- 
duced for those to whont it does not appeal, they 
will be interested in the body of the ad. 


Here Are the Goods That We Buy in the Spring 


No. 3 (10% in. x 22 in.).—Albert J. Hovecamp 
of the Norwood Hardware Company, Norwood, 
Ohio, sent us this spring announcement ad and it 
certainly is a fine piece of selling publicity. We 
direct special attention to the peculiar and distinc- 
tive slogan of the firm, “Servurite.” A _ service 
thought in a word which, in our opinion, is mighty 
good publicity work. The words are combined so 
that the meaning of the coined word is instantly 
apparent, which is more than can be said of similar 
efforts along this line introduced by some manufac- 
turers themselves. A brief opening talk introduces 
the galaxy of seasonable items and down toward the 
close of the announcement the big panel on the 19c. 
stew pan looms up. Such items as pruning tools, 
lawn seed, garden tools, hose and rollers for the 
lawn bring to the reader the realization that at last 
spring is with us. Together with the gardening 
and lawn necessaries there are featured those time- 
honored adjuncts to spring cleaning and regenerat- 
ing. Garbage pails, step ladders, mops, etc., are in 
the housewife’s mind just at present. Another 
thing to note in connection with this ad is that 
even the most insignificant article carries its block 
of descriptive text matter, and on such items as the 
mowers, roller, hose, etc., the copy treats of the 
subject at length. As a result this circular is fully 
equal to a small booklet or catalog. Note also that 
prices are listed on every article shown. That Mr. 


A. C. Gilbert Company 


Increase3 Property 


The A. C. Gilbert Company, New Haven, Conn., 
maker of Erector, and now manufacturer of a com- 
plete line of toys for boys and girls, has purchased 
the former Maxim Munitions Corporation plant, 
which more than doubles the capacity of the Gilbert 
factory. The purchase adjoins the Gilbert property 
so that the company will maintain its present quar- 
ters and distribute the various departments to cover 
the newly acquired space. 

As: is the case with all big rapidly growing con- 
cerns, there is one dominant personality, that of 
Alfred C. Gilbert, who has forced the building up of 
what is now one of the largest toy factories in the 
world. 

This business started in a small one-room shop in 
Westville, a suburb of New Haven, seven years ago. 
At that time the products were metal and cardboard 
toys, tricks and puzzles. Mr. Gilbert opened up the 
shop in the morning, and the business was not run- 
ning on an 8-hour basis either, and locked it up at 
night, or sometime after midnight. In those early 
days he acted as expert workman, designer, shipping 
clerk, bookkeeper and salesman. 

At the end of two years the business had grown 
to such an extent that it was necessary to engage 
a salesman and send him on a trip across the conti- 
nent with a line of puzzles just originated. This 
trip met with such success that plans were made 
to increase the line. New machinery was installed, 
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Hovecamp spent considerable thought and care on 
this ad is evident from the headline to the firm 
signature. 


The “Column” Is Popular Nowadays 


No. 4 (1 column by page length) .—Since we have 
been showing the column ads of the Aid Hardware 
Company and Schroeter Bros., column advertising 
is becoming popular with many merchants. Here’s 
a new dealer who has gone to column set-up. Wilbur 
Adkins, manager of the Adkins Hardware Company, 
Granby, Miss., sent us this ad asking for our opinion 
on the style of make-up. We like the column ad. 
With clever make-up it can be made to stand out 
on the newspaper page with striking effect and in 
many cases makes a stronger display than the same 
amount of space in three columns or two columns. 
This Adkins ad is well laid out. There is a nice 
balance of type in the display lines, in the text and 
the illustrations are well placed. Five lines are 
featured, but the greatest prominence is given the 
oil stoves and incubators. The copy is well worth 
reading, for it is chatty in style and more conver- 
sational than argumentative in appeal. The high 
cost of living is worked in to help sell the incubators 
and a demonstration of flour is wisely calculated to 
create a good-sized interest in oil stoves. Notice 
that the 10-cent department paragraph is livened 
up by a special one-week offer. And then as you 
are about finished with the ad, you come to the 
cordial invitation to visit the rest room, write your 
letters and make yourself generally at home. How 
many hardware stores are equipped with rest 
rooms? If the department store finds them valu- 
able, why not the hardware merchant? Here is a 
fellow-merchant who has one and he might tell you 
how to design one if you wrote him about it. This 
Adkins column is full of real, live hardware interest, 
and we would like to see some more samples of this 
sort of column editing. 


two more salesmen engaged, and a modest advertis- 
ing campaign to the trade started. In the spring 
of 1913 Erector which Mr. Gilbert had originated, 
was brought out. The first year it was on the mar- 
ket only a few thousand sets were sold; during 1916 
the company states that over 1,750,000 were dis- 
posed of. The annual sales are claimed to amount 
to over a million dollars. "The company maintains 
an office in New York, San Francisco, Chicago and 
agents in Canada, Europe, Australia and South 
America. 

In 1916 Brik-Tor and the Electrical Sets were 
brought out, and this year an interesting innovation 
in wireless, whereby boys will have complete outfits 
with which they can actually send and receive mes- 
sages at toy prices, has been put on the market. 


Canadian Coneerns Want 
Catalogs 


(THE Consumers’ Limited, Swift Current, Sas- 

katchewan, Canada, desires to get in touch with 
manufacturers of hardware in all branches, and 
requests catalogs and jobbers’ price lists. 


Metal Branch to Meet in June 


THE sixth annual meeting of the Metal Branch, 

National Hardware Association of the United 
States will be held at the William Penn Hotel, 
Pittsburgh, Pa., Friday and Saturday, June 1 and 2. 
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Trade Conditions and Iron, Steel and Hardware Prices 





NEW YORK 


Office of HARDWARE AGE, 

New York, March 27, 1917. 
A MONG retailers their buying at present is moderate 

after early anticipation of wants in the first quar- 

ter this year and even the later months of 1916. There 
has not been enough of spring merchandise taken by 
consumers so far to necessitate many repeat orders, and 
follow-up specifications are not strong yet. 

It is said that this is a jobbers’ market, because of 
orders given far back in last year at much lower levels 
than now, with many orders still unfilled, but contin- 
ually coming along for distribution at the higher cur- 
rent prices. In the Central West, sales managers just 
back from the large distributing centers say jobbers are 
busy, and getting many orders; that their sales are 
ahead of comparable periods in previous years in dol- 
lars and cents, but that this statement applies more to 
money values than the volume of merchandise, which in 
bulk has been curtailed somewhat by high prices. 

The representatives of a leading saw manufacturing 
plant where the raw material is also made says that 
its main trouble is principally labor, while another man- 
ufacturer’s representative in an eastern city says “it is 
a crime” to see so many machines idle when material 
is available, for this concern is also badly handicapped 
because of labor scarcity. 

Now is an excellent time for retailers to get spring 
stock properly displayed and advertised, thereby forc- 
ing on the attention of potential buyers goods that will 
be bought soon or not at all. Many of the well-to-do 
class begin to leave the city for country or suburban 
places in May or early June, according to the weather, 
and frequently take necessary tools, implements and 
other supplies from the city along, so that it is wiser to 
urge this matter in advance to avoid losing sales, as 
these goods are not always pressing necessities and if 
overlooked purchases may be postponed a year. There- 
fore, April and all or a part of May cover periods when 
this branch of city business may be made to pay well 
among customers about to change their residences until 
Labor Day or later. 

The present is likewise propitious for looking up new 
goods of salable character, possessing novel features, 
which afford a good profit and help to sell other mer- 
chandise of longer known and more staple character. 

There is some stiffening of prices in hardware and 
occasional advances, although not so much of day-to-day 
occurrences as heretofore. 


WirE NAILS.—Jobbers are surprised at the demand 
since the last advance. Some of them thought that 
they had sufficient nails for spring trade to May 1, at 
least, at the former base, but additional orders for 
March and April delivery have fairly swamped their 
stocks, we are told. There have been active purchases 
at the $3.20 base (f.o.b. Pittsburgh in carloads to job- 
bers) and stocks that were expected to be sufficient have 
proved to be about one-half enough. 

Wire nails, in store, are $3.80 and carted by the jobber $3.85 
base per keg. 

Cut Naits.—In the cut nail market there is little 
observable change in the general situation. It is esti- 
mated that the surplus in cut nail makers’ hands is 
approximately but 25,000 kegs, alhtough it may be a 
little in excess of that. The manufacturing capacity 
from various causes is down about a half and sales 
are in proportion. There is not much doing in export 
at present and very little inquiry, most of which is 
attributed to high prices, exporters hesitating to buy. 
There are inquiries but not many of them are expected 
to end in orders. 


Cut nails, in store, range from $4 to $4.25 base per keg, 
according to circumstances. 

LINSEED O1L.—From the present outlook there is 
little, if any, prospect of lower prices on linseed oil. 
Flaxseed is scarce and consequently high, a condition 
due in great measure to the eight months’ drought in 
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Argentina during the growth of the last crop, coupled 
with the short crop in the U. S. A. For instance, the 
harvest in Argentina, which had averaged for the pre- 
ceding five years approximately 39,000,000 bu. (some 
years nearer 50,000,000 bu.) dwindied to about 6,000,- 
000 bu. for 1916, thereby cutting down the seed avail- 
able for use in emergencies, especially in Atlantic Coast 
territory. 

Linseed oil for future deliveries during the summer 
months may be had in certain quarters at a discount of 
le. per gal., while in other sections futures are not 
offered or obtainable at all, the situation varying with 
the crusher’s point of view. 

Linseed oil, raw, city brands, card rates, is unchanged at 
$1.01 for 5 or more bbl. and $1.02 per gal. in less than 5 bbl. 

State and western oil is approximately for delivery in the 
a future, in carloads $1 and $1.01 per gal. for smaller quan- 

Ropre.—Some of the rope makers repeat that there 
are more orders than capacity can produce, because 
of the diminution in the amount of available fibers. 
Manila hemp, which is a little stiffer in price, is coming 
into this territory almost exclusively from the Pacific 
Coast, through Seattle, Tacoma and Vancouver, British 
Columbia and some via San Francisco. Mexican sisal, 
in ‘the raw state, is practically in the same stage, so 
far as getting it is concerned, and also very high 
priced. Business in the metropolitan district continues 
good, notwithstanding the temporary harbor blockade 
of east-bound ocean tonnage. 

Manila rope, first grade, is 24c., second grade 23c. and third 
grade 2ic. base per Ib. 

Sisal rope, first grade, is 20c. and second grade 19c. base 
per lb. 

NAVAL StorES.—There has been a marked decline in 
naval stores in southern primary markets, where the 
tone is heavy and purchases are light, which condition 


‘ has similarly affected buying in the New York market. 


There is a disposition to await further reductions be- 
cause of the new crop movement which is just beginning. 

Turpentine, in yard, is quoted at 45%4c. per gal. 

Rosin prices are looked upon as nominal in the various 
grades with manufacturers practically marking time while 
watching developments. 

Common to good strained, in yard, on the basis of 280 Ib. 
per bbl. is $5.70 and D grade $5.90 per bbl. 

Wuips.—The following figures give a list of the prin- 
cipal raw materials used in making carriage and wagon 
whips, with the percentage of advance in costs since 
Sept. 4, 1914. It was compiled by the Featherbone 
Whip Company, Westfield, Mass., under recent date, 
and is as follows: Rattan, 300 per cent; thread, 300 
per cent; colors, varnishes, oils, etc., 100 per cent; 
mountings, 200 per cent; iron (for loads), 100 per cent; 
cloth, 150 per cent; leather, 100 per cent, and rawhide 
centers, 200 per cent. 


WIinpow G.Lass.—Current window glass business in 
this territory is fairly good, but a little quiet at pres- 
ent. Leading manufacturers say that they look upon 
higher prices as bound to come before long, basing the 
prediction on the cost of materials and labor, both of 
which are scarce, with the end of the blast only two 
months away. One hquse manufacturing glass and 
which has long imported it also, says that now it is 
paying 50 per cent more for American picture glass 
than normally it used to lay down in New York the 
finest superfine English picture glass made by the 
Pilkington’s, St. Helens, England. For instance, glass 
that brought a little in excess of $5 per box is now 
$7.50 and likely to go higher in the near future. One 
of the obstacles to production is the freight situation 
and dearth of materials. In one plant there is enough 
for but 10 days’ consumption, with prospects of shut- 
ting down for lack of material should the railroad situ- 
ation become worse. 

Window glass prices are as follows: 


Single thick, first three brackets, A quality, 84 and 3 r 
cent.; single thick, first three brackets, B quality, 86 and 5 




















March 29, 1917 


per cent; single thick, larger than the first three brackets. 
A and B quality, 83 and 3 per cent; double thick, all sizes 
A quality, 84 and 3 per cent, and double thick, all sizes, B 
quality, 86 and 3 per cent discount. 


WRENCHES.—The Coes Wrench Company, Worces- 
ter, Mass., on March 20 advanced the price of its 
various lines of wrenches, including Coes’ genuine 
knife handle, Coes’ genuine steel handle and Coes’ 
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genuine key model to 20 and 5 per cent discount from 
the late price of 25 and 5 per cent off. 


ODORLESS PHOSPHATED PoTASH.—The Powers Plant 
Food Company, Pittsburgh, Pa., is listing its odorless 
phosphated potash as follows: Packages containing 
2 Ib., 10c.; 5% Ib., 25c.; 12 Ib., 50c.; 25 lb., $1; 50 Ib., 
$1.75, and 100 lb., $3 per package. 


HICAGO 


Office of HARDWARE AGE, 
Chicago, March 24, 1917. 

THE approach of war seems to have had very little 

effect either upon the legitimate business or the 
speculative markets of the Chicago territory. Jobbers 
report that while retailers are cautious and are buying 
carefully, there seems to be no lack of confidence in the 
future, and the volume of business is good. Builders’ 
hardware has not been‘moving so freely during the past 
week, but this is due in no small degree to the fact that 
dealers are attempting to clear their stocks of the obso- 
lete patterns and get them on a commercial basis before 
filling in. There seems to be some uncertainty among 
retailers as to just what lines of builders’ hardware to 
stock for the coming season in order to meet the demand 
and at the same time be able to keep their stocks rea- 
sonably complete. 

The traffic situation appears to be less acute than for 
weeks past, and shipments from both jobbers and man- 
ufacturers have been much more satisfactory. How- 
ever, the situation seems to be growing more difficult 
for the mills and factories, because of the greater 
variety of needs in the metal working trades. It is ex- 
pected that many of these plants will be adapted to the 
turning out of military needs when required. 

Prices seems still to be the main concern of the iron 
and steel trades and the past week has been marked 
with the usual advances. 

Pig iron, of all grades, has advanced from $1.50 to 
$2 per ton, and the mills seem unable to make deliveries 
of iron under contract. Cast iron pipe has reflected the 
pig-iron advance by an increase in price of from $2 to 
$3 per ton. There is no question but that many items of 
hardware will be forced to take a proportionate ad- 
vance in the near future. Nut and bolt manufacturers 
are refusing to accept orders for delivery during the 
last half of the year and this is taken to indicate an ad- 
vance in these lines. The price of nickel has also gone 
up 10c. per pound. 

Retail business in the Middle West appears to be in 
a flourishing condition. Sales of seeds, garden tools, 
poultry netting and poultry supplies are particularly 
heavy. Machinists’ tools are also moving freely and 
there is a constantly increasing demand for interior 
paints and varnishes and house cleaning repairs. 
Ranges are also beginning to sell more rapidly. Collec- 
tions are fair and the proportion of cash business is 
good. 


Bars.—Prices on bars and shapes remain the same as 
last week’s quotations, but another advance is consid- 
ered probable, owing to the advances in all grades of 
pig iron. Jobbers’ stocks are not heavy and de- 
liveries from the mills are very unsatisfactory. 

We quote f.o.b. Chicago from jobbers’ stocks as follows: 
Soft steel bars, $4 per 100 lb. base. Plates $5.50 per 100 Ib., 
and shapes, $4.25 per 100 Ib. 

RIVETS.—There are no price advances recorded for 
rivets, but the same conditions apply as for bars and 
other iron products and further advances would prove 
no surprise. 

We quote structural rivets at $4.75 per 100 Ib.; boiler 
rivets at $4.85 per 100 Ib. 

TiN.—The demand for tin still far exceeds the sup- 
ply and the mills are loaded with orders. Deliveries are 
very uncertain and the price is firm. Jobbers report 
only fair stocks and expect higher prices. 


We quote f.o.b. Chicago, in lots over 100 Ib., 53c. per Ib.; 
in lots less than 100 Ib., 55c. per Ib. 


STEEL SHEETS.—Stocks of steel sheets are reported to 
be very low and there seems to be little chance that the 
situation will be relieved. The advance of last week has 
been taken by all the jobbers and the price is firm. 


We quote from local jobbers’ stock f.o.b. Chicago, 28 gage 
galvanized steel sheets, $7.75 per 100 lb.; 10 gage blue an- 
nealed, $5.50 per 100 Ib.; 28 gage black, $5.65 per 100 Ib. 


BUILDERS’ HARDWARE.—Sales of builders’ hardware 
to the retail stores have fallen off during the past week, 
but this is due in many cases to the fact that the dealers 
are busy with the spring trade and are not placing or- 
ders. Many dealers also have their orders in to cover 
their season’s wants and are merely waiting for de- 





livery. No advances are reported, but jobbers report 
deliveries slow. Prices are firm. 

We quote from jobbers’ stock f.o.b. Chicago, 4 x 4 old cop- 
per or lemon brass steel-plated butts, 26c. per pair; 3% x 
3%, steel-plated old copper or lemon brass, 2lc. per pair. 
Heavy beveled steel lockset in old copper or lemon brass 
finish, $7 per doz, sets. Steel sash locks, lemon brass or old 
copper finish, $6 per gross; 4-in. bar sash lifts in old copper 
or lemon brass finish, $4.40 per gross. Steel cupboard turns 
in old copper or lemon brass finish at $10.80 per gross. 


LINSEED O1L.—There has been some advance in the 
price of flaxseed during the past week, but the price of 
oil remains the same as last quotation. Manufacturers 
report that no seed is being received from South Ameri- 
can sources and that the present output of oil is from 
stocks on hand. This fact is to some extent curtailing 


the output. Flaxseed is now selling at $2.91% per 
bushel, but practically none is being offered. 

We quote in strictly carload lots f.o.b. Chicago, raw linseed 
oil, at $1 per gal.; boiled, $1.01 per gal.; in single barrel lots, 
$1.05 per gal. for raw linseed oil and boiled linseed oil, $1.06 
per gal. 


WIRE.—Jobbers’ stocks of smooth annealed wire are 
below the normal for this season of the year and de- 
liveries from the mills are very slow. No advances are 
reported, but prices are very firm. 


We quote 6 to 9 gage smooth anneated fence wire f.o.b 
jobbers’ stocks, $3.60 per 100 Ib.; galvanized, $4.30 per 100 Ib 

Rope.—The situation in regard to both hemp and sisal 
is very bad and the makers of rope are having great 
difficulty in keeping up their supply. Prices have not 
as yet advanced, but unless the raw material situation 
is relieved higher prices are sure to be announced. 

We quote to retailers f.o.b. Chicago as follows: No. 1 
Manila rope, 24%c. per lb. base: No. 2 Manila rope, 2344c. per 
Ib. base; No. 3 Manila rope, 21%4c. per Ib. base. No. 1 sisal 
rope subject to stock on hand. No. 1 sisal rope, 2044c. per 
lb.; No, 2 sisal rope, 19%4c. per Ib. 

BINDER TWINE.—The Minnesota and Wisconsin 
prisons have announeed prices on prison twine, and it 
is reported that the output of both institutions is prac- 
tically sold. Minnesota’s quotations are: Sisal and 
standard binder twine, 13c. per pound; 600-ft. Manila, 
14c. per pound; 650-ft. Manila, 15c. per pound. Wis- 
consin quotes same prices on sisal and standard, and 
on 600-ft. Manila, but does not quote 650-ft. Manila. 

Manufacturers’ prices on binder twine will in all 
probability be announced next week or the week follow- 
ing. 

Prison prices given above are subject to the follow- 
ing discounts: On 3000 lb., %c. per pound; on 10,000 
lb.,%4c. per pound; on carloads, %c. per pound. 

Woop Screws.—Jobbers report very fair stocks of 
wood screws and claim to be getting fairly prompt de- 
liveries from the mills. There are no advances re- 
ported, but prices are firm. 

We quote from local jobbers’ stock as follows: Flat head 


bright screws, 75-10-10; round head blued, 7214-10-10; flat 
head brass, 47%4-10-5; round head brass, 45-10-5. 

















































































94 


Bars WirE.—A shortage of barb wire for the coming 
season has been predicted for some months past, but the 
situation appears to be worse than expected. The Gov- 
ernment has placed large orders with the mills, and 
these orders are to be given precedence over domestic 
orders. The demand is expected to be very heavy, owing 
to the fact that little fence work was done during the 
past season, and many dealers are facing an acute 
shortage. Prices are very firm. 

We quote painted barb wire to retailers f.o.b. Chicago in 
less than carload lots, $4 per 100 lb.; galvanized, $4.50 per 
100 Ib.; bright, $3.80 per 100 Ib. 

WRAPPING PaPerR.—The wrapping paper situation re- 
mains the same as at last report. Stocks are low and 
deliveries uncertain. Prices are very firm and advances 
are expected. 


We quote krafts wrapping paper, 12c. per lb.; express 
wrapping paper, 9'4c. per Ib. 
WHITE LEAD.—No advances in white lead are re- 


ported, but present prices are firm. Chicago jobbers 
have good stocks. We quote from jobbers’ stocks, f.o.b. 
Chicago, Curtis white lead, $10.75 per 100 lb. 


GARDEN HoseE.—Deliveries on garden hose have been 
exceptionally good, and jobbers report that orders 
booked during the fall of 1916 have practically all been 
shipped. Jobbers’ stocks are about normal and spring 
orders are now coming in freely. 


We quote from jobbers’ stocks f.o.b. Chicago, % in., 3- 
ply hose not guaranteed at 6%c, per ft.; 5-ply %-in. guaran- 
teed hose at Si4c. per ft.; 7-ply %-in. guaranteed hose 11 \c. 
per ft.; % in. cotton covered hose at 74c. per foot. 


EAves TROUGHS AND GUTTER PiPE.—The demand for 
eaves troughs and gutter pipe is reported by jobbers to 
be very heavy just now. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
26 gage eaves troughs, 70-5-5 per cent discount: 29 gage, 70- 
5 per cent discount. Conductor pipe, 26 gage, 60-5-5 per cent 
discount: 29 gage, 60-5 per cent discount. Both pipe and 
trough prices are based on crate orders of 250 ft. 


LAWN SEED.—Lawn seed is moving freely at prices 
ranging from 8 to 30c. per pound, depending upon the 
mixture. Good standard lawn seed containing blue- 
grass, clover and turf forming grass is quoted at 17c. 
per pound. High-grade park seed is jobbing at 30c. 
per pound. 


SasH WEIGHTS.—Sash weights are high and there is 
considerable difficulty in getting shipments from the 
foundries. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, sash weights, 
$31 per ton. 

SasH Corp.—Like all similar products, sash cord is 
rather hard to obtain and prices are firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, common sash 
cord, 32c. per Ib. 

WirE NAILs.—Jobbers in the Chicago territory report 
very fair stocks of wire nails, and are able to make 
prompt deliveries. The condition at the mills is un- 
changed and the makers of nails are sold ahead for 
months to come. Deliveries from the mills are there- 
fore very slow. We quote from jobbers’ stocks, f.o.b. 
Chicago, as follows: 


coated nails, $3.65 per 


Common nails, $3.65 per keg base; 
iron cut nails, 


keg base; steel cut nails $4 per keg base; 
$4.25 per keg base. 

Nuts AND Bo.tts.—Manufacturers of nuts and bolts 
are refusing to book orders for the last half of the year. 


PITTS 


Office of HARDWARE AGE, 
Pittsburgh, March 27, 1917. 
ITH the United States on the eve of war with 
Germany, the whole attention of the trade is being 
given to prices, which have shown some very marked 
advances in the past week, and seem certain to be very 
much higher. There is no doubt but that in the event 
of war being declared, the United States will be in the 
market for very large quantities of iron and steel of all 
kinds, and the orders thus placed by the Government 
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Jobbers have advanced prices and are now selling as 
follows: Machine bolts up to % x 4 in., 40 and 10 per 
cent discount; larger sizes 35 and 5 per cent discount. 
Carriage bolts up to % x 6 in., 40 and 2% per cent 
discount; larger sizes, 30 and 5 per cent discount. 
Hot pressed nuts, square, $3, and hexagon, $3 off per 
100 lb. Lag screws, 50 per cent discount. 


WirRE CLOTH.—The general shortage of wire cloth 
still prevails, as far as the mills are concerned. Local 
jobbers have fair stocks as yet, and many retailers re- 
port their readiness to meet the seasonal demand. As 
soon as the season proper opens the shortage is expected 
to become acute and dealers who have not filled their re- 
quirements are advised to place their orders at once. 





Prices are as follows: Black Galvanized 
oe Ee aA eee $1.90 $2.45 per 100 sq. ft. 
Cf er Pe rte 2.50 2.80 per 100 sq. ft. 
ek Sees er ee 2.95 3.35 per 100 sq. ft. 
Be ME. ce Opes eee e Oesnd enews 0's 3.75 4.25 per 100 sq. ft. 


ROLLER SKATES.—Local jobbers report stocks of roller 
skates to be in a very depleted condition. It is reported 
that a carload of skates will be received in a few days 
by one local jobber, and this is expected to relieve the 
situation somewhat. Orders are being accepted subject 
to delivery from the factories at the following prices: 

We quote f.o.b. Chicago from jobbers’ stocks, Union Hard- 
ware Company's No. 5, $1.45 per pair; No. 6, $1.60 per pair. 

ASBESTOS PAPER.—The recent advance in asbestos 
paper has been taken by jobbers in the Chicago terri- 
tory, and prices are firm. 

We quote f.o.b. Chicago from jobbers’ stocks asbestos mill 
boards in 100-lb. lots and over, $13.00 per 190 Ib., in less than 
100-lb. lots, $13.50 per 100°%lb.; asbestos paper, 10 Ib., 14 Ib. 
and 30 Ib., at $12.50 per 100 Ib. 

PouLTRY NETTING.—Retail sales in poultry netting 
are growing in volume and the demand on the jobber is 
heavier in proportion. Jobbing stocks are reported to 
be in good shape. Prices are firm. 

We quote poultry netting galvanized before weaving, 70-20- 
10; poultry netting galvanized after weaving, 70-10-21. 

GLaAss.—There is little change in the glass situation, 
the manufacturers reporting great difficulty in getting 
sand and also in obtaining fuel to keep the plants in 
operation. Advances in this line are predicted by local 
jobbers. 

We quote from jobbers’ stocks as follows: Single strength. 
A, first 3 brackets up to 40 in., 87 per cent off; all sizes over 
40 in., 86 per cent off; all sizes of double strength AA, 87 
per cent off. 

MIxED PAINTS.—Sales of mixed paints are increasing 
as spring approaches. This is particularly true in re- 
gard to interior finishes. Varnishes are also moving 
quite freely. Jobbers report very satisfactory stocks. 


stock f.o.b. Chicago as follows: 


We quete from jobbers’ 
second grade, $1.70 per gal. ; 


No. 1 house paint, $2.25 per gal. ; 
third grade, $1.40 per gal. 

O1Ls.—Wholesale prices for single barrel lots of oils, 
f.o.b. Chicago, are as follows: 

yasoline, 19c. per gal.; naphtha, 18%4c. per gal.; perfec- 
tion kerosene, iron bbl., 8c. per gal. ; headlight, 175 test, 10%4c, 
per gal.; denatured alcohol, 74 to 75c. per gal.; wood alcohol, 
$1.24 per gal. 

SoLpER.—Solder has advanced %c. per pound during 
the past week and appears firm at the prices quoted. 

We quote f.o.b. Chicago warehouses, XXX guaranteed % 


and \% solder, 35c. per lb. Commercial, 4% and \% solder, 33c. 
per lb.; No, 1 plumbers’ solder, 31c. per Ib. 


URGH 


will take preference over any other contracts on the 
books of the mills as regards deliveries. In other words, 
domestic consumers will have to stand aside until the 
Government orders are filled, and this has created 
some alarm among consumers who fear that when the 
Government starts to place orders, they will not get 
deliveries from the mills. The result of this has been a 
rush of buyers into the market to place orders with the 
mills for delivery in the last half of the year, and at 
practically any prices the mills care to name. There 
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have also been heavy foreign inquiries for different 
forms of steel, and the pressure on the mills, instead of 
being relieved, is getting steadily worse. On most of 
tke inquiries coming in, the mills simply say they do 
not care to quote, as they have all the business on their 
books they care to take on in the next six or eight 
months. Where regular customers need material, the 
mills are helping them out to the best of their ability, 
but when a consumer seeks a new source of supply, he 
usually gets very cool treatment. 

Information has come to this country that Russia is 
seeking to make large new loans for the purpose of 
placing orders in the United States for steel rails, loco- 
motives and cars. Several other countries are also 
figuring on placing large contracts in this country for 
materials, and in addition there is an insistent heavy 
demand on the mills for plates for shipyards, steel cars 
and other purposes. As showing how quickly prices on 
plates advance in these times, we can state that re- 
cently a leading plate mill took an order for 500 tons 
of %4-in. and heavier sheared plates at 4.75c. at mill, 
when two days after the same mill took another order 
for 500 tons from another customer at 5.25c. at mill for 
exactly the same kind of material, or an advance of 
$10 per ton over the price it charged the first customer. 
Wagers have been made that 4-in. and heavier sheared 
plates will sell at 10c. per lb., or $200 per ton on or 
about August 1 next. 

During the past week prices on nearly everything 
have advanced heavily, Bessemer iron has gone up $2 
to $3 per ton, basic iron $3 or more, steel billets and 
sheet bars about $5, the foundry iron $2 per ton, rail- 
road spikes $5 per ton, shafting $5 per ton and splice 
bars for rails $10 per ton. Steel mills that can promise 
shipments on material in three to four months are able 
to get practically any prices they ask. It does seem that 
while prices have already reached the highest levels 
ever known, they are bound to go still higher. Further 
than this, it will not be a question so much of what cun- 
sumers will have to pay for steel materials, but the 
greater question will be whether they can get material. 
On many lines of goods there are bound to be famines 
in the supply that will seriously impair the business of 
jobbers and retailers as well. 

In hardware lines, jobbers report the supply of nearly 
all kinds of goods tightening up and they will have 
more and more trouble in getting goods. On some 
lines jobbers are cutting down orders of retailers to 
about 25 per cent, and when the retailers come back, 
and ask about this, the jobber tells him he is doing the 
best he can, and is trying to distribute equitably his stock 
of goods among his trade. On lines of hardware that 
are usually active in the spring, jobbers have tried 
to accumulate as large stocks as possible, but only with 
indifferent success. The supply of gardening tools is 
lower among the jobbers than ever before. Prices on 
these goods are from 50 to 75 per cent and in some cases 
100 per cent higher than they were two years ago. It 
is believed, however, that with a return of favorable 
weather, the output of the mills will be heavier and in 
turn they will be able to give more stock to smaller 
manufacturing concerns and this ought to increase their 
output. However, the outlook is that jobbers and re- 
tailers are going to have trouble over the next three 
or four months, at least to get enough goods to even 
partly satisfy the trade. This scarcity in goods is cut- 
ting down to some extent the volume of business, which 
is still very heavy. 


SHEETS.—The mills report quite a heavy demand for 
all grades of sheets, but most large consumers have 
covered their needs up to July 1 and the supplies against 
contracts are coming in very freely. Prices are strong 
and are certain to be higher. The American Sheet & 
Tin Plate Company, and all the other mills are so far 
refusing to sell sheets for delivery beyond July 1. It is 
very likely that prices for third quarter, and last half 
of the year delivery, will be higher than they are now. 

Most mills are now quoting 5c. minimum on Nos. 9 and 19 
blue annealed; 5c. on No. 28 Bessemer black sheets, and 
about 7c. on No. 28 gage galvanized sheets. These are the 
prices quoted to the jobbing trade and large consumers, the 
usual advances being charged by jobbers to the smaller trade 

Nuts AND Bo._ts.—Makers of nuts and bolts report 
a continued heavy demand, but as yet the expected ad- 
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vance in prices has not been made. It is said that some 
makers felt prices were high enough and unless there 
should be another advance in prices of steel bars, it 
might be well to allow present prices on nuts and bolts 
to stand. However, some makers strongly favor a 
further advance and this is very likely to be made. Dis- 
counts now in effect, but which are very likely to be 
changed before this issue of HARDWARE AGE reaches its 
readers, are as follows, delivered in lots of 300 lb. or 
more, when the actual freight rate does not exceed 20c. 
per 100 lb., terms 30 days net, or 1 per cent for cash in 
10 days: 

Carriage bolts, small, rolled thread, 40 and 10 per cent; 
small, cut thread, 40 and 2% per cent; large, 30 and 5 per 
cent 

Machine bolts, h. p. nuts, small, rolled thread, 50 per 
cent; small, cut thread, 40 and 10 per cent; large, 35 and 5 
per cent 

Machine bolts, c. p. ¢. and t. nuts, small, 40 per cent: 
large, 30 per cent. Bolt ends, h. p. nuts, 35 and 5 per cent; 
with c. p. nuts, 30 per cent Lag screws (cone or gimlet 
point), 50 per cent 

Nuts h. p. sq. and hex., blank, $2.50 off list, and tapped, 
$2.30 off; nuts, c. p. c. and t, sq., blank, $2.10 off, and tapped, 
$1.90 off: hex., blank, $2.25 off and tapped $2 off Semi- 
finished hex. nuts, 50, 10 and 5 per cent. Finished and case- 
hardened nuts, 50, 10 and 5 per cent. 

Rivets 7/16 in. in diameter and smaller, 40 and 10 per 
cent. 

WirRE NAILS.—Makers report a very heavy demand 
for wire nails and while the official price is $3.20 base, 
per keg, contracts have been entered by some mills at 
prices 10 to 15c. per keg advance over this price. There 
is a decided scarcity in the supply of wire nails and job- 
bers are not able to keep their stocks up to the usual 
standard. In fact on the more common sizes there is a 
decided scarcity in the supply and jobbers have been 
loaning nails to help each other out. Prices in effect to 
the large trade in carloads and larger lots are as fol- 
lows: 





Wire nails, $3.20 base per keg; galvanized, 1 in. and 
longer, including large-head barb roofing nails, taking an ad- 
vance over this price of $2.20 and shorter than 1 in., $2.70 

VisEs.—Naturally all makers of vises have made an 
advance of 10 per cent in prices and say that still 
further advances will be necessary if prices on steel con- 
tinue to go up. Most makers are from four to six 
months back in deliveries, saying that nearly all the 
small foundries that make castings for them are over- 
sold and cannot get out their orders promptly. 


WirE.—Makers report a continued heavy demand for 
wire of all kinds and say they have their entire product 
sold up for the next four or five months. Jobbers are 
willing to pay premiums over regular prices to get 
prompt deliveries. It is very probable that still higher 
prices on all kinds of wire will rule in a short time. 
Prices in effect on the different grades of wire in car- 
loads and larger lots to the large jobbing trade are as 
follows: 

Bright basic wire is $3.25 per 100 lb.; annealed fence wire, 
Nos. 6 to 9, $3.15; galvanized wire, $3.85; galvanized barb 
wire and fence staples, $4.05; painted barb wire, $3.35; pol- 
ished fence staples, $3.35; cement-coated nails, $3.10, base, 
tnese prices being subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight added to point of 
delivery, terms 60 days net, less 2 per cent off for cash in 10 
days. Discounts on woven-wire fencing are also lowered two 
points, effective March 5, and are now 51 per cent off list for 
carload lots, 50 per cent off for 1000-rod lots, and 49 per cent 
off for small lots, f.o.b, Pittsburgh 

To the retail trade, the usual advances over the above 
prices are charged, these ranging from $4 to $7 and $8 
per ton. 


STEEL Bars.—The new demand for steel bars continues 
very heavy with most makers sold up for practically 
all of this year. While the nominal price of the Car- 
negie Steel Company on steel bars remains at 33.5c., 
this company is entirely sold up on steel bars for all 
of this year and has large contracts for delivery in 
the first half of 1918. Other makers that can ship out 
steel bars in four to six months are quoting 3.50c. and 
as high as 3.75c. at mill. Prices on refined iron bars are 
also very strong and likely to be higher. 





We quote steel bars in carloads .and larger lots at 3.5%c. to 
3.75c., while in small lots from warehouse they are bring 
ic. to 4.25c., depending on the order and quantity The 
demand for common iron bars is heavy and prices ruling 
firm. We now quote refined iron bars in carloads at 3.5 , 
and railroad test bars at 3.65c. in carload and larger lots, 


f.o.b, Pittsburgh 


CHAIN.—Makers report demand very heavy and say 
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they are sold up for the next three or four months. The 
shortage in steel is cutting down the output and it would 
not be surprising if prices would be still higher. 
Rivets.—Makers continue to report a very heavy de- 
mand and say that the recent advance of $10 per ton is 
holding firm. Export demand is active and regular 


shipments of rivets are being made to India, China, 


Hardware Age 


Japan and other foreign countries when bottoms can be 
secured. 


In carloads and larger lots to the jobbing trade and large 
consumers, makers are now quoting buttonhead structural 
rivets at $4.75 per 100 lb. base, and conehead boiler rivets at 
$4.85 per 100 lb. base, for sizes % in. in diameter and larger, 
f.o.b. Pittsburgh. Terms are 30 days net or one-half of 1 
per cent for cash in 10 days. 


BOSTON 


Office of HARDWARE AGE, 
Boston, March 24, 1917. 


HE winter weather in this section has continued so 

long that business on spring goods has shown but 
little movement. The reports from various sections in 
New England vary widely in regard to prospects for 
seasonal business and practically all dealers are holding 
back in order to get some reasonable gage upon the 
volume of business they may expect. The great activity 
of the Government toward a preparedness program, 
while properly hidden behind a rigid censorship, is be- 
ginning to attract the serious interest of all men in the 
hardware lines. The Government arsenals, armories 
and navy yards in New England are seeking thousands 
of workmen and it is the expectation that most of the 
munitions plants that have been laying off help in the 
last three or four months are soon to begin restoring 
their working forces to even greater proportions than 
before. The demands of Government work will make 
great inroads upon available supply of iron, steel, cop- 
per, etc., thereby making it more difficult than ever for 
the hardware manufacturers to keep up deliveries. The 
active efforts to secure enlistment in the Government 
military force and the national guards of the various 
States is making a strong appeal to the younger men 
in industry and, if enlistment is pushed to the extent 
indicated by press dispatches of the day, the labor 
supply will once more become one of the vital factors 
in domestic industries. 

Many of the retailers do not seem to have grasped the 
fact that present conditions are likely to continue over 
a period of many months and are loathe to take price 
advances as promptly as they should. The result of this 
is that collections are becoming slower and slower and 
profits more uncertain. Several of the larger distribu- 
tors in New England are in absolute agreement in the 
statement that, while prices are truly top-heavy, at least 
in the sense that they are retarding trade, we have not 
begun to see where prices are going in their upward 
trend. Some of the larger manufacturers are beginning 


to keep unusually thorough statistics on the volume used 
and the prices of the important items of raw materials 
with frequently astonishing disclosures. It is unfortu- 
nately true that the average hardware dealer feels that 
clerical work is a more or less useless burden and so 
does not maintain for himself the graphic information 
possible in larger organizations. Because such work 
is practically impossible for him, it behooves him to 
follow his trade papers and every other source of in- 
formation thoroughly that he may to some degree clarify 
his vision of what the coming months may have in store. 

The advances during the week have been mostly upon 
minor lines, the single exception being in screws, which 
have advanced 2% points on flat head bright and blue, 
and 5 points on all other kinds. Among other advances 
of the week have been Corbin locks, 10 per cent; West- 
cott S wrenches, 10 per cent; Coes wrenches, about 10 
per cent; Landers, Frayy & Clark coffee mills, 20 per 
cent; Universal food choppers and bread mixers, 10 per 
cent; jack screws, 12% per cent; shoe tacks and nails, 
10 per cent; Atkin saws, 5 per cent. 

There have been a few slight advances on auger bits 
which do not often affect the kinds commonly sold in this 
section. On American wringers the prices have been 
withdrawn and the new prices have not been issued. 

There have been no changes in wire nails or cut nails 
and certainly no improvement in stocks. There seems 
to be a reasonable certainty that prices on bolts will be 
advanced by the first of the month, if not before. Struc- 
tural rivets have been advanced and are now quoted 
at 5.60, base, per lb. Anvils are constantly advancing 
in price and are now quoted at l6c. Sledges and all 
heavy tools are a part of the list of constantly advancing 
prices and are now quoted at 60 per cent off. Norway 
iron is now quoted at $10, base, per hundred pounds, 
with National bar iron extra. Proof coil chain has not 
been advanced in the local market, but is likely to move 
toward a higher price at any day, following the recent 
advance by the manufacturers. 


TWIN CITIES 


St. Paul and Minneapolis, March 24, 1917. 


UST a week ago everyone was anxiously awaiting the 

outcome of the railroad strike situation, and now 
that the prospect of trouble in this direction has dimin- 
ished, everyone is watching the war situation. There is 
very little doubt expressed that we will actually join in 
the hostilities, but the movement in this direction is not 
nearly so strong here as farther East. In general, the 
view seems to be passive and not aggressive, but with 
the idea that business is not going to suffer to any great 
extent. In fact, the acceleration of trade is expected 
and anticipated. The one big stumbling block, locally, 
is the very serious car shortage and the resultant drag 
to everything. The expected relief from the Interstate 
Commerce ruling did not develop, and mills, factories 
and foundries are even worse off than before. Goods 
ordered months ago by business houses have failed to 
appear and many stocks are broken in consequence. 

Added to this, spring weather actually appeared and 
the unequaled amount of snow has diminished quite 
rapidly. There is still plenty to act as a reminder, but 
the enormous demand for snow shovels has ceased and 
inquiries for spring tools and gardening equipment 


begins to be felt. There is a very general movement 
toward individual domestic gardens. Properly im- 
proved, this should be a very good opening for the live 
dealer to sell garden and lawn seeds and tools, and 
offers endless suggestions for good sales at a tempting 
margin of profit. People are so thoroughly impressed 
with the idea of high prices for food commodities that 
no one is going to stop short in buying gardening equip- 
ment. Dealers and jobbers generally are well stocked 
on this class of goods. 

It is interesting to note the tremendous demand this 
year for rubbers and rubber boots. Hardware dealers 
carrying a stock of boots have shortly found their stocks 
badly depleted, and the wholesale houses’ stocks fared 
no better. Practically all the available local supply was 
exhausted in about three days. Shipments are coming 
in a few dozen at a time by express instead of by the 
carload. 

Changes in prices have been steady, but with nothing 
radical. All revisions have been upward with no prom- 
ise for reduction or prospect of any. Careful considera- 
tion of the situation does not show any possibility of a 
drop in prices, certainly none if we take an active part 
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in the war. Local jobbers, however, have not put into 
effect any of the changes which have taken place, pre- 
ferring to serve their trade, if possible, at the old basis. 
“It is to be expected that they will put into force the 
changes on a number of items as necessity demands. 
The only item showing a weakness in price is turpen- 
tine, which is at the lowest price since July of last year. 
It is expected that an advance on screws will take place 
very shortly, amounting at least to 2% on the basic 
discount. 

Sales are very good and the volume is increasing in 
proportion to the advance of spring weather. An in- 
creased demand is noted for the heavier line of hard- 
ware, or “rough stuff,” as it is sometimes styled, such 
as nails, paper, bolts and goods of this general de- 
scription. 


WIRE NAILS AND Braps.—The mills seem in no better 
condition than several weeks ago and the added call for 
sheets and bars is making nail stock slower of delivery. 
The price is liable to take an advance at any time. 

We quote from local jobbers’ stocks standard wire nails at 
$3.80 base, and coated wire nails at $3.70 base. Brads at 75 
per cent discount from standard list. 

WIRE AND STAPLES.—Conditions are about the same 
this week as last. Building operations soon should 
show an increase in the call for smooth wire. We quote 
from local jobbers’ stocks: 

Galvanized Glidden cattle wire, $3.71 per 80-rod spool; 
painted Glidden cattle wire, $3.16 per 80-rod spool; galvanized 
Glidden hog wire, $3.87 per 80-rod spool; painted Glidden hog 
wire, $3.30 per 80-rod spool; No. 9 black annealed smooth 
wire, $3.75 cwt; No. 9 galvanized annealed smooth wire, $4.45 
ewt.; polished fence staples, $3.95 cwt.; galvanized fence 
staples, $4.65 cwt. 

WirE CLOTH.—Increased demand begins to be felt, 
but supply is very slow and uncertain. Additional dif- 
ficulty and delay will be noted as the season advances. 
We quote from local jobbers’ stocks: 


12 mesh black painted wire cloth, $2 per 100 sq. ft.; 12 


CLEV 


Office of HARDWARE AGE, 
Cleveland, March 27, 1917. 
THE volume of retail business has increased during 
the past week, this being doubtless due to the 
approach of spring with the demand for seasonable 
goods, and to the disappearance of the severe winter 
weather which during the past two months has had 
some effect on business in the staple retail lines. All 
indications point to a very heavy volume of business 
in spring goods. Paints and brushes have begun to 
move freely and considerable demand has sprung up for 
cleaners and other supplies used in house cleaning. 
Retailers’ stocks are said to be below normal, and 
they are buying quite freely to replenish stocks. Owing 
to the rapid advance in prices there is considerable 
spread in jobbers’ prices on some items, depending on 
whether jobbers put in large stocks before prices 
reached near the maximum. On this account retali 
dealers are finding it to their advantage to shop around. 
For example, a Cleveland retailer found a variation 
of $1.50 a dozen in an inquiry this week for prices on 
two and three-gallon oil cans. 

Wholesale dealers report a good demand for poultry 
netting and wire fencing from retailers who have de- 
layed their purchases in these lines. The wholesale 
demand is also good for garden hose, lawn mowers, 
plumbing goods, gas and soil pipe. There is a scarcity 
of wrought iron and steel pipe and fittings in malleable 
and cast iron. Drills and taps are still hard to get, some 
of the manufacturers being four months behind on de- 
liveries. Deliveries on horse-shoes are very slow. 
Wrenches are still scarce. There is a heavy demand for 
tin plate from can manufacturers, and it is claimed that 
many canners will be unable to secure their required 
supply of cans during the coming season. All asbestos 
goods, including sheathing and pipe covering, are very 
scarce. 

GARDEN TOOLS AND SEEDS.—Owing to the present high 
cost of living and the interest that has been aroused in 
gardening by publicity conducted by local newspapers 





mesh galvanized wire cloth, $2.50 per 100 sq. ft.; 14 mesh 
bronze wire cloth, $10 per 100 sq. ft. 
Bo.Lts.—A slight increase in sales is felt. The second 


quarter of the year will doubtless see an advance in this 
and other items of like nature. At present, prices are 


stationary. We quote from local jobbers’ stocks: 

Small machine bolts, 50 per cent; large machine bolts, 30-10 
per cent; small carriage bolts, 45-5 per cent; large carriage 
bolts, 35 per cent; lag screws, 40-10 per cent; stove bolts, 


60-10 per cent. 

_ Ropre.—Without radical relief in the matter of get- 
ting fiber, the mills will soon be in a very bad situation, 
with the probability of being compelled to advance the 


price. Local prices, however, show no change at pres- 
ent. 
We quote from local jobbers’ stocks best grade manila rope 


at 24\%c. per Ib. base; best grade sisal at 20M%c 
and cotton rope at 25c. per Ib. base S 

SHEETS AND TIN.—No change has taken place in the 
local market since last week. The unequaled increase 
in demand for sheets and plate undoubtedly will finally 
result in advances of price. 


per lb. base, 


We quote from local jobbers’ stocks black sheets at $6 per 
ewt. base and galvanized sheets at $8 per cwt. base; I C 
roofing 8-lb. coating 20 x 28 tin at $15.75 per bright 
charcoal 8-lb. coating, 20 x 28, at $23 per box 

POULTRY NETTING.—No further demand than usual 
shows at this time. After the ground is clear of snow 
and dried out slightly there will be much heavier calls 
in a retail way, in anticipation of which the dealers are 
well stocked. 


box; 


We quote from local jobbers’ stocks galvanized before 
weaving poultry netting, at 70-20-10 per cent discount from 
standard list. 

OIL AND TURPENTINE.—Linseed oil remains at last 
week’s prices. Turpentine has steadily declined during 
the week, with a half cent advance showing to-day. 

We quote from local jobbers’ stocks, raw linseed oil, barrel 


lots, $1.02 per gal., boiled linseed oil in barrel lots, $1.03 per 
gal., and turpentine in barrel lots, 51%c. per gal 


LAND 


a large increase in the demand for garden tools and 
vegetable seeds is expected by the local retail dealers 
who have put in large stocks of both tools and seeds. 
Many people who have not previously taken the trouble 
to turn their back yards into gardens are planning to 
do so this season. Considerable demand has already 
sprung up for garden tools, and seeds will begin to move 
shortly. 


INCUBATORS.—Retailers were not hopeful of a good 
volume of business in incubators this season owing to 
the high cost of poultry féed, but the high cost of 
living has more than counteracted this influence, and 
the demand for incubators has been heavier than for 
several years, and the buying season will not be over for 
about a month. One downtown retail store that devotes 
much attention to incubators has already cleaned out its 
stock and placed a repeat order. 


BoLts, NUTS AND RIvets.—Makers announced that 
bolt and nut prices will not be further advanced until 
they are ready to make third-quarter contracts, which 
will not be for about 30 days. 


We quote jobbers’ prices to retailers as follows: Machine 
bolts, small sizes, 40 to 10 per cent off the list; large sizes, 40 
per cent off; carriage bolts, small sizes, 45 and 5 per cent off 
large sizes, 35 per cent off; rivets, 40 per cent to 49 and 10 per 
cent off. 

NAILS AND WIRE.—Jobbers now have fairly good 
stocks, but retailers’ stocks are said to be low. Jobbers’ 
prices are as follows: 

Wire nails, $3.60 per keg: galvanized wire $4.30 per 100 It 
galvanized barb wire, $4.45 per 100 Ib.; No. 9 annealed wire 


$3.60 per 100 Ib 
STEEL MILL PRopucTs.—Jobbers’ prices on steel are 
unchanged. 


We quote 4.35c. for steel bars; 5.60c. for 
structural material; 5.50c. for hoops 


plates 4.60c. for 
SHEETS.—New demand is moderate and mill prices 
are very firm. Jobbers’ prices are unchanged. 


We quote sheets at 5.75c. for No. 28 black: 7.50c¢ 
28 galvanized and 5.50c. for No. 10 blue annealed 


for No. 





NEW GOODSAND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


Perfection Nut Cracker 


The Perfection Nut Cracker Com- 
pany, Waco, Tex., has brought out a 
nut bowl and cracker made of malle- 
able iron, handsomely nickel-plated 
and polished and attached by three 




















the Perfection nut bowl and cracker 
and, below, the hand cracker 


Above, 


screws to the bottom of a hardwood 
nut bowl. These three screws fasten 
into a round metal plate countersunk 
into the base of the bowl. With this 
combination, the company points out, 
it is possible to crack pecans and all 
other kinds of nuts; the cracker is so 
placed that the nuts and litter fall di- 
rectly into the center of the bowl. The 
felt on the base allows the cracker to 
be used on finely finished furniture 
without marring it in any way. The 
price of the nut bowl is $3.50. The 
hand nut cracker has been improved 
in design and is now made smaller 
than formerly. It is especially de- 
signed for pecans and similar light 
table nuts. The price is 75c. 


Wyeth Catalog 


The Wyeth Hardware & Mfg. Com- 
pany, St. Joseph, Mo., has recently 
issued its annual catalog. The 1917 
edition contains 2129 puges, printed 
on special thin paper that prevents 
unnecessary bulkiness. In the first 
part of this catalog are quotations 
from the principal rules and condi- 
tions of the western classification. 
Division No. 1 is devoted to builders’ 
hardware. An introduction to it illus- 
trates the meaning of many hardware 
terms; it gives an entire page of 
definitions of lock terms and tables of 
comparative lists of finishes for the 
various manufacturers and explains 
in detail the construction of “Russ- 
win” hardware. Other departments 
cover mechanics’ tools, agricultural 


tools, miscellaneous hardware, house- 





hold goods, stoves and ranges, cook- 
ing utensils, cutlery, sporting goods, 
fishing tackle, athletic goods, auto- 
mobile supplies, electric supplies and 
travelers’ articles. 


Seedtape Catalog 

The American Seedtape Company, 
71 West Twenty-third Street, New 
York City, has recently published the 
1917 catalog of “Pakro” seedtape. 
Seedtape consists of seed placed in a 
thin paper tape, which allows the 
seeds to be planted a row at a time 
and very quickly. The new catalog, 
which contains 24 pages, is illustrated 
by colored reproductions of a wide 
variety of vegetables and flowers. 


Alaska Refrigerator 


The Alaska Refrigerator Company, 
Muskegon, Mich., has brought out for 
the coming season a new refrigerator 
known as the No. 669E. 

The case of this refrigerator is con- 
structed of ash, the lining is of gal- 
vanized iron heavily enameled. The 
refrigerator is 42% in. high, 31 in. 
wide and 17 in. deep. It has a golden 
oak finish. The ice capacity is 70 lb. 

















The Alaska refrigerator, No, 669E 


The refrigerator has heavy brass 
nickel-plated fasteners with a locking 
device and hinges to match. The 
shelves are made of woven wire and 
the waste pipe and trap are remov- 
able. 

In the smallest size of this style of 
refrigerator a full size quart milk bot- 
tle can be placed in an upright po- 
sition in the compartment under the 
ice chamber. 


THE BARCALO Mrc. CoMPANY, Buf- 
falo, N. Y., has recently erected a new 
addition to its plant which will give 
it approximately 50,000 sq. ft. of addi- 
tional floor space. The equipment for 
the manufacture of wrenches has 
been practically doubled. The com- 
pany is in a position to make an un- 
usually complete line of adjustable 
automobile and bicycle wrenches. 
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“Bizzy Andy” Trip Ham- 
mer 


The Wolverine Supply & Mfg. Com- 
pany, West End Avenue, Page and 
Fontella Streets, Pittsburgh, Pa., has 





rc 
‘ 


° 











|e 





The “Bizzy Andy” trip hammer toy 
recently added to its line of Wolverine 
automatic toys the “Bizzy Andy” trip 
hammer. 

As can be seen from the accompany- 
ing illustration, the marbles are sim- 
ply placed in the chute and the ham- 
mer started. It will continue with an 
action resembling that of a real trip 
hammer until all the marbles have 
fallen through the chute. 

The toy, which is collapsible, is 10% 
in. high and is packed in a carton 
2x4x10in. The shipping weight is 
about 14 lb. per doz. 


“Gem Dandelion”’ 
Rakes 


The Casement Hardware Company, 
Chicago, Ill., has recently originated 
some novel advertising features for 
use in connection with its “Gem 
Dandelion” rakes. The dandelion 
hangers are finished in bright yellow 
with black type, and are 10 in. in 
diameter. An art poster is done in 
four colors and measures 11 x 22 in. 
The company furnishes a counter dis- 
play tray which carries out the 
dandelion color scheme and the slogan 
of the window display, and which 
provides an effective means of dis- 
tributing the descriptive circulars it 
contains. 


THE LOUISVILLE BRANCH of the H. 
W. Johns-Manville Company is now 
located at the corner of Fourth Ave- 
nue and Guthrie Street, Louisville, 
Ky., in the very center of the retail 
district of Louisville. A. H. Voight 
will be in charge of this office. 
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Ask for a copy of this book for each 
of your Builders’ Hardware men 








NTELLIGENCE, energy and am- 
bition are the foundation of a successful 
business career. ‘Those of your sales- 
men who possess these qualities will be 
glad to read “The Man Behind the 
Counter,” and to keep it for reference. 


It tells of a store meeting at which Stanley Garage Hardware is 
discussed. The “talking points” of the different items in the line 
are brought out in a way that makes them easy fof your men to 
remember. 





Many illustrations and large, clear type add to the attractiveness of the 
booklet, and the conversational style of the “story” makes it interesting as 
well as instructive. 


Let us have the names of your salesmen who would profit by reading the 
booklet, and we will send each one a copy. Or, if you would first like to look 
it over yourself, we shall be pleased to send one direct to you. 


Write for your copy of ‘The Man Behind the Counter” today 


[he Staalyy \Wortss 


NEW YORK: 100 Lafayette Street CHICAGO: 73 East Lake Street 
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“Corco” Metal Bridging 


The Whitaker-Glessner Mfg. Com- 
pany, Wheeling, W. Va., has recently 
placed on the market the “Corco” 
metal bridging for use in all kinds 
of building construction. 

This bridging is formed from one 
small blank of sheet metal so stamped 
that it makes a firm, unbendable 
bridge with the nailing points turned 
at the correct angle for quick and 
easy work. Nails can be driven di- 
rectly into the joists to make a solid 
anchorage. 

The advantage of this metal bridg- 
ing is that it requires no sawing, no 
mitering and no measuring. It comes 
from the factory ready to use in the 
size required for any depths of joists. 

“Corco” metal bridging is said to 
be an aid to efficient and rapid floor 
construction. After the joists are 
centered the bridging can be placed 
very rapidly. 

“Corco” metal bridging is made for 
joists 10, 12 and 14 in. deep, spaced 
12, 16 and 24 in. on centers. The 
sizes are based on joists 1% in. thick, 
although the bridging will work sat- 
isfactorily, the company states, on 
joists 1% or 2 in. thick. One advan- 
tage of this bridging is that it can 
be stored in very little space. 


Garage Door Hangers 


Hunt, Helm, Ferris & Co., Harvard, 
Ill., have recently published an attrac- 
tive 16-page booklet illustrating three 
methods of hanging garage doors by 
means of “Cannon Ball” hangers and 
track, 

The first door illustrated has a 
“curve” installation for use on build- 
ings where the opening is nearly as 
wide as the building itself. The door 
remains inside the building and when 
open hangs back against the wall, 
where it occupies only the space re- 
quired by its own thickness. The 
“Cannon Ball” track curve is simply 
a curved length of standard “Cannon 
Ball” track. It fits into brackets like 
a straight length. A special support 
riveted to the top of the curve and 
fastened to a brace keeps the curve 
from twisting or sagging. The “Can- 
non Ball” right angle installation 
is also illustrated. This is for use 
where the opening is placed at the ex- 
treme side of the front of the garage. 
Instead of a curve the track is made 
at right angles. The door when open 
is against the side of the building in 
a similar manner to the door in the 
other installation. 

The third installation shown in this 
new booklet utilizes parallel doors. A 
detailed drawing is given for the 
hanging of doors of this kind. “Can- 




















Two installations made with “Cannon 
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The use of “Corco” metal bridging is shown at the top. 


A piece of bridging is shown 


in the lower part of the illustration 


non Ball” garage hangers, track, and 
brackets are illustrated and described, 
and a standard floor plan for a garage 
to accommodate one automobile is 
given for each type of hanger. 


Corbin Screen Door Check 


P. & F. Corbin, New Britain, Conn., 
have recently added to their line of 
overhead door checks a special one for 
screen doors. 

It is said to have the same rack 
and pinion movement as the largest 
Corbin checks, the same general con- 

















The Corbin screen door check 


struction, the same provision to pre- 
vent leaking, the same simple adjust- 
ments, the same liquid and the same 
adaptability to right or left hand doors 
without change. 

A space 8 in. deep is sufficient for 
the accommodation of this check. It 
can be attached to a screen door with 
a top rail as narrow as 3% in. Two 
numbers, 01 and 02, are furnished, the 
difference being in the strength of 
the spring, which is varied for light 
and heavy screen doors. The finish 
is Columbian bronzed. 


Goodell-Pratt Catalog 


“Tool Book No. 13” is the newest 
catalog of the Goodell-Pratt Company, 


























Ball” garage door hangers 





Greenfield, Mass. It contains 432 
pages and is larger than any previous 
catalog issued by the Goodell-Pratt 
Company; its range of usefulness has 
been increased by the addition of 
many new tools; it is finely illustrat- 
ed; the descriptions are complete 
without being unnecessarily long, and 
its size, 6 x 9 in., is very convenient. 
The Goodell-Pratt’s “1500 Good 
¢Tools,” like the Heinz “57 Varieties,” 


have been considerably increased. 
Among the new items shown in the 
catalog are adjustable wrenches, 


aluminum levels, a new amateur bench 
lathe, centering punches, a bench vise, 
breast drills, chisel and punch sets, 
glass cutters, hand drills, miter 
boxes, ratchet bit braces, speed in- 
dicators, socket wrench sets, a uni- 
versal caliper and a long list of others. 
Within the last few years the Goodell- 
Pratt Company has purchased out- 
right the business of Richardson & 
Son, Athol, Mass.; the Massachusetts 
Tool Company, Greenfield, Mass.; 
Ducharmes & Co., Shelburne Falls, 
Mass.; the Stratton Level Company, 
Greenfield, and the butteris business 
of the Wells Brothers Company, 
Greenfield. The names “Richardson” 
on iron levels, “Mass. Tool Company” 
on precision tools, “Ducharmes” on 
screwdrivers and others forgings, 
“Stratton” on wooden levels and 
“Little Giant” on butterises have been 
dropped from the catalog and will be 
discontinued on the packages and on 
the goods themselves. The company 
states in this new publication that 
eventually every article made by the 
Goodell-Pratt Company in any of its 
factories will be sold under its own 
name, brand and trademark. The 
tools illustrated and described in this 
catalog include among many others 
automatic drills, among them the 
much-advertised ‘Mr. Punch,” re- 
ciprocating, hand, breast, chain and 
bench drills, chucks, bit braces, hollow 
augers, screwdrivers, tool sets, hack 
saw blades, bench grinders, polishing 
heads, bench lathes, glass cutters, 
cold chisels, etc. New items and new 
styles are clearly indicated. 

This catalog is also published in 
pocket size for distribution by mer- 
chants. Both catalogs have an at- 
tractive red cover printed in black 
and gold. 
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No. 435 


Slidetite Garage Door Fixture 


A- Unit of the Famous R-W Line 


Provides equipment which operates doors conveniently in a small space 
and enhances the appearance of the garage. Doors fold and slide back inside 
the building out of the way. Cannot sag. Weather-tight. Slidetite equip- 
ments accommodate 3, 4, 5 or 6 doors in an ordinary opening, to suit condi- 
tions. 

For public garages, may be equipped with electric opener and 

closer manipulated by push buttons from any place in the garage. 


A Finished Utility—Not an Experiment 


R-W Sliding Door Equipment for Garages has been developed by experts and has stood 
the test of practical use through the years. It always makes your customer a booster 
for your store. In one city of 10,000 population the garage owners became so enthusi- 
astic over R-W sliding door fixtures last year that 40 installations of the single style of 
equipment illustrated above followed the in tial order within twelve months. In another 
city of 15,000 population, more than 200 Slidetite garage door equipments were 
installed within 20 months. 


Write for our book, ‘“‘Garage Door Equipment,” containing 
interesting information and illustrations of various equipments 
for garage doors, to suit every condition. 


Write today and we’ll mail it tomorrow 


Richards WilcoxManufacturing (0. 


Aurora Iuumors,US.A. MINNEAPOLIS 


yea ng BOSTON 
CHICAGO Richards —Wilcox Canadian Co.,Ltd.,.London,.Ont. ST.LOUIS 
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“No-Rub” Silver-Clean 
Plate 


The Hance Mfg. Company, 2322 
Ryer Avenue, New York City, has re- 
cently brought’ out a little article 





The “No-Rub” silver-clean plate 


known as the “No-Rub” silver-clean 
plate. 

To clean silver with this little de- 
vice, a little salt and baking soda are 
dissolved in hot water and both the 
cleaner-plate and the silverware are 
placed in the solution, It is said that 
the tarnish almost instantly disap- 
pears from the silver, not only from 
the flat and raised surfaces, but also 
from the sunken places in the more 
intricate patterns. Any remaining 
stains will be so softened that they 
may be removed easily by a wet brush 
dipped in baking soda. The silver 
should then be taken out of the solu- 
tion, rinsed in cold water and wiped 
dry with a soft cloth. 

Inasmuch as oxidation on oxidized 
silver is simply a tarnish ornamentally 
applied, oxidized silver should be left 
on the clean-plate only long enough to 
remove the extra tarnish; if it is 
allowed to remain too long the oxida- 
tion will be removed. 

The “No-Rub” silver-clean plate 
measures 4 x 6 in. and is guaranteed 
by the manufacturer to last for sev- 
eral years when used according to 
directions. The retail price is 25c. 


Bicycle Catalog of Baker, 
Murray & Imbrie, Inc. 


Baker, Murray & Imbrie, Inc., 10, 
15 and 17 Warren Street, New York 
City, has recently published its 1917 
catalog of bicycles and bicycle sup- 
plies. The catalog, which contains 
96 pages, covers a comprehensive 
range of bicycles of a number of 
types, bicycle tires, tire sundries. 
lamps, bells, cyclometers and watches, 
tcols, luggage carriers, saddles—in 
fact, practically everything that can 
be used in connection with a bicycle. 
The list of sundries is unusually com- 
plete, including such items as coaster 
brake parts, lamp parts, etc. 


“Duplex” Fireless Cooker 

The Durham Mfg. Company, Mun- 
cie, Ind., has made slight improve- 
ments in its “Duplex” fireless cooker 
for 1917. All the cookers in the 
“Duplex” line for 1917 now have a 
top plate stamped from one sheet of 
aluminum with the edge raised % in. 
When the stove covers are raised the 
condensed steam drips from the cover 
lining on the top plate and thus can- 
not run down the side of the cooker 
and mar the outside finish of the 
stove. 


Optigraph Moving Pic- 
ture Machine 


The Optigraph Company, 516 Fifth 
Avenue, New York City, has recently 
brought out the Optigraph, a stand- 
ardized moving picture machine which 
is said to require no expert knowledge 
to operate and by means of which it is 
possible to project pictures of any de- 
sired sige upon a screen in the home, 
church, school, office, etc. 

Special models are provided for 
commercial, church, school, vocational, 
home and professional use. The suit- 
case Optigraph weighs complete but 
19 lb. and is designed for the use of 
salesmen selling products that are too 
bulky to be carried about. 

The Optigraph is a small, compact, 
portable combination motion picture 
and stereopticon pro‘ector. It is 
simple in operation and all parts are 

















Th:s model of the Optigraph moving pic- 
ture machine may be operated from a 
storage battery or on alternating current 


standardized, The battery model is 
especially designed for home use in- 
asmuch as it can be operated from dry 
or storage batteries as well as on al- 
ternating current. The pictures 
thrown on the screen by this machine 
are very clear. / 

The Optigraph Company is perfect- 
ing a library system for the distribu- 
tion of films. The company states 
that when this library 1s in operation, 
which will be within a short time now, 
it will be possible to obtain standard 
size films 1000 ft. in length, covering a 
wide variety of subjects for a very low 
rental. 

The Optigraph can be operated 
without a special booth and the oper- 
ator is not required to have a motion 
picture operator’s license. 


Engman-Matthews Folder 


The Engman-Matthews Range Com- 
pany, South Bend, Ind., has recently 
published a unique folder entitled 
“The Man Behind the Product.” The 
design on the front cover of this 
folder is a circle across which is a 
strip containing the title. A portion 


of the cover is cut away so that part 
of a man’s face can be seen through 
it. Upon opening the folder one finds 
this to be an illustration of Lewis C. 
Matthews and in the booklet is a short 
story of his life. 
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Attachment for Vise Jaws 


The Universal Equalizer Company, 
Cincinnati, Ohio, has placed on the 
market a new vise attachment. It is 
made in different sizes to fit all stand- 

















This attachment for vise jaws allows 
work of uneven shape to be held securely 


ard vises and by its use work of prac- 
tically any shape such as ovals, rounds, 
etc., may be held firmly. 

Each jaw of this attachment is com- 
posed of a number of lugs as can be 
seen from the accompanying illustra- 
tion. These are so constructed that 
when pressure is applied at one point, 
the lugs at another point are forced 
outward, The pressure in this way is 
equalized at all points. For instance, 
in the accompanying illustration it 
“will be seen that whereas the lugs are 
forced inward by the handles of the 
plier, those a little further along the 
line are forced outward to grip the 
nose of the plier. 

This equalizer is made of cold rolled 
tempered steel and after manufacture 
is heavily nickel-piated. 


Dazey Churn Catalog 


The Dazey Churn & Mfg. Company, 
St. Louis, Mo., has recently issued a 
new catalog describing the Dazey line 
of glass and metal churns for home, 
farm and dairy, operated by hand, 
electric power and by gasoline and 
water motors. 

This new catalog describes in detail 
the Dazey principle of making butter 
and the labor-saving features that 
are said to make the Dazey churns 
easy to operate and keep clean. The 
Dazey churn is made with a glass re- 
ceptacle in 1, 2, 3 and 4-qt. capacities 
and with a metal receptacle in 1, 2, 3, 
4, 6, 10, 16 and 28-gal. capacities. The 
4-gal. size and those larger can be 
furnished with fly-wheel for operation 
by motor power. In the back of this 
new 36-page booklet is a list of the 
Dazey churn jobbers of the United 
States. The catalog is attractively 
printed in colors and has a striking 
cover done in blue and gold. 


THE BUFFALO SLED COMPANY, 
North Tonawanda, N. Y., has in- 
creased its capital stock from $75,000 
to $300,000 to take care of its greatly 
enlarged business. The company 
manufactures an auto-wheel coaster 
wagon, steering sleds and snow 
shovels. 


THE SHIMER Mrc. CoMPANY, An- 
derson, Ind., has been incorporated 
with $10,000 capital stock to manu- 
facture manifolds and carbureters. 
The directors are Frank L. Tracy, 
Allen C. Shimer, Frederick T. Bar- 
ber, Glen W. Gates and Elmer S. 
Albright. 
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see, “That Old Trade Mark 
TANS 

Stands for 
wale 


“Satisfaction in Hardware” 








Garage 
Door 
Hardware 


for any garage. Type 
“Ten-Eighty” for three, 
four, five and six doors. 
Electrically and hand 
operated. 
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4444-41415. / 
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Garage Door Hardware 
Catalog, including the 
most extensive and perfected line on 
the market, is now ready. SEND FOR 
YOURS TODAY. 
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Type “Ten-Eighty” Pour Guer “Electromatic’’ Type “Ten- Twenty” 
Let Your Regular Light Circuit Do the Work 


Type ““Ten-Eighty”” Three Doors with Passage Door 


Just Press the Button 
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Allith-Prouty Company 


The Original Round Track Manufacturers 
DOOR HANGERS AND TRACKS, SPRING 
HINGES, STORE LADDERS, FIRE DOOR 
HARDWARE, OVERHEAD CARRIERS, 
HARDWARE SPECIALTIES, GARAGE DOOR 

HARDWARE. 


Branches and Warehouses 


CHICAGO, NEW YORK, BOSTON, PHILA- 
DELPHIA, LOS ANGELES, SAN FRANCISCO. 


Main Office and Factory 
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Danville, Illinois, U.S.A. 





Type "“Ten-Eighty” Five Doors with 


Passage Door 























‘‘Badger Tri-Pod”’ Radius 
Rod 
The Auto Parts Mfg. Company, 528- 


532 Broadway, Milwaukee, Wis., has 
recently brought out the “Badger Tri- 

















The “Badger Tri-Pod” radius rod 


Pod” radius rod that is designed to re- 
place the regular Ford radius rod 
without the necessity of any mechani- 
cal changes. 

The “Badger Tri-Pod” radius rod is 
said to be made from solid cold-rolled 
steel rods, and in addition to this fea- 
ture has a center rod that is said to 
greatly reinforce the side rods as it 
takes the force directly in the center. 
Furthermore, the company claims, in 
clamping this to the bottom of the 
axle the clamps are adjusted by 
threads that allow the axle to be 
placed and held in the proper align- 
ment. With this reinforcing center 
rod no auxiliary rods or other devices 
are necessary to give proper support 
to the front axle. The list price is 
$4.50. 


Ribbed Tread Tire 


One of the most recent additions 
to the line of the Mohawk Rubber 
Company, Akron, Ohio, is the Mohawk 
“Quality” ribbed tread casing. It is 
said to be particularly adaptable for 
use on front wheels. It holds the road 
more easily than the ordinary road 
tread, it is claimed, and, on account of 
the quantity and distribution of the 
tread stock, affords the fabric great 
protection and renders long service. 

The tread stock is the regular white 
tread used on the Mohawk tires. There 
is an extra ply of fabric in all 3-in., 
3%-in. and 4-in. casings—four plies in 
the 3-in., five plies in the 3%-in. and 
six plies in the 4-in. 


ein 


THE EVINRUDE MOTOR COMPANY, 
Milwaukee, Wis., manufacturer of the 
Evinrude rowboat and canoe motors, 
has increased its capital, stock from 
350,000 to $600,000 to engage in the 
manufacture of internal combustion 
heavy oil engines. The construction® 
of a large modern plant will be begun 
at once upon a site in the city of 
Milwaukee, which has already been 
definitely decided upon. The present 
line of rowboat and canoe motors will 
be continued. 


“Badger” Parking Stand 


The Auto Parts Mfg. Company, Mil- 
waukee, Wis., has recently brought out 
the “Badger” parking stand. 

Due to the great number of cars 
now in operation, parking is often a 
serious question. In all cities and 
towns there are a great many places 
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where parking is an inconvenience to 
the public and where it is not allowed. 
It is for these particular places that 
the “Badger” parking stand is de- 
signed. 

The stand is very attractive and is 
colored in blue and gold. The list price 
is $3.50 each. 
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«A-1”’ Rim Tool 


The Rynehart ‘Rim Tool Company, 
19 Fulton Street, Brooklyn, N. Y., 
is manufacturing the “A-1” rim tool 
to be used in removing and replacing 
automobile split rims. 

In using this rim tool the snap or 

















Phe “A-1" rim tool 


holder is removed from the lock, the 
rim tool placed in the center of the rim 
about 6 in. from the split, the hook 
placed over the flange of the rim and 
the contact over the rim. The rim 
is then contracted by use of the turn- 
buckle in the center of the tool. 

To replace the rim the tool is placed 
in the center and the operation re- 
versed. The pressure will force the 
rim back into place and lock it. The 
retail price is $3. 


“Ever Good” Double 
Spring Bumper 
Demonstrator 


The Emil Grossman Mfg. Corpora- 
tion, Bush Terminal, Model Factory 
No. 20, Brooklyn, N. Y., exhibited at 
the New York and Chicago Automo- 
bile Shows the “Ever Good” double 
spring bumper demonstrator shown in 
the accompanying illustration. This 
affair is now making the rounds of the 
local automobile shows throughout the 
country. The demonstrator consists of 
a miniature automobile, 24 in. long, 
equipped with the “Ever Good” double 
spring bumper at the front and rear. 
The car is controlled by electrically 
driven mechanism. The car bumps 
into the post of the warning sign at 
a rate of speed in proportion to that 
at which an automobile is driven under 
ordinary conditions. 

When the bumper strikes the post 
the recoil sends the car back, thus 
demonstrating that the “Ever Good” 
double spring bumper will not only 
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BOLT 


No Weakening Center Bolt 
No Center Nib 


But STRONGEST at the 


Center 





There’s Big PROFITS 
IN Springs 
Are You Getting 
YOUR SHARE? 















Now listen! You know that when a 
spring breaks it’s usually at the center-— 
three out of every four break there. 
WHY? It’s the center bolt hole—the 
center nib—that weakens it and causes 
the break. 

Don’t sell your customers another spring 
like that one. It’s likely to break again. 
And who gets the blame? YOU DO 
because you sold it. . 

Sell them a TUTHILL LUBRICATOR 
TITANIC SPRING—the spring with no 
weakening center bolt—no center nib— 
the spring with the patented arch—guar- 
anteed forever against center breakage- 
guaranteed for one year overall — the 
spring whose trouble-free reputation is 
so great that it’s sold for more replace- 
ments than all other makes put together. 

You not only make a good profit on your 
sale—but you make a customer that will 
boost for you. That means more busi- 
ness—bigger future business—increased 
profits. 

























Send for the name of the Tuthill 
distributor nearest you. Also for 
our 1917 price list—the most com- 
plete list of springs ever published. 







TUTHILL 










The Spring That 
Outlasts the Car 


760 Polk St., Chicago, IIl. 
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TUMAILL 


TITANIC SPRINGS 


Are Guaranteed 


FOREVER 


Against Breakage 


at the Center 


The point where 
3 out of 4springs 
break 


SPRING CO. 





Guaranteed One 
Year Over All 
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save the car from damage but will 
also absorb the shock of a collision. 
The demonstrator is mounted in a 
cabinet which is 6 ft. long and 3 ft. 
high. The background and surround- 
ings represent a faithful reproduction 
in colors of a scene at a railroad cross- 
ing. This demonstrator will also be 
loaned to dealers for window display. 


Valve, Grinder and “Insu- 
lectrie”’ Screw Driver 


The M-B Tool Company, 26 Foun- 
tain Street, Providence, R. I., has re- 
cently brought out the “Insulectric” 
screw driver. It is said to be shock 
proof and to resist all voltages up to 
10,000 volts. It is made especialiy 
for electricians and automobile own- 
ers, drivers and repairers and is said 
to withstand very rough usage. Ac- 
cording to the manufacturer, it can be 
used for prying and can be hammered 
for use in cutting nails and bolts as 
though it were a cold chisel. The 
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The M-B valve grinder and the “Insulec- 


tric” screw driver 


handle is so shaped that the tool can- 
not roll off the bench. 

This company has also brought out 
the M-B adjustable valve grinder, 
which is said to fit the valve top of all 
cars, whether slotted or drilled. The 
adjustment is practically instantane- 
ous. There are no detached parts that 
can be lost or mislaid. 

It is made of fine steel with a bright 
finish and hardwood revolving top. It 
is of the brace type. The length over 
all is 1544 in. This valve grinder is 
also made in a straight type for use 
in difficult positions. 


Truckmobile 


The Commercial Truckmobile Com- 
pany, 1606 South Michigan Boulevard, 
Chicago, Ill., has recently brought out 
the Truckmobile, an attachment by 
means of which a Ford touring car, 
roadster or Ford chassis can be con- 
verted into what the company e- 
scribes as a guaranteed, dependable 
1-ton truck chassis. 

The attachment consists of a mas- 
sive, reinforced channel steel frame 
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A demonstrator being used by the Emil Grossman Mfg. Corporation 


mounted on a heavy duty rear axle 
and artillery type wheels, with 
springs, brake rods, brakes and heavy 
torsion rods which are used to replace 
similar parts of the Ford car. 

This frame telescopes on and is 
bolted to the steel frame of the Ford 
chassis by means of eight bolts, three 
on one side in front near the hood and 
two through the rear of the Ford 
frame, fastening it securely to one of 
the cross members of the Truckmobile.” 

The Ford body rear springs, rear 
radius rods, brake arm, rear wheels 
and rear brake rods are removed be- 
fore attaching the Truckmobile to the 
Ford frame. The Ford rear axle which 
is left intact on the Ford chassis serves 
as a jack shaft, being securely clamped 
in place by steel brackets riveted to 
each side of the frame. Two heavy 


* bell sprockets, one on each side, slip 


over the end of the jack shaft where 
they are securely keyed in place. A 
chain runs from these two jack shaft 
sprockets to the sprockets on each of 
the rear wheels, the Truckmobile rear 
brakes are then connected by means 
of heavy brake rods and the Truck- 
mobile chassis is complete. 

The price of the Truckmobile at- 
tachment is $350. The carrying ca- 
pacity is said to be 3000 lb. The 
weight of the attachment is 1000 lb. 
and attached to the Ford chassis com- 
plete 2000 Ib. 


G. L. W. Spring Oiler 

The G. L. W. Spring Oiler Com- 
pany, 7 East Jackson Boulevard, Chi- 
cago, Ill., has recently brought out the 
G. L. W. spring oiler. 

It consists of a felt pad with an 
oil reservoir which is contained in a 
rust-proof, polished blue metal case 
that is designed to snap over the leaf 














The Truckmobile is indicated by the dark portions of the cut 


of the spring. The company states 
that the device is so constructed thar 
in operation the various degrees of 
pressure are brought to bear on the 
felt pad making the ends perfectly 
tight and oil proof, and keeping the 














The G. L. W. spring leaf oiler 
top surface of the main spring clean. 
At the sides the pressure on the felt 
is such that it permits a slow seepage 
of the oil into the grooves of the 
spring along the entire side. 

The oilers are made to fit prac- 
tically any make of car and sell at 
20c. each. 


WiLuiaM F. Bippus, who has been 
connected with the National Cash 
Register Company, Dayton, Ohio, for 
the past 27 years as director and 
treasurer, has become president of the 
Joyce-Cridland Company, Dayton, 
Ohio, manufacturer of an extensive 
line of jacks ranging from the lever 
type to the most powerful hydraulic. 
J. M. Switzer, who was a director 
and department supervisor of the 
same company for a period of 25 
years, has been elected vice-president 
of the Joyce-Cridland Company. The 
new management intends to broaden 
the scope of the business, enlarge the 
plant, etc. The business was estab- 
lished in 1873 and is now in its forty- 
fourth year of manufacturing lifting 
jacks. 


C. E. Woop, until a few months ago 
sales manager of the Gemco Manufac- 
turing Company, Milwaukee, Wis., 
has accepted a similar position with 
E. Edelmann & Co., 341-349 East Ohio 
Street, Chicago, Ill., manufacturer of 
automobile accessories. 


A. J. BEaTon, formerly with the 
Beaton & Cadwell Mfg. Company, 
New Britain, Conn., for many years, 
is no longer connected either directly 
or indirectly with the company. 
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‘The Most 
@nvenient 
Garage 
Door 
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Made 
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It Meets Every Condition Perfectly — Convenience, 
Safety, Space Economy, Beauty of Design, Ease of 
Operation, Permanence, Cheapness. 

The door is made in three panels, stoutly hinged together, sup- 
ported by swiveled, roller-bearing trolleys which operate on a 
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continuous steel track. The swinging section of 
Here’s What You Get eae . A : the door is used as an 
No. 1, Track (supporting he track extends across the door opening, inside, and along the a 


brackets riveted on) for ¢ ‘mine , - ~19 9° P wf : 

6, 8, 10 or 12 foo. door, adjoining wall, curved at the corner. The door slides smoothly 
as specified. ‘ 4 rag - , P 
No. 2.""Thee swivel-join around the corner—doesn't cut off an inch of valuable space—and 
ed, roller bearing trolleys ‘ 7 . a ” pre - c 
No.3. Six durable 6-inch When open lies flat against the side wall, out of the way. 

_Strap hinges. on WI tosed. i . ‘ " P ake 
No, 4. ‘Two adjustable floor 1en closed, it fits snug and tight. Everything is inside out of 
door and hold it in place the weather, and free from obstructions of all kinds. 


m. 
. 5. O li stay roll The — tui ; P 
Oo ke the dan ‘tom the Louden-hung Garage Door overcomes the disadvantages of 


i b i 1 . sar eens rs » « : 
noingins eno heavy, well clumsy swinging doors and posts in the yard, and solves per- 











Noo igee-lghts: pound manently the problem of the inside sliding garage door. 

putting up track : A DOOR WITHIN A DOOR 

“or, hinges, handles and An ey om valuable feature of the Louden-hung Garage Door — 
oe. Oe asp and is the hinged section, which makes a separate foot entrance fat against the wall, out 

No lumber 16 furnished. unnecessary. A small door for the man and a large door for the 

building, and erecting door — CAT, all in one, is an exclusive, Louden-patented feature—abso- , 

accompany each set of  lutely new in garage door construction. @1OUDE 
Dealers, Attenticn ! 3ecause of the room it saves, the convenience it affords, and the ( rrr N 
Sees | tng stsacicn you wil derive from i, you will Gad the EC 
tinuous “ale “for “the iiss: See Soni leas ai . cans re ice 
Louden Garage Door 













Hanger. "=" | 1867 — THE LOUDEN MACHINERY COMPANY — 1917 


















= = on oe 7200 Court Street, Fairfield, lowa 

a tremendous a 2288 University Ave., St. Paul, Minn. 1051-1059 W. 35th St., Chicago, III. 

A : 1047-1053 Broadway, Albany, N. Y. 

sales by failing to The Harbison Manufacturing Co., 1219-1221 W. 10th Street, Kansas City, Mo. 

stock it. Write us OTHER LOUDEN PRODUCTS: Steel Cow Stalls and Stanchions, Steel Animal This book tells the 

today. Pens, Litter and Feed Carriers, Hay Carriers and Track, Hay Forks and Slings, Barn whole story. Write 
Door Hangers, Cupolas and Ventilators, Water Bowls—‘‘Everything for the Barn."’ for it 














More Than 23s Million Families are reading this Page Advertisement in the 
Saturday Evening Post (Issue March 17th) and in The Christian Herald. 


Inc 


uiries are pouring in from every part of the country. Dealers are 





sell 


ling Thousands of Sets. Are you getting your share of this business ? 


The Louden Garage Door Hanger carries an unusually attractive Profit 
for Dealers. Write for Prices and Terms. 
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Cupples’ Tire and Tubes 


The Samuel Cupples Company, St. 
Louis, Mo., has recently started the 

















This diagram illustrates the shape of the 
Cupples’ tube and the re-inforcing strips 
of fabric 


manufacture of Cupples’ automobile 
tires and tubes. 

The company states that heavy im- 
ported Egyptian fabric is used in 
building these tires. The tread stock 
is said to be so compounded that it 
is tough, hard to penetrate and at the 
same time soft and resilient. The 
tires, the company goes on to state, 
are strictly hand made in the regular 
clincher, Q. D. clincher and straight 
side types. 

The company is also manufacturing 
a unique automobile tube known as 
the “Rhinos.” Inserts of heavy fabric 
are said to prevent blow-outs in a 
great many cases. Several layers of 
rubber stock add to the resiliency and 
ease of riding. 

The most important feature of these 
tubes, however, is the fact that they 
are built to fill exactly the space in 
the automobile tire. Instead of being 
made round the tube is made as shown 
in the accompanying illustration. 


Running Board Steel Mat 


The Acme Steel Goods Company, 
2834-2840 Archer Avenue, Chicago, 
Ill., has recently brought out the 
Acme running board steel mat, which 
is constructed after the pattern of 
the Acme steel door mat. 

The mesh is made of upright steel 
and is constructed in such a way as 
to give a good scraping surface and 
insure a safe footing. When placed 
on the running board it has a neat ap- 
pearance. 

To attach the mat the hook ends of 
the spring attachment are placed in the 
next to the last notch on the mat and 
the slide springs pushed on the run- 


Acme steel mat for running board 


ning board as far as possible. The 
rings holding the spring will then be 
over the edge of the running board. 

The spring attachment is so ar- 


ranged that by lifting off the end of 
the springs the mat can be rolled over 
and the running board thoroughly 
cleaned and dried. 

The Acme running board steel mat 
is made in two sizes. Size A meas- 
ures 7% x 9% in. and lists at $1; 
size B, which measures 8% x 14% in., 
has a list price of $1.25. 


“Detroit’”’ Hub Cap for 
Fords 


The Harry Svensgaard Sales Cor- 
poration, 214 Jefferson Avenue, East, 
Detroit, Mich., has added to its line 
of automobile accessories the “Detroit” 
hub cap for Ford cars. 

The company states tha tthis cap 
was designed to cover the rusty ap- 
pearance of both the metal flange and 
bolts at the hub, and to make the 
Ford wheel appear more massive than 
it is. It is said in working out these 
ideas it has been found that the ap- 
plication of the “Detroit” hub cap 
appears to lower the Ford running 
board. 

The “Detroit” hub cap is manufac- 
tured from a selected grade of 20-gage 
steel, finished in highly polished nickel 
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The “Detroit” hub cap for Ford cars 


on heavy copper plate. The list price 
is $3.75 per set of four, neatly packed 
in a carton. 


Motor Cycle Side Car Tire 
Carrier 


The Harley-Davidson Motor Com- 
pany, Milwaukee, Wis., has recently 
brought out a tire rack for attachment 














The Harley-Davidson side car tire carrier 


to the rear of the Harley-Davidson 
side car. This device not only serves 
as a carrier for a spare casing but it 
also provides a small platform for 
carrying bundles. This platform is de- 
signed for use in carrying small, light 
parcels and is not intended for the 
transportation of heavy, bulky ma- 
terial. 

The price of this new tire carrier is 
$5, including all the necessary parts 
for attaching. 
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“Prest-O-Grip” Chains for 
Solid Tires 


The Rowe Calk Company, Plants- 
ville, Conn., has brought out the 


The ‘Prest-O-Grip” anti-skid chain for 


solid tires 
“Prest-O-Grip,” described as a prac- 
tical and durable anti-skid chain for 
trucks with solid tires. 

The “Prest-O-Grip” consists of a 
cross chain that encircles the tire and 
felloe. The end of the chain is locked 
to the clamp upon a spoke by two 
drop-forged links. This chain is de- 
scribed as being made of special steel. 
It has a special twist in the links 
that causes them to lie flat on the 
tires. The lock link is a drop forging 
and is the means of quickly attaching 
or detaching the cross chain. 

The clamp is described as being 
made from high grade malleable iron 
and is lined with rubber to prevent 
it injuring the spokes. The clamps 
remain on the spokes so that the cross 
chains can be hooked on or unhooked 
at a moment’s notice. The clamps do 
not have to be replaced.’ 


New Folder for Ankyra 
“Ankor” Bolts 


The Ankyra Mfg. Company, 149 
West Berkley Street, Wayne Junction, 
Philadelphia, Pa., has recently pub- 
lished an attractive new folder entitled 
“They Hold in Any Wall,” describing 
the wide range of uses of the Ankyra 
“Ankor” bolts. The illustrations in 
this circular show that the Ankyra 
bolts can fasten medicine cabinets, 
towel bars, plumbing fixtures, etc., to 
hollow tiles or other forms of walls. 
This folder is directed especially to 
architects, to induce them to include 
Ankyra “Ankor” bolts in their specifi- 
cations. A large diagram shows the 
wide possible use of these ankor bolts 
in the kitchen and in the bathroom. 


THE Dayton RusserR Mrc. Com- 
PANY, Dayton, Ohio, manufacturer of 
Dayton airless clincher tires and Day- 
ton pneumatic tires, has recently com- 
pleted arrangements for the erection 
of a large new factory in Dayton. 
The site which has been purchased 
is said to comprise 21 acres of ground. 
The building will be of the most 
modern construction and will contain 
the latest equipment. 
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Make 1917 a Revival Year— Handle 
Sparton Products—and Start Now 


ARTO 


TRINITIES 


Motor Horns in Ten Finisnes and 
Models—Motor Driven and Hand 
Operated; Gasoline Vacuum Sys- 


ey tems; One-Piece Radiator Fans— 
Patented; Radiators—Honeycomb 
Sue — » PRESTIGE N | 


HE House of Sparton is built so 
firmly on a foundation of fair 
dealing that it says to its sales- 
men: “Sell the Sparks-Withington 
Co. first, last and all the time. Our 
products are the smallest thing you 


have for sale.’’ Steady, solid and sub- 
stantial growth for fifteen years shows 
instructions have been followed. We 
QUALITY take pride in the confidence reposed PROFITS 


in us by manufacturers, jobbers and 
dealers. 











A Service five times more efficient 
than this much abused word ordinarily 
means, is our hobby. We ride it so 
hard we get congratulatory letters from 


y all over the world. Infallibility attaches 
to no human endeavor, and we do 
SI . not claim it for SPARTON PROD- 
SERVICE UCTS. But we correct our mistakes, 
and our guaranty is the basic law o 

our Service Department. 


MR. DEALER | 


All this Profit, Prestige and Comfort is yours 
through handling the SPARTON PRODUCTS. 
They are the choice of the most exacting 
manufacturers in the country today, those 
who in selecting equipment for their cars con- 


sider nothing but QUALITY and SERVICE. 


Sparton Motor Horm Lhe Sparks-Withington Co. 











Model PU—Motor Dri 

e otor riven JACKSON MICHIGAN | 
Sparton Motor Horn Sparton Radiator Sparton Honeycomb Sparton Gasoline 
Model PG—Hand Operated Fan Radiator Vacuum System 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


OAKLAND, ILL.—A. W. Schimmell 
stock of the Pittsfield Hardware Company, 
was recently bought by William H. Pringle. 


PRINCEVILLE, ILL.—The firm of Harrison & Harker, 
dealing in all kinds of farm implements and hardware, has 
been dissolved. Elmer Harker has disposed of his interest to 
Frank Harrison. The new concern will be known as Harri- 
son Bros. 


NORTH MANCHESTER, IND.—The North Manchester 
Hardware & Implement Company has sold its store to the 
North Manchester Implement Company, which requests cata- 
logs on the following: Belting and packing, bicycles, buggy 
whips, children’s vehicles, churns, cream separators, dog 
collars, furnaces, gasoline engines, harness, heating stoves, 
heavy farm implements, lubricating oils, ranges and cook 
stoves, wagons, buggies and washing machines. 


OAKLANDSON, IND.—Crouch & Foster, who conduct two 
branch stores at Fortville, have purchased the stock of auto- 
mobile accessories, builders’ hardware, building paper, cutlery, 
heavy farm implements, pumps, refrigerators, shelf hardware, 
etc., of A. K. Scott. 

BLOOMFIELD, IOWA.—Horace King has purchased a half 
interest in the implement and hardware business of J. M. 
Krewson, and the name has been changed to Krewson & 
King. Catalogs requested on hardware and implements. 

BURT, IOWA.—J. R. Blossom has bought the hardware 
business of L. M. Owen & Son. 

CLARION, IOWA.—The stock of Staples 
sold. Shupe Bros, are purchasers. 

COON RAPIDS, IOWA.—The W. J. Kerwin Hardware is 
successor to C. C. Knapp. The new owner requests catalogs 
on automobile accessories, baseball goods, bathroom fixtures, 
belting and pong. buggy ee builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream separators, cut- 
lery, dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, galvanized and tin sheets, gasoline 
engines, hammocks and tents, heating stoves, heavy hard- 
ware, home barbers’ supplies, lubricating oils, mechanics’ 
tools, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, sport- 
ing goods, tin shop, toys, games and washing machines. 

FARMERSBURG, IOWA.—Arthur Hinsch & Co. have pur- 
chased a hardware, heating and plumbing business here. 

KANAWHA, IOWA.—Flower & Johnson, dealing in hard- 
ware, etc., have dissolved partnership. Flower will 
continue the business under his own name and requests cata- 
logs on washing machines and heavy tinware. 

MADRID, IOWA.—A hardware business has been estab- 
lished here by Charles E. Yearnshaw, who will carry a com- 
plete stock of bathroom fixtures, builders’ hardware, churns, 
cutlery, galvanized and tin sheets, pumps, washing machines, 
mechanics’ tools, etc. 

STANTON, IOWA.—E. E. Larson has bought an interest 
in the hardware business of Blade Bros. Blade & Larson 
will be the new firm name, and catalogs are requested on 
builders’ hardware. 

OXFORD, KAN.—The Hildebrand hardware store is now 
owned by Louis Tryon and Everett Rice, who will continue 
under the name of Tryon & Rice. The store has been 
remodeled and painted throughout. 

WATHENA, KAN.—The Wathena Co-operative Store Com- 
pany store has been bought by Charles A. Fetter, who 
requests catalogs on street sprinkler fixtures and electric 
lighting plants for farms. 

BOSTON, MASS.—The Mackay-Newcomb Company has 
opened a hardware store on Federal and High streets. Gurden 
B. Mackay and Frank L. Newcomb, formerly with the J. B. 
Hunter Company, Boston, are the proprietors. The new con- 
cern will carry a stock of tools, paints, varnishes, cutlery, 
etc. Catalogs and price lists requested. 

ASHBY, MINN.—The Ashby Hardware, purchaser of the 
stock of C. S. Skaar, has added a line of cream separators, 
gas engines and furnaces to its regular stock. Catalogs 
requested on ranges and cook stoves. 

CROSBY, MINN.—J. B, Haskell has disposed of his busi- 
ness to Edward Krueger. 

MAPLETON, MINN.—Corey & Burns request catalogs on 
farm implements and gas engines. 

WINTHROP, MINN.—H. C. Stresemann is successor to 
Stresemann & Loftus. Catalogs requested covering automo- 
bile accessories, bathroom fixtures, belting and packing, buggy 
whips, builders’ hardware, building paper, churns, cream sepa- 
rators, cutlery, dynamite, fishing tackle, galvanized and tin 
sheets, gasoline engines, hammocks and tents, heating stoves, 
heavy farm implements, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
tin shop, wagons, buggies and washing machines. 

MARIONVILLE, MO.—The hardware and implement busi- 
ness of L. C. Irby was recently bought by the Marionville 
Hardware Company. The firm’s stock will consist of baseball 
goods, builders’ hardware, crockery and glassware, harness, 
home barbers’ supplies, mechanics’ tools, shelf hardware, 
sporting goods, etc. 

MEMPHIS, MO.—Montgomery and Wilson request catalogs 
on washing machines and cream separators. 

ROCKY COMFORT, MO.—The Rocky Comfort & Wheaton 
Hardware Company, whose business is a wholesale and retail 
one, requests catalogs on automobile accessories, belting and 
packing, builders’ hardware, building paper, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dynamite, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, mechanics’ tools, 
plumbing department, poultry supplies, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware. 
silverware, sporting goods, toys, games, wagons, buggies and 
washing machines. 
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OSCEOLA, NEB.—C. E. Hanson has purchased the stock 
of the Osceola Hardware Company, which he will consolidate 
with his own. 


SHUBERT, NEB.—Joseph Higgins has sold his interest in 
the hardware firm of Higgins & Edwards to J. G. Evans. 
Edwards & Evans will be the new firm name. 


MOUNT MORRIS, N. Y.—The hardware business of the 
late E. B. Osborne has been sold to Charles P. Stiles and 
Ernest H. Kellogg. Mr. Stiles has been connected with the 
concern for many years. Catalogs requested on a general 
line of hardware. 

SAVONA, N. Y.—The hardware firm of Joint Bros., com- 
posed of W. E. and H. E. Joint, has been dissolved, and the 
Joint Hardware Company has been formed. W. E. Joint is 
president; F. C. Joint, vice-president; H. E. Joint, treasurer, 
and H. C. Joint, secretary. 


BELPRE, OHIO.—The partnership existing between T. E. 
Gaskill, E. P. Tabb and J. B. Hickman, known as the Belpre 
Hardware Company, has been dissolved. J. B. Hickman has 
sold his interest to T. E. Gaskill and E. P. Tabb who will 
continue the business and increase the lines handled. 

CLEVELAND, OHIO.—Park F. Yengling has opened a 
store at 10,422 Lorain Avenue under the name of the Park 
Hardware Company. A stock of hardware, paints, oils, 
stoves, housefurnishings, gas and electrical fixtures, bicycle 
supplies and automobile accessories will be carried, on which 
catalogs are requested. 

_PATASKALA, OHIO.—The Fravel Hardware & Supply 
Company, established in 1879, has increased its capital stock 
from $15,000 to $25,000. 

PLYMOUTH, OHIO.—Nimmons & Nimmons, in business 
for the past 26 years’ have dissolved partnership, R. H. 
and Frederick Nimmons having bought the interest of 8S. E. 
Nimmons. No change will take place in the firm name, 

URBANA, OHIO.—The Hardware Supply Company has 
added a line of automobile accessories to its regular stock. 


AMORITA, OKLA.—H. 8S. Davis has bought the bulk of the 
stock of the Benton & Ives stores at Kiowa and Hardtner, 
Kansas, and combined it with his own. 

WASHINGTON, PA.—The Wallace & Holmes Hardware 
Company has become the owner of the hardware store of 
S. J. T. Hough at 56 West Chestnut Street. 


ANDREWS, 8S. C.—The Tuten Hardware Company, Inc., 
has commenced business here with G. M. Tuten as manager. 
The firm will deal in automobile accessories, belting and 
packing, children’s vehicles, cutlery, fishing tackle, mechanics’ 
tools, heating stoves, shelf hardware, silverware, ranges and 
cook stoves, kitchen housefurnishings, etc. 


YORK, 8S. C.—The York Hardware Company is successor 
to the Yorkville Hardware Company, which suffered a fire 
loss several weeks ago. 

MOBRIDGE, 8S. D.—Lawien & Klein have sold their stock 
of automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream separators, 
cutlery, dairy supplies, dog collars, dynamite, electrical 
household specialties, fishing tackle, furnaces, galvanized 
and tin sheets, gasoline engines, hammocks and tents, har- 
ness, heating stoves, heavy farm implements, heavy hard- 
ware, linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
wagons, buggies and washing machines to C. L. Lawien, who 
requests catalogs. 

CHILTON, TEX.—The West Falls Hardware & Furniture 
Company has been incorporated, The capital stock is $6,000. 
The yf oo a ga are Gordon Gaither, B. E. Moody and 
L. L. Livingston. Catalogs requested covering buggy whips, 
children’s vehicles, churns, crockery and glassware, cutlery, 
fishing tackle, furniture department, harness, heating stoves, 
heavy farm implements, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, mechanics’ 
tools, paints, oils, varnishes and glass, poultry supplies, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, wagons, buggies and 
washing machines, 

CORSICANA, TEX.—The Frank P. Wood Hardware Com- 
pany has increased its capital stock from $10,000 to $15,000. 

TEMPLE, TEX.—J. M. Lee & Co. are erecting a new 
building. 

APPALACHIA, VA.—F. P. Hurt, president; J. A. Hurt, 
vice-president and general manager, and W. . Young, as- 
sistant secretary and treasurer of the Appalachia Hardware 
Company, have sold their interests in the concern. A new 
company has been formed to be known as the Hurt-Young 
Hardware Company. Plans have been completed for the 
erection of a new two-story building. The firm’s stock will 
comprise a line of general hardware, sporting goods, stoves, 
tinware, enamelware, automobile accessories and mine and 
electrical supplies. Catalogs requested. 

CHARLOTTESVILLE, VA.—The Reynolds-Zinc Hardware 
Company, Inc., of 321 East Main Street, has changed its 
name to the Reynolds-Graves Hardware Company. Catalogs 
requested on builders’ hardware. 

PULASKI, VA.—The Hancock Hardware Company, Inc., 
has been incorporated as successor to A. V. Hancock & Co., 
to do both a wholesale and retail business. A. V. Hancock is 
president and W. H. Seagle, secretary and treasurer. The 
company has moved into new quarters and added a stock of 
automobile accessories and increased its other lines, including 
automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, churns, crockery and glassware, cutlery, 
dog collars, electrical household specialties, fishing tackle, 
galvanized and tin sheets, hammocks and tents, harness, 
heating stoves, lubricating oils, mechanics’ tools, paints, oils, 

rnishes and glass, prepared roofing, pumps, ranges and 

k stoves, refrigerators, shelf hardware, silverware, sport- 

g goods and washing machines, on which catalogs are re-- 


uésted. 
a ; 
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ANNOUNCING THE NEW 


DAMSON 


_5-MINUTE VULCANIZER 


MODEL E 





Meets the demand for a light and handy outfit for the 
quick repair of tube punctures. 


Uses common gasoline—the most convenient and de- 
pendable fuel. Will vulcanize your tubes anywhere 
| in five minutes. 


| Designed on the same proven principles that have 
| made ADAMSON Vulcanizers the most practical and 


| largest selling line in the world. 


Sells complete with box of a dozen “Adamson” 
| 5-minute Repair Gum patches, for $1.50. Extra box 
| of 12 patches only 25c each. 


DEALERS! 


This outfit will be a 
tremendous seller — 
Order now from your 


Jobber. 
For larger tube injuries, tire and tube blow-outs, tread cuts, etc., the 
old reliable “Adamson” line is complete with several models for 
car owner and garage use. 


‘‘Adamson” Repair Gum is essential for best results. Its exclu- 
sive qualities and advantages are a guarantee against failure. 








Sold by All Jobbers == 


ADAMSON MANUFACTURING CO. 


EAST PALESTINE, OHIO 




















Lay 
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When George Smith walks into your 
store and buys a hammer, saw and col 
chisel, he is stocked up in those articles 
for years—for a generation! 


But when you sell Automobile or 
Tire Accessories to a customer, you sell 
something that he usesup. That means 
repeat orders! The more people you 
have coming to your store, the more 
business you do and the more hard- 
ware you sell. 


Goodrich Accessories are in demand—mo- 
torists need them, want them, and will buy 
them from you if you'll put them on your 
counter. Our line covers the entire field of 
rubber emergency equipment. 


Goodrich Accessories sell at a reasonable 
price—we will assure you they are worth all 
the customer pays—and they yield you a hand- 
some profit. 

Plastic (rubber dough) Waterproof Coats and Helmets 
Rubber Cement Waterproof Aprons 

Pure Gum Patches Auto and Camp Blankets 
Permanent Puncture Plugs Rubber Goggles 

Self Vulcanizing Patches Collapsible Rubber Buckets 
Vulcanizing Cement Horn Bulbs 

Combination Repair Sheet Bumpers— Mats 

Flat Fabric Patches Tire Talc 

Tire Sleeves—Blowout Tire Caliper—Gauge 

Patches Valve Caps and Washers 
Hose and Tubing of all kinds Pumps—Rubber Mallets 


Drop a Postal Asking for our Accessories 
Catalogue 


The B. F. Goodrich Co. 


Factories: Akron, Ohio mak Branches and Dealers 


GOODRICH 


Automobile ang lire Accessories 
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te PROTECTED WIRE 


TWO PIECE 


— CLAMP FOR 
“TROUBLE LAME 





i COIL we ’ 





THAT WONDEREULY 
HG 


Light, instantly on the spot you want to see! 








The Howe Searchlight turns as easily as you point your 

finger—not up or down, then to right or left—as with right 

= angle joints. But a direct, one-way turn, both joints of the Howe 

Universal Joint Bracket moving at ‘the same time. A radical improvement 
over taper joints, swivel or friction disc brackets. 


7 
K 





leueaaeae 


Wherever you turn it, it “STAYS PUT.” you use it. Because this wonderful bracket 
Never sticks. Can't become locked. Never is controlled by two coil springs. They take 
loosens from jar or vibration. Never becomes up wear and hold the turning joints in a firm 
wabbly or flops around no matter how long unyielding grip. [See picture above. ] 


HOWE Sezz py, imi 
WV Bc 27% ee 


“The Searchlight with the Wonderful Brachet’”’ 


a 


| om ia 





The Howe Searchlight is always Because WINDSHIELD POSTS The Howe Junior No. 11 
in focus. vary in size, and are oval, square is a single shell, embodying all 
No attachments. The true para or round, Howe two-piece clamps features except the protected cord, 
bolic reflector gives a perfect are made in seven styles—a fit 4.00. With mirror $4.75 In 

12 of 100 Reasons Why Your spotlight at all distances. for every windshield post. Canada, $6.00 and $7.50 
Spotlight Should Be a Howe THE “‘ON-AND-OFF” WATER- ;ccon » set screw. without d 
PROOF switch is right in the (sum ae jena eee Se 
1—The Wonderful **Spring-Con neck of the lamp. Switch pressed turbing the clamp, attach an ex 
trolled’’ Bracket on and lamp turned in one easy, tension cord, and you have a Howe Manufacturing Co., 


A ‘‘one-way-turn’’ Universal delat quick operation. powerful trouble light. 1732-36 S. Michigan Ave 
“4 "never 100s- peter = Ry 
Ds Chicago, Il. 


ound ° > . 

4—Never sticks—never hard to turn. Dealers: Big Searchlight Sales This Year 

5—Handy on-and-off switch in knob 

6—Reflector gives perfect. spotlight at Hundreds will be sold in your neighborhood. The Howe will sell fastest. It Window Display Stand Offer 
all distances. alone has the wonderful bracket. Big advertising behind it. Handsome display and complete proposition 


7—A special clamp to fit each dif- Get into this big-profit field. Send coupon for sition 
ferent style of windshield post — ee ™ _— 


+ dats aakittim | HOWE MANUFACTURING COMPANY | ““"" 


10—Light weight—finish equal to your a a 
Street No 

N1Nationa Mazda Nitrogen gu-| 1232-36 S. Michigan Avenue Chicago, Ill. treet 

City 





2 EE RET EG 





eR EET EIE E IE O LL ASE IEE OLE LEG IE LN 


Send me your special Free 


Jed 21 candlepower bulb 
12—100 per cent light efficiency with- 
out danger of glare 
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sen JOHNS~ 
FIRE — 


What if your car is insured? 


ERTAINLY you want insurance as a 
protection against financial loss—but 
don’t stop there. Insurance adjustments 
won’t compensate for an interrupted tour or 
the loss of a half-season’s pleasure. 


Insure your car—and complete your protec- 
tion with a Johns-Manville Fire Extinguisher. 
Fires chodse their own time and place, but 
you're ready for them if you carry a J-M. 


And even aside from its certain protection, 

the J-M Fire Extinguisher practically Pays <2 
for itself, for if your car is equipped <7 4 
with a J-M you secure a 15% re- <@ © 
duction in your automobile <@— © 

fire insurance premium. <3 


ITH a 

J-M Fire 

Extinguisher you can 

smother any incipient fire, 

whether from gasoline, oil, kerosene 

or electrical arcs. Just pump and aim at 

the base of the flame—or in tight corners, 

where there’s no room to pump, discharge 

it by the air pressure previously pumped 

up. This two-way method of operation is 
an exclusive J-M feature. 


The J-M Fire Extinguisher is examined, ap- 
proved and labeled by the Underwriters’ 
Laboratories, Inc., under the directionof the 
National Board of Fire Underwriters. To 
motorists this means a 15% reduction in 
automobile fire insurance premiums— 
and the J-M Extinguisher costs but $8.00, 
brass or nickel finish, bracket included. 


J-M Extinguisher liquid, for recharging, is 
the only liquid recommended for the J-M 
Fire Extinguisher. Non-deteriorating, and 
harmless to skin, fabric or machinery. 
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Every Dealer should stock " 
this quick-selling accessory 


HARDWARE AGE 





HE steady growth in sales volume proves that the market for 

J-M. Fire Extinguishers is practically unlimited. This is an 
accessory you can sell, and sell fast—and the whole machinery of the 
Johns-Manville organization will back up your sales efforts! 


Our sales policy provides you with profit 
protection, too. The J-M Fire Extin- 
guisher is distributed only throughrecog- 
nized jobber-dealer trade channels. 
Discounts are generous, rigidly main- 
tained, and uniform, regardless of size 
of order. This means that you can 


carry small stocks and make quick 
turnovers without sacrifice of profit. 


Remember that the Johns-Manville Fire 
Extinguisher is nationally advertised, 
and is in demand not only for automo- 
biles, but for motor boats, factories, 
public buildings and private homes. Let 
us send you the details of our dealer 
proposition —you'll want to add the 


J-M to your accessory stock. Ask your 
jobber about it. 





H. W. JOHNS-MANVILLE CO. 


NEW YORK CITY 


10 Factories Branches in 55 Large Cities 
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A TYPICAL BOWSER PAINT OIL 
INSTALLATION 


The Bowser Paint Oil Storage 
System WILL 


Eliminate the Fire Hazard— 


















Keep your oil room clean and pleasing— 


Prevent evaporation, gumming, over- 
measure, drips, etc.— 


Save time— 











Make new customers and keep old cus- 
tomers— 






Produce a regular profit the year ‘round. 
“RED SENTRY” 
Tet The Famous Gasoline 
Write today. Storage Outfit 

Cut No, 21 


ORIGINAL PATENTEES AND 
Sales Offices in All Centers MANUFACTUR’R? OF OILS 
STORAGE DEVICES 








S. F. Bowser & Co., Inc. * Nona” 
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BOWSER GASOLINE INSTALLATION 
AT CURB 





The Bowser Gasoline Storage 
System WILL 


Eliminate the Fire Hazard— 





Prevent evaporation and waste— 


Discharge accurate amounts, free from 
water, sediment, etc.— 


Retain the power in gasoline— 
Advertise your business— 


Bring new customers and keep old 
ones— 


Produce a regular profit the year ’round. 


" Write today. 


Representatives Everywhere 








































The Cups 
shown repre- 
Rie sent onlya 
No. 299 Leather Packed Short Pat. Marine = of our 
BOWEN MFG. CO. sci 
AUBURN, N. Y. ) Write for full 
CATALOGUE ON APPLICATION Wikre Lock . - 
information. 
Ask for 
Catalogue L. 
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fit every time, if 
: auto supply job 
ine of L-A Spark Plugs mediately as we have 


The L-A Counter Case comes absolutely distribution. 


grapbed display board sets off the 8 
sellers to added advantage. 
This Counter Cabinet is also provid 


(11) WA 


MALLLERRERIE 











Stock L-A Spark Plugs ~* 
And Sell Every Possible Prospect at a Profit 


full: 
what size or style Spark Plug with a compartment containing a care’ 
oes eupeemet demands, you can say. — stock of L.A Spark Plu # in = 
‘yes, sir, we have it,’’ and pocke e " 
F t 4 th your nearest hardware or 
ou carry a complete in touch wi pe Mafia 


Get This Counter Case Free. ber of these Counter Cases for free 


rdering an initial ship- 
nest we {00 cavorted pleas. It is Gnished LOCKWOOD - ASH COMPANY 
in full mahogany and the finely ert 1453 Horton Ave., Jackson, Mich. 
-_— 


S 






only a limited num- 
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Free Air—The Sign That Brings the 


Accessory Business To Your Store 


When we suggest that you give away something for nothing you naturally ask “why.” 
Here is the reason—if you have a big, handsome Free Air sign in front of your store the 
motorist comes there to inflate his tires, and nine chances out of ten he comes into your 
store to buy oil, grease, gasoline or some accessories. 

It is impossible for any car owner to make frequent use of your service without 
feeling under obligations to you. 

And the natural way to fulfill that obligation is for him to purchase his supplies in 
your store. 

The way to furnish Free Air is with the 


LECTROFLATER CURB STATION 


Lectroflater curb outfits are self-contained. No We have a special introductory proposition to offer 
tank. No pipes. No leakage. Everything, even a limited number of jobbers. Write or wire for 
the switch, is contained in the Lectroflater housing. details. 


To operate, the user merely unlocks the door of the in 
lower compartment (keys are sold, rented or given N Th B F 
to good customers or the door left unlocked), takes ote ese 19 eatures 


out the air hose a;plies it to the tire, turns on the 


switch and zip! the powerful Lectroflater pump con- Every Lectroflater air station is 
tained in the upper compartment does the trick in equipped with a Number 2 Lectrofiater 
a jiffy. pump—the most powerful, quick-acting 
This outfit will inflate an average sized tire from flat air pump of its size in the world. 

to full pressure in approximately two minutes. Current consumption, 320 watts. Uses 
The big Lectroflater pressure gauge automatically either alternating or direct current 
registers the pressure in the tire during inflation. from any electric light or line, wires 
Eliminates the need of other test gauges and elimi- are carried underneath the sidewalk to 
nates the annoying gauge ‘‘borrower.’’ Saves time inside the building. 

too—no need to test pressure during inflation. Maximum pressure, 150 pounds, 


No chance for users to tinker with the pump itself, 
for this is locked in a separate compartment. 


Lectroflater air stations are rugged and massive in 


Capacity, 2% cubie feet of free air per 
minute. 





° . 4 e 
design, pleasing and symmetrical in appearance. They Cost of pumping average —_ tire, 
are made for outdoor service. Finished in deep one-tenth of one cent (one m F 
green enamel. A massive electric opalescent globe Inflates average sized tire from flat to 
surmounts the station and can easily be seen from full pressure in twe ninutes. 

a great distance. Inflates average sized tire from 40 to 


The pressure gange and big globe are equipped with 0 Ibs. in one minute. 


concealed electric lamps for night service. The con- 7 8 feet 
trolling switches are in the upper locked compart- Total height of outfit, f 
ment. Total weight, 650 Ibs. 


We make other types of curb outfits, as well as many types and styles of pumps for 
inside use, suitable for private garages, service stations, car dealers, tire dealers, ete 


Prices range from $45 up. Write for descriptive literature. 


District representatives wanted. 
Attractive proposition. Write. 


THE BLACK & DECKER MFG. COMPANY 
131 South Calvert Street Baltimore, Md., U. S. A. 
Dist. for Canada: Northern Electric Company MONTREAL 


as Co eS 








A 

4 

‘ 

| 

i 

irene ee aa 
Tank and pump combination Model Number 1 for Modet Number 2, ga- 
with automatic switch com- amall garages, price, rage pump mounted on 
pletely assembled, price $125. complete, $45. movable carriage, price 


complete, $80. 











CONVERSE 


4 fPeIPLE* 
TREAD 
ITRES 
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Adams Auto Top Holder 


“Stops the rattle—saves 
your top”’ 


Neatest — Quickest — Strongest 


Dealers everywhere will find a ready 
sale for this best of all Top Holders. 
An ornament to any car. No un- 
sightly projecting arms, nor dangling 
straps. Can be installed in two 
minutes, and operates quicker than any 
other. 


Two sizes—% in. holes for small cars, 
M in. for large ones. 





It 
Holds The 
Door Open 


Is 
Never. In 
The Way 


No. 1914 


GRIFFIN Garage Door Holder 


I: as necessary to hold the door open as the bolt to hold 
it shut. The mere sight of it enables one to see at a 


glance its great value. 


The Garage door swing- 
ing to and fro in the wind 
is annoying and trouble- 
some, expensive and dan- 
gerous. The old way of 
blocking wr hooking the 
door open is not satisfac- 
tory or practical. 

The automobile owner 
or buyer nowadays wants 


the new and modern im- 
provements on his car— 
and he gets them. So it 
is when he builds his gar- 
age. He wants the latest 
improvements that add 
materially to his comfort 
and convenience—and he 
gets them. 
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Made in U. S. A. 


by 
THE GRIFFIN MANUFACTURING CO. 
ROCK ISLAND MFG. CO., Dept. B, Rock Island, Ill. Wem. €6Erlo, Foams. 6 Eee 


hicago 


Price, $2.00 per pair 


Write for discounts to dealers. 
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MakeThem Pay 


Many a merchant has, been forced to borrow money and 

even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
“Store Management Complete.’’ 





























Every reader of hardware and retail literature knows Frank Farring 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
| example in the first chapter, ‘‘The Man Himself,’’ you learn what a 

merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 
sibilities of development; proper examples; the right line of growth; 
success-making qualities. 














The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 
The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 





OUULLALUGANURLGAOOUUQLUUEQEOOEAGRAUEUUUAALUULARGUULERUUULAOUUEUDUGGLULLRDUULARUUUARUAAEAULAGRL UMMA AGALAAEUEAgAUUNNEUANUGUEGNEELUUHANAL! 
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Re-Babbitting Jig Light Weight Piston For Fords 


For Ford Connecting Rod Bearings 


Weight Manufactured 
t Lb. to the 
Less Than Limit of 2 Ounces 
Standard Variation in 
Ford Weight 








A piston as finely made as those used in the highest price cars 


A reduction of 4 Ibs. weight on reciprocating parts saves a con- 
siderable percent. of crankshaft and wrist pin bearing wear 





JIFFY BUSHING EXTRACTOR FOR FORDS 
Removes 


, : — _ Steering Knuckle BUSHINGS a a a ———— or | 
Quick and Easy. Saves the Cost on First Job. Spindle Arm \* a JIFFY ae 








Spindle 


FORD CONNECTING ROD and | insici. NS! ate 
MAIN BEARING REAMER Indispensable to the repairman or 


the owner that does his own 
work, 

When removing Steering Knuckle 
Sushings it is not necessary to 
remove wheel 

Pays for itself in a few minutes. 


Write for General Catalogue and Prices 























Two guides supplied. Eliminates all scrap- 


j h finish ings th ; 
Te openly | Tnooth finished bearings that | "The G, H. Dyer Company, Cambridge, Mass. 














CAP TROUBLES Cadillac, Peerless, Dodge, Reo 
SLIGHT PRESSURE AT BOTTOM OF CATCH Olds, Marmon, Haynes, 


P. 
NO cheney Gicaia. naan LOST. Stearns, Davis, McFarlan, and 


KING RAJAH TERMINALS 
og HANDY-CAP” | | QQ rw tentinsterina thine 5 
FORD RADIATORS Used by Bosch, Eisemann, Mii? 

ELIMINATES ALL 0 fea 





many other leading manu- 





INTERESTING PROPOSITION TO Ferrule Gite facturers. 
DEALERS. SAMPLES POSTPAID $1.25 (% Actual Bine) (Actual Size) 
RAJAH AUTO-SUPPLY CO. Bloomfield, N. J. 
PALMYRA MANUFACTURING CO., INC. John Millen & Son, Ltd., Montreal, Toroato, Winnipeg, Vancouver 
PALMYRA PENNSYLVANIA San esas tee y Bagg Seattle 











SAMSON HORNS BANTAM 





ELECTRIC AND HAND OPERATED Panel Running Board Mat 
Line Up That Profitable Auto Accessory Business by Pushing 
These High Grade Products OS se as 
> ‘ Fig. 1020 
Samson Tiger ante! iad Enameled Steel Frame fastened to running board. 
The only ae Driven Horn you can secemsenens 60 Stiff brush cocoanut mat securely held in place. 
etrade. One cf twenty models. Instantly removable for cleaning. Keeps car clean. 
ASK FOR LITERATURE AND DISCOUNTS Prevents accidents by slipping. Packed in cartons 
y Glectric State and 64th Sts of 33 ate. 
‘ YLER MFG. CO., 64 Pearl Street, Boston, Mass. 
CHICAGO * Successor to BANTAM MFG. CO 














COMPANY 
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Made from best 
cold rolled flat 
steel. 


Special guarded 
edge prevents mat 
from fraying out 
on sides, 

Galvanized to 

revent rust. San- 
tary, quickly 
cleaned and can be 
rolled up. 


Write for sizes and 
prices. 


ACME STEEL GOODS COMPANY 


2840 ARCHER AVE., CHICAGO 
Atlanta, Ga. New York City. San Francisco. Montreal, Quebec. 


Talking Points 
















THERE IS 50% 


more profit in selling 


The White Mop 
Wringers | 


than on the aver- 
age goods in your 
Store, because 
you can turn your 
money quickly. 





~~. 


White Mop Wringer Co. 
FULTONVILLE, N. Y. 








The Storm King 


Lantern 


WIND AND RAIN PROOF 
250 Candle Power 


Operates 15 hours on one quart of gaso- 
line or kerosene. Automatically cleaned; 
cannot clog. Can be turned high or low. 
Will stand more rough usage than the 
ordinary lantern and has bo wicks to 
trim, no chimneys to wash, no smoke, no 
smell and no dirt. Just the thing for 
farmers <dairymen, shows, fairs, sports- 
men, motor bouts, construe@tion work, rail- 
roads, etc. 

The Storm King weighs 3% pounds net 
and is 14 inches high. Put up in single 
cartons. A sample will be sent on trial 
to any rated dealer. Order a sample to- 
day, or send for further particulars. 


National Stamping & Electric Works 
416 S. Clinton Street, Chicago 











J. B. SCALES 


Precision That Lasts 


J. B. Scales are built to weigh as accurately ten 
years from now as now. They do it. Their 
accuracy sustains, and 
it exceeds the de- 
mands of law in its 

exactness, 


, = - 
4 Ms & & 


Jacobs Bros. 


Co., Inc. 
78 Warren St. 
New York 








SMELTO 


A man’s broom, heavy and 
durable, for smelters, mines, 
wharfs, ships and industries 
of all kinds. 


Note the heavy wire bands 
and over-size Haroma Han- 
dle — counter-sunk — made 
from selected broom corn 
fibre and split rattan. 


This long wearing broom 
shipped to all parts U. S. 
Freight prepaid on 3 dozens. 


Special price on Quantity 
orders. 


RRS Lee Broom & Duster Co. 
b : LINCOLN - NEBRASKA 

















An “‘Acme’”’ 
Won't Cut 
the Carpet 


A large, smooth, hardened steel ball re- 
volving on opposed ball bearings within a 
cup-shaped shell allows the ‘‘Acme’’ Caster 
to roll freely in any direction. No axles, 
horns or rivets to tear carpets and rugs or 
to mark the floor. 

Brass, nickeled, and galvanized finishes. 


PRICE THEM 
THE SCHATZ MFG. CO. 
POUGHKEEPSIE, N. Y. 
Agents: J. C. McCARTY & CO., 29 Murray St., N. Y. C. 












Keystone Boiler Handles 








aR Ne. 40 Keystone Boiler Handle 
i f th handles are made from heavy sheet steel, 
oe tinned, best quality and finest finish. 5 + different 
anyioe “a boilers and Pr — styles for covers. 
ite for prices and samples. 
” Made by 


Berger Bros. Co., 229-231 Arch St., Philadelphia 








T may seem irhpossible that wire 
I could be shaped like the human 

hand, but if you could see our 
“Pennsylvania Fruit Picker” it would 
prove to you that this Picker is so 
much like the Human Hand that it 
shows at once the utility of the arti- 
cle. As a Fruit Picker it has no 
equal. It is made of heavy Wire and 
Galvanized after made, and can be 
easily adjusted to any pole. 


THE LOW PRICE AT WHICH IT IS 

SOLD brings it within reach of those 

who have little fruit to gather, as well 

as those who have large quantities. 
PRICE PER DOZEN, $3.00 

It will gather Apples, Peaches, Pears, etc. 





MANUFACTURED ONLY BY 


I, Edward Darby & Sons Company, Inc. 
245 Arch Street PHI IA, PA. 
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Coldwell Lawn Mower Co. 


Offers New and improved Models of 


Motor Lawn Mowers................-. Ride Type 
Motor Lawn Mowers...............-- Walk Type 
Horse Lawn Mowers............ Threesome Type 
Horse Lawn Mowers.............. Standard Type 
Horse Lawn Mowers.......... Demountable Type 
Hand Lawn Mowers..............«+. Roller Type 
Hand Lawn Mowers...... rh RR Side Wheel Type 


Send for price list and full description 


COLDWELL LAWN MOWER CO. 


Factory and Offices at 
Newburgh, New York 


Chicago Office, 62 E. 
Lake Bt. Chicago, Il. 








Perfect Clinching 
Hose Coupling 








par entee awe 


Brass Body and Galvanized Steel Clamps, 
Complete in one article. The Lowest Priced 
Quality Coupling on the Market. Also fur- 
nished in all brass. It makes a Strong, Tight 
Job—as Neat as a Factory Inserted Coupling. 
Special Clamp Construction Prevents Cutting 
of the Hose. 
Send for Catalogue of Hose Accessories. 


L. R. NELSON, PEORIA, ILL. 


Exclusive Licensee Under Patents. 




















Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn.,U.S.A. 


























DID YOU EVER SEE 


Wagner’s KANT-SUK Calf 
and Cow Weaner? 


IT’S A WONDER 


A perfect humane and effec- 
tive device that sells the whole 
year round. 

The hinge construction of this 
article allows the calf and cow 
to graze in the same pasture, 

ee effectually prevents ae, 

is easily applies ce used 
aheape used. KAN T-8Uk Wean- 
ers have no equal. 

We make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialities. 





MANUFACTURED BY 
Imperial Bit & Snap Company, Racine, Wis. 
All the leading jobbers carry them in stock 








““HOLD 
FAST” 


Ask your Jobber 


ONE YEAR 
GUARANTEE 


Double and stitched 


BEBE : of the heaviest 
Pee Chrome 











A STAPLE ARTICLE 
with a BIG PROFIT 


trade SIMPLEX 


Reg. U. S. Pat, Office 


ROOFING NAILS 
The Only Satisfactory Nail 


The bia demand for this Nall has made 
it a staple seller and yet it carries the 
big profitof a high class speciality. 






Have four times the head area of ordinary roofing nails— 
and head area is the all important point in laying pre- 
pared roofing or sheathing. 

Don’t buy prepared roofing unless Simplex 
packed in the rolls. 

FREE Samples and Circular on request. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 


Nails are 














Quick-Set Steel 
Drive Posts 


These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing, 
wire strung easily and 
quickly. 





It will pay you te 
handle these posts. They 
appeal to farmers and all 
property owners. Send for 
our catalog. It is free. 


Buffalo Steel Co., Tonawanda, N. Y. 

















- Cheapest Because the Best 


PEARL 35 


CLOTH 


is non-rusting, does not require re- 
painting, and is practically indes- 
tructible. Copper colored wires in 
the selvages identify it--our_ re- 


putation guarantees tt. 


The Gilbert & Bennett Manufacturing Co. 
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If You Are Prepared 


to do your work quicker and better, 
and you can, by using C. & L. Fire 
Pots and Torches, you will make 
your profit and also your competi- 
tors. You will save time, fuel and 
money and will soon save your cost 
of a No. 1 Fire Pot, in the saving 
of fuel alone. You receive the 
benefit of our experience covering 
a period of more than thirty years 
and the expenditure of thousands 
of dollars in perfecting our line. 
Jobbers supply at factory price. 


Send for Catalog—it’s free. 


Clayton & Lambert Mfg. Co. 


Detroit, Mich., U.S. A. 





No. 1—Fire Pot 
List ried, Each 


$13. 
Discount ..+6+. 





Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Mowers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO. = Orange, N. J. 











STANDARD FOR FORTY YEARS 
THE COMPLETE LINE WRITE FOR CATALOGUE 
THE NEY MFG. CO. Canton, Ohie 





HARDWARE JOBBERS 


The “SUPERIOR” Balers have many 

points of superiority over all other Balers. 

—— are easily showa in our illustrated 
r. 


reular. 
The No. 30 “SUPERIOR” Baler is the 
Baler to order, for it is the merchant's 
favorite size, most economical Baler in 
the use of wire, is built the proper height 
for the ease and convenience of the oper- 
ator, has ‘‘U’’ shaped compression clamp 
encireling entire Baler and contains more 
baling . 7 than Balers sold at higher 
prices. e large capacity in which we 
manufacture the Balers enables us to td 


such good > 
above statements are verified a7 Sounante 

fied cus rs. 
Order from your jobber, or if he is unable 
te supply you write us for name of 


ber who can supply you and ka 8 
regardi service bulletin as to how to obtain highest prices for 


baled paper. 
G. WENZELMANN 
Prop. Galesburg Paper Press Factory, Drawer 49, Galesburg, Ill. 

















Guaranteed 
Quality— 


You get it with F. Dieckmann 
Elbows. and Shoes. Made of 
highest grade materials, round. 
square, corrugated, 
plain; all angles 
and designs. 


The Ferdinand 


Dieckmann Co. 
Cincinnati, Ohio 























THE TACK 














‘ 


Robertson ‘Horse Shoe Magnet’ Hammers 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silwer medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 144 Oliver. St., Boston 
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RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 


i 


Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 
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THIS STICK SHOULD BE IN 
YOUR STOCK 





It is the only brand upon which you can meet 
any competition and still make a good profit. 
Superior in Quality, Profit, Service, Packages 


ASK YOUR WHOLESALER FOR IT OR 
WRITE US FOR PRICES AND SAMPLES 


327 S. 
CH 1caco™ 


THE JOBBER’S MFG. CO. 


ST., 
ILL. 


A Profitable 
Hose Mender 


Of which patents belong to us ex- 
clusively 





You can see from its construction that this hose 
mender makes a permanent union quickly. The 


kind of goods that makes customers and holds them. 
Made in all diameters. 

Get our catalogs on Hose Couplers and Lawn 
Sprinklers. There’s profit in it. 


STUBER & KUCK CO., Peoria, Ill. 


New York Office: 154 Chambers St., J. M. Sherwood, Mgr. 
San Francisco Office: Rialto Bidg., Wm. P. Horn, Mgr. 











OILERS” 


Write us before 


“WALL 


of Brazed Steel 
Construction 







placing your 





Guaranteed orders. One 
for order means 
5 years another 


P. WALL MFG. SUPPLY CO. 


PITTSBURGH 








MORTON’S CABLE 
SASH CHAINS 


Have in many instances withstood 25 years’ 
continuous service. They are the one best 
substitute for sash cord, as they can’t fray, 
stretch or rot, and are easiest to apply. 


Be sure your windows are equipped with 
MORTON’S CHAINS, as they mean a big 
reduction in this end of your maintenance 
expense. 


THOMAS MORTON 
245 Centre Street New York, N. Y. 




















it’s DROP FORGED 
WRENCHES jyou’re 
after, remember 
that P-S Quality 
is Guaran- 
teed. 


Ask for 
Booklet A 














Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 























SA TISF Y 


your customers 


DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally. 
How is your stock? 

Made in Jersey City, N. J. by the 


JOSEPH DIXON CRUCIBLE COMPANY 


> & $ ESTABLISHED 1827 











ARMSTRONG TOOLS 


Tools bearing the name of the Armstrong Mfg. 
Co. are superior made tools. Perfect in construc- 
tion, accurate and dependable. 

The name of Armstrong has ever stood for the 
best in service, quality and workmanship. 


Tools With an Enviable Guarantee 
Send for our catalog of Genuine Armstrong 
Stocks and Dies, Water, Gas and Steam Fitters’ 
Tools and Pipe Threading Machines. 

xno HE ARMSTRONG MFG. co. 


ridgeport, Conn. 











STE 


3 
z 


J . 
Prompt Shipment on Receipt of 
Your Order 
Ferrules, Copper; Bars, Cooper Bottoms, Copper; Burns, Cop- 
| A Conductor Pipe, Cop ‘Crimped Sheet, Copper; oo 
ugh per; Elbows, Co +B, Gaskets, Corrugated Cop 
Hammers, gy AR Mitres, opper; Nails, per; Rivets, 
Roll Copper; Shoes, Copper; Sheets, pper; Soldering, 
Bopper Spikes, Copper; Washers, Copper. 
our selling needs are listed above, write 
ttsburgh Copper and Brass Rolling Milis 


& G, HUSSEY Giles Pittebarsh. Pa. 








_ 
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DIETZGEN 
MEASURING 
TAPES 


are a guaranteed product— 
backed by a quality firm. 


Your trade will value the Simplified-Reading feature. 
Send for Tape Catalog ‘‘H’’ 


Eugene Dietzgen Co. 


Manufacturers 
San Francisco New Orleans 


Philadelphia 


Chicago New York 
Pittsburgh 


SUAUEAEUCRADAGETAEEUEEEE 
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FTL 


Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U. S. A. 








“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


litit 


or bow * — Toggle — Machine 
Bolt Bolt Bolt 


es EXPANSION BOLT COMPANY 
20 W. Lake Street, CHICAGO 147-149 Cedar St., NEW YORK 


we American Wire and 
zs Peerless 


Tacks 


combine all the essential features of good tacks, and 

are sold under our guarantee of full weight and full 

count. Furnished in either carpet, upholsterer, bill- 

poster or railroad styles; in finish—polished or blued, 

tinned, coppered or galvanized; packed in bulk, kegs 

or boxes, count papers, colored cartons or toy barrels. 
Illustrated catalogue and prices furnished. 


se oS 
American Steel & Wire Company 
Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U. S. Steel Products Co., New York 
Pacific Coast Representative: U. S. Steel Products Co. 
San Francisco Los Angeles Portland Seattle 











C. E. Jennings’ Arrow Head 
Tool Chests, Tool Cases, Tool Kits 





Tool Case No. 75 


Tool Case No. 35 


Write for our new catalog of Tool Chests, Tool 
Cases, Tool Cabinets, Boys’ Tool Chests for Holiday 
Trade. Write for our new booklet of Machinists’ 
Tool Cases. 


C..E. Jennings & Co., 71-73 Murray St., New York 





THE WINSTED EDGE TOOL WORKS 


Manufacturers 
Chisels, Gouges and Drawing Knives 
Established 1827 Winsted, Conn, 








OLD SOL 


NITROJECTOR NO tu 


Hanthorne Mig, be.., inc. Br ridgeport, onn.,U.S.A. 


MAKER 























A NAME TO CONJURE WITH— 


GEM DANDELION RAKE 


—the fine-toothed, self-cleaning dandelion header and lawn rake. 
The only rake that will clean close without clogging. Cannot 

tear or ty the sod. If your jobber can’t supply you 

w 







the “‘Gem"’ and the 1917 Gem display, 
send us his name for complete in- 
formation and prices. 










Mi — SS 
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THE CASEMENT HARDWARE Co. 
Specialty Division 5 S. Clinton St., Chicago 








































Lebanon Machine 


Company 
LEBANON, N.H. 


Send for Catalog 


AUGER BITS 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES ETC. sw Aa cArALOG 


BOSTON MASS. 








Lawn Vases 
ARARARY | a 
UVUTAUUU A Eocene 


beeen) Send forCataleg 
THE STEWART IRON WORKS CO. Cincinnati, Ohie 











ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in position 
by any carpenter. 


Send for Catalog No. 24 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 


MORRILL PRODUCTS 


Bench Ste Lend Sect Brees 
NailPallers Spike Palos” 


The apex of quality resting upon sound advertising, sat- 
isfactory service, good construction and merit. 


CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORE 

















**VICTOR”’ BOLT CLIPPER 


Send for Catalog 





ROBERTS MFG. CO.., Somerville Station, BOSTON, MASS. 


Estse.:s~eo 1650 4 


———» — = — > 
JOHN HASSALL. inc. 
Rivets. 
ESCUTCHEON PINS 
SpeciAt Wire NAILs 


Cray ano Oancanod Srecers 
BROOKLYN NY 


ae ss =) 


Iw Aca Meracs 
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G-W ICE TOOLS 


For use by the Wholesaler for unloading Ice 
from boats or curs. 
For use by the Retailer on wagons. 
For use by the Llousewife at the Ive chest. 
Write for Catalog and Window Display Cards. 
Let ux quete Jobbers’ prices. 


GIFFORD-WOOD Co. 


Works New York Rochester, H. Y. UNION FACTORY 
Hudson, N.Y. Boston Scranton, Pa. y 
Chicago Philadelphia Asi Your Jobber PINE MEADOW, CONN., U. S.A. 


C-S CO. 


12-Inch 
Hardwood 
Levels 


ot _ THE ({HAPIN-STEPHENS (0. 


Popular Prices 





No: 102 











This mark is destined to become 


* one of the most far-reaching 
factors in the automobile fleld. 
The comprehensive sales and 
advertising campaign which is 
pow under way to assist dealers 


is one of the most unu-val that 
° ur atten- 
Motor bas ever come to yo 


Specialties 


tion. We invite well equipped, 
progressive hardware dealers to 
communicate with us promptly. 


Crew Levick Company, 2227-51 Land Title Building, Philadelphia 








SHOE SLOYD 
KITCHEN OYSTER 
PRUNING RUBBER 
PAPER PATTERN 
HANGERS’ MAKERS’ 
Reund 
Point 
ome 
anger's 
Kaife 
ROBERT MURPHY’S SONS CO. 


Ayer, Mass. 


















OMMERS PEERLESS FAUCETS 


BEST BLOCK TIN KEY qusncaman 
MAPLE WOOD BODY HIGHLY POLISHED 


ONLY THE GENUINE AGE STAMPEO Im THE WOOD WITH 
, TRADE MARK MALTESE CROSS vee cur) 











Send for new catalogue No. 10 
WILMINGTON, OHIO 


O. LINDEMANN & CO. 


mrs 


Established 1863 
New York 


Manufacturers of 


BIRD 
CAGES 


35-37 Wooster Street 











PRIEST’S 
Clippers 

The world’s standard ‘‘back- 
o’-the-neck’’ sha r deserve 
your serious investigation as 
a profitable item of stock 


rite 
American Shearer Mfg. 
Company 
Nashua, N. H., U.S. A. 








THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 














BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 


































’ 
| 
| 
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AMERICAN 


Sickle Edge Hay Knife. 
The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 


JUFAIN Petey A gene apie 


grain wood Joints smooth workin yet 
rigid or firm, as required to hold ie up 
properly under all conditions. Ask about our Spring Joint Rules with 






THE NEY MFG. CO., Canton, Ohio 














folding hook, Just the thing for taking measurements out of arm’s reach. 


. _ SAGINAW, 
Send for pes catalog, Tapes and Rules THE (LUFKIN fi WLE C' oa. New York ppd es a 








ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 
Newark, N. J. 







PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 











} KEYSTONE Galvanized Sheets 7 


Made from KEYSTONE COPPER STEEL —Unequaied for 


~ 
CULVERTS, TANKS, ROOFING = faux 
ond oli foeme ee ti e Ke Soovk matek won. echo ipsa so ge deny 







stone added below A 
Corrugated and Formed Roofing P: " k Sheets, Special Sheets, Terne Plates, 
ere SHEET AND TIN ae E COMPANY, Frick ne 



















Snell's Star Bits bore quickly and satisfy ever 

They sell best, because best known—over 1 
right in every way. Get our terms and catalog. 

All sizes, kinds and styles of augers and bits. 


SNELL MANUFACTURING CO., Fiskdale, Mass. 
Selling Agents—JOHN H. GRAHAM & CO., 113 Chambers Street, NEW YORK 


4 JEFFERY’S MARINE GLUE 


Use No. 1 Extra Quality for filling deck and hull seams of Yachts and Motor B 
Use No. 2 First Quality Ship Glue or No. 3 Special Navy Glue for filling deck oar hull seams of 
merchant vessels. 
Use No. 7 Soft Quality or Wategenst Liquid Glue for filling and waterproofing canvas for 
covering boats and canoes, cabin tops, decks and flyixg boats. 
No canoeist should be without an Emergency Cau of our Special Canoe Glue. 
For Sale by all Hardware and Sporting Goods Dealers. 


Send fo Fr Booklet, 
‘iui ae, wie L. W. FERDINAND & CO. _ iS Mnesitng Str 





user. 
¥o years on the market. Guaranteed 




















Cloth Containers “GEM” Nail Clip 


for all kinds of Tool Sets 









. The famous ‘‘Gem'’’ is 

Send us your special patterns and mounted twelve on 6, bent 
s - 2 ) e ard. 
we will submit duplicates of our , SS cute Gach. Be 
construction. profit. We also 
Ask for Catalog “Tool Rolls” Dep't T. Soll elieper. Wate. 
H. C. COOK CO. 
The Troy Carriage S Sun Shade Co. haette, | Camm 


Troy, Oh 














STERLINGWORTH 


INSECTICIDES 


Bordeaux Mixtures, Scale Killers, Sulphur Sprays, Bu 
Killers, Agricultural Sprays, Lice Powders, Powdere 
Tobacco, Roach Killers, Sulphur, Copper Sulphate, Ant 
Killers, Bed Bug Killers, Weed Killers. 


Send for Sterlingworth Bug Pook (48 pgs.) and dealers price lis’ 





Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 
WORCESTER MASSACHUSETTS 























STERLING CHEMICAL C° Cambridge,A Mass. 
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TUBULAR ANP CLINCH RIVETS 


ULAR RIVET AND STUD CO., B 





has been selling for over two years. There is nothing 
equal to it on the market. Keep your stock up on them 
by getting your orders placed now. 


The Vichek Tool Co., Cleveland, Ohio 














PATENTED 










“Star” Ventilators are simply designed and con- 
structed from the best materials by expert work- 
men. They are the most efficient ventilators on 
the market. 


You Care Not Storm Proof—Durable—Attractive 


Provide good ventilation and prevent the spread of flames 
upward through the roof. 


Send for Booklet and Prices. 


half so much for quantity and quality PH rie ag 

2 s +U n 4 oO 
of circulation as you do for the con- “Merchant's Old Method” Roofing Tin 
fidence our readers have in this publi- 


cation. When we carry your message MERCH ANT & EVANS CO. 


it receives respectful attention from 
PHILADELPHIA 


readers accustomed to act. Interest ‘New York Wheeling 

precedes attention. We get you atten- Baltimore Chicago 

tion. Atlanta - St. Louis 
Cleveland (we) Kansas City 









































Best Nail for Merchants to Sell at 
on the basis of satisfaction, quality, sales. There is no nail which erg 


compares with The Capewell—it has no equal. 
It is the best nail from the viewpoint of the Merchant just as it is 
from that of the horseshoer and the horse owner. 

The leading nail of the world and sold at a fair price—not the 


USED cheapest regardless of quality. 
It’s always wise to have a stock of Capewell nails on hand. 
THE 
WORLD The Capewell Horse Nail Company 
OVER Hartford, Conn. U.S. A. 


Leading Horse Nail Makers of the World 
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New York. 


Gentlemen :— 


insert my ‘‘ad”’ for one week. 


Yours truly, 





CHAPTER I—The Order 


: Matong, N. Y. 
Opportunity Exchange, HaRDWaRE AGE, 


Enclosed please find $1.00 for which please 


WM. W. KING, 
43 Morton St. 


“A STORY IN THREE CHAPTERS” 


YOUNG MAN, 25, 
perience as clerk and 


At present employed. 
eling. 
best of references. 





CHAPTER IIl—The Advertisement 


sition with some Western New York house, 
where reliability, energy and sincerity count. 


Habits very good 
Address ‘‘O. 0O.," 
Harpware Ace, New York. 


married, 3 years’ ex- 
stock man, seeks po- 


Gentleme 
If it 


12tu, as 


Would consider’ trav- 
and can furnish 
care 





CHAPTER IiIl—The Result 
HARDWARE AGH, 
New York City. 
1D :— 
isn’t too late, I 
withdraw my ‘“‘O. O."' ad which is to a 
nm the Opportunity Exchange, issue of 


sent in my 
I am highly pleased with the results ob- 
tained and I can assure you I am a staunch 
friend of the Opportunity Exchange. It 

a dollar well expended. Yours xg 
Wm, W, King. 


) 
; 


43 Morton 8t., 
Malone. 


. . . 


wish you would 


reh 
ition with 
the of 


which I ran in your issue 
A ang just after I bad 
*ad.”” 


have accepted a 
th 


The 
second 








Help Wanted 


Help Wanted 


Situations Wanted 


Situations Wanted 





Original letters of reference should 
not be inclosed unth replies to ad- 
verlisements appearing i. these coi- 
umns, as they are jrequently mislaid 
and lost. A copy oj the reférence 
will serve the purpose. 


If YOU ARE DESIROUS of in 
creasing your earnings, write for 
terms on Sollers Self-Caleulating 
Scales, something that every carpen 
ter and stair-builder wll be glad to 
get and use. Write early and secure 
exclusive right to territory that you 
will be able to handle. Address R. 
C. Smyers, Mt. Union, Pa. 


BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 


MANUFACTURER of full line 
household specialties wants local rep 
resentatives in all important cities to 
handle line on commission. Depart- 
ment stores, hardware dealers, in 
Stalinent houses, premium concerns 
are all big users. State experience, 
lines handled and territory covered. 
Ww e€ want none but those who can 
make good.” For such our propo 
Sition is an excellent one. Address 
“S. 1L,” care Harpware Ace, New 
York. : 


_ WANTED—An experienced clerk 
in a retail hardware store on Lon: 
Island, 20 miles from New York 
City. Fine chance for adyancemen‘ 
to right man. Address “T, U.,” 
care Harpware Ace, New York. 


WANTED — Commission ‘ sales- 
men all or part time. Prefer man 
ulacturers’. agents who are at pres- 
ent permanently €gfabiished and 
selling other Mon-<ompeting lines 
successfully, . We have two good 
lines and a Meee | attractive propo 
sition on both of . Following 
territories opent~ Northern Illinois 
Northern Indiana, Ohio, part of 
Minnesota, part of Iowa, all of Mis- 
sour', all of Colorado, part of 
l’ennsylvan‘a, part of New York, all 
of New England. Write for cata- 
logue and proposition, Give full 
poreuanere about yourself in first 
etter. Swedish Separator Company, 
sis South Fifth Avenue, Chicago, 

nos, 


A Chance to 
Learn Advertising 


We have a place in our sales 
promotion department for a 
Keen young hardware man, not 
over 25, who has sold hardware 
in a retail store, knows dealer 
methods, and is familiar with 
hardware, accessories, etc. 

Must have high schoo! educa- 
tion or equivalent, and be able 
to write good crisp English. 

Must be wiliing to be taught 
advertising from the manufac- 
turers’ viewpoint. A good op- 
portunity for a capable man. 
Write, stating education, experi- 
ence and salary desired to start. 


Address Norman E. Horn 
Sales Promotion Dept. 


Hardware Age 
239 West 39th Street 





WANTED—Young man_experi- 
enced in assembling builders’ hard- 
ware contracts. Opportunity for 
advancement, State age, experience 
nd salary expected. Address Box 
ate al care Harpware Ace, New 

ork, 


WANTED — Experienced Tool 
Salesman to work in largest tool de- 
partment in New York State. Give 
age, rt and salary expected. 
Walbridge & Co., Buffalo, N. Y. 








WANTED — Experienced Hard- 
ware Catalog Compiler. Must have 
best of references as to character 
and ability. Address Richards & 
capers Hardware Co., Kansas City, 
Mo. 








Situations Wanted 





SALESMEN WANTED. 
_ Commission $2.00 per roll sell'ng 
Cook’s linoleum and kindred lines. 
Shipped direct from mill., Address 
at once Niagara Linoleum Co; (Dis- 
tributors), 41 Union Square, New 
York City, 





WE SHALL NEED with'n the 
next two weeks, an Al ‘hardware 
salesman, ome thoroughly familiar 
with builders’ hardware and _ tools; 
28 to 40 years of age. Must be cap- 
able of directing the. other clerks 
and outlining their duties and seeing 
that they are busy in following out 
instructions. A man of force, dig- 
nity, as well as ability; no trifler; 
ove whose word is law, commanding 
the respect and confidence of those 
under him, Sueh a man would re- 
ceive a salary which a position of 
this kind would warrant.  Refer- 
ences required, Address Box 34, 
Trenton, N. J. 





SALESMEN—Live wires calling 
on hardware, implement, « ¢arriage 
and harness dealers, general stores, 
ete., to sell the best fabric hérse and 
mule collar ever made. Liberal com- 
mission and exclusive territory. Ad- 
dress Goetz Co., Ranson, 
W. Va. 


SALESMAN OF EXPERIENCE 
und ability wants position with man 
ufacturer. Eleven years’ experience 
in the Middle and Southwest calling 
on wholesale and retail trade. Best 
of references; age 38, and well ac- 
quinted, Address “B. R.,” care 
Ilarpware Ace, New York. 


ATTENTION TO RETAILERS 


t A hustler and wide awake hard- 
ware man, age 27, acquainted with 
all sides of the hardware field, 
wants position as manager, with a 
retail hardware merchant. Am a 
shrewd buyer, a capable executive, 
an ofganizer and a producer. Will 
only consider an association that 
offers a career as well as a fair com 
pensation. Address “P. A.,” care 
Ilanpware Ace, New York. 





IF YOU WANT A POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC. 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 





READ THIS PAGE? 


MANUFACTURERS’ AGENT, 
well established, covering all of New 
York State from Utica west, desires 
good line of machine bolts, carriage 
bolts, lag screws, nuts, etc., for ex- 
clusive represeniation. Shop, mill, 
retail and wholesale trade solic:ted. 
Keferences given. Address Box 
ay care Harpware Ack, New 
York. 





SALESMAN calling on the retail 
hardwa.e and lumber dealers’ in 
New York, Pennsylvania, New Jer- 
sey and New Engiand States, is now 
«4 @ position to handle another man- 
ufacturer’s line. Address Lox 
Po gal scare Harpware Ace, New 

ork. 





MANUFACTURERS’ AGENT, 
well established, covering all of New 
York State from Ut.ca west, desires 
good line of waste for exclusive rep- 
resentation. Shop, mill, retail and 
wholesale trade solicited, References 
given. Address Box “A-30,” care 
Liarpwere Ace, New York. 





YOUNG MAN desirous of obtain- 
ing a position with a high class hard- 
ware or sporting goods firm for 
chance of advancemnet or member 
of firm. My age 24, young and 
energetic; 8 years’ business experi- 
ence. Let me know what you have 
to offer, Best reference. Northern 
location preferred, but South con- 
sidered. Address Box “A-29,” care 
Llanpware Ace, New York. 





SALESMAN, 15 years’ experi- 
ence calling upon. catalog and 
premium houses, jobbers, five and 
ten cent trade, is desirous of making 
a change. Cutlery, hardware or 
house furnishing lines desired. 
Manufacturers only. Commission 
basis, no advances. Unquestionable 
references. All communications 
treated confidential. Address Box 
“A.26,” care Harpware Acs, New 
York. 





Hardware and _ housefurn'shing 
salesman of experience and ability, 
at presént employed, desires position 
with mantfacturer or iobber. Five 
years’ experience, well acquainted 
with New York City and out-of-town 
trade. Best of references. Age 24. 
Address Box ‘“A-18,” care Harp- 
ware Ace, New York. 





A YOUNG MAN OF WIDE EX- 
PERIENCE wants position as office 
or sales manager. 1 have not only 
had several years in actual selling 
experience and office management, 
but have also been in business for 
myself and am therefore in a posi- 
tion to serve the best interests of 
any one seeking a man for either of 
the two positions mentioned, Am 
not particular as to locality but am 
iooking for an opportunity of the 
right sort. Full part'culars upon re 
quest. Address Box ‘“A-33,” care 
Harpware Ace, New York. 


SPECIALIST IN SELLING 
ALUMINUM WARE wants posi- 
tion with reliable house manufactur- 
ing high grade aluminum products. 
| have had 15 years’ experience in 
selling of aluminum ware of all 
kinds and devoted a great deal of 
time to study specializing on this 
one apegy Not particular as to 
locality or field of operation. Will 
gladly give full details as to salary 
and other particulars upon request. 
Address Box “A-34,” care Harp- 
ware Ace, New York. 





As manager or estimator; sixteen 
vears’ retail and road experience in 
hardware, plumbing and heating. 
Sober, ambitious; employed. Ad- 
dress Box “A-40,” care Harpware 





Ace, New York. 


ALUMINUM WARE 
Experienced business man, in above 
line in all its branches. Twelve 
years’ experience in the handling of 
sales, business financing, credits, col- 
lections, in fact, all details necessary 
to successfully conduct business to- 
day. An able executive, a hard 
worker who can produce results, 
An organizer with complete knowl- 
edge of modern up-to-date business 
methods. At present employed 
where opportunities are‘limited. De- 
sirous of changing where opportu- 
nities are unl'nited. Open for em- 
ployment on short notice. Married, 
29 years, bond for any amount. De- 
sirous of representing concern in 
above line which I am_ thoroughly 
familiar with and have big follow:ng. 
Address “Executive,” Box A-44, care 
Harpware Ace, New York City. 





SALESMAN — Thirty-four years 
old, aggressive, practica and experi- 
enced in plumbing supplies, anxious 
to connect with reliable manufacturer 
in same or similar line. Best of ref- 
erences. Address Box “A-45,” care 
Harpware Ace, New York. 





THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE YOU 
AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 

A POSITION in a _ hardware, 
clothing or general store who has a 
stock around $2,500. If it looks 
good to me would invest as a part- 
ner or take all. Best references. 
Lala Harvey O. Gray, Portage, 

is. 








YOUNG. MAN well. experienced 
in builders’ hardware, also thorough- 
ly familiar with all prices of same, 
wishes position with wholesale or 
large retail hardware concern. Well 
qualified to fill position as buyer or 
any responsible position connected 
with the builders’ hardware depart- 
ment, Address Box ‘“A-46,” care 
Harpware Ace, New York. 








Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware, we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S,,” care 
Ilarpware Ace, New York. 





FOR SALE — Long established 
hardware business, located in the 
heart of the corn belt of Ilinois. 
Stock and fixtures will invoice about 
$13,000; $25,000 yearly business. 
Good clean stock, Will give 10 per 
cent discount to cash buyer. This 
is a real bargain and will not be on 
the market long. Reason for sell. 
ing, failing health. Address “ im. Be 
care HlarpwAre Ace, New York. 





PROSPEROUS STORE in_up-to- 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak- 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,” care Haap- 





ware Ace, New York. 








